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Vol. XXXI, le. 3591: 
Car Output Dips 


hevrolet Cuts / 


Ford, Plymouth Hike 
Lead Over, GM Makes; 
Chrysler Corp. Booms 


By Martin Whitmyer 
Staff Writ¢ér / 
production \last week dropped 
a. the 140,000-ynit mark for 
first time this r as the man- 
wfacturers turned out an estimated 
999,249 units. This, however, still 
ded the 125,537 cars built in 
the comparable 1956 week. 

The makers had recorded their 
gecond highest week of the year 
the previous six days when they 
turned out 145,846 cars. Top 1957 
week has been the 147,427 units 
| gasembled during the week ended 

12 


“Contributing heavily to last week’s 
scline was Chevrolet, which read- 

d its schedules downward from 

S747 units the previous week to a 
Seheduled 26,500 units during the 
ix work days ended Saturday (Feb. 


* * * 


& SPOKESMAN for Chevrolet said 
4™ the adjustments were being 

“to balance production sched- 
fuies with inventories in the field.” 
"The readjustment necessitated cur- 
c t of assembly operations at 
- of the division’s plants last 
om 


Chevrolet decline also per- 
Ford division to increase 
ealendar-year lead over the 
division. 
d’s output of an estimated 
D cars last week pushed its 
o-date totals to 260,648 units. 
plet during the same period 
assembled 251,926 cars. Ford’s 
ut the previous week totalled 
$3,663 cars. 
33) . * * 
D} ’ 
formances at Plymouth also en- 
that Chrysler Corp. unit to 
itself more firmly in third 
in its battle with Buick for 
position among the car manu- 


- facturers. 
_ Plymouth last week turned out 
an estimated 17,000 cars to mark 


_ 


2 
. 
rd 


4 


third consecutive week that 
at that division have 
4 i near its 1955 highs. 

ag] lymouth’s output for the first 12 

i of the year totalled an esti- 
J d 116,081, compared with 91,387 

ra f Buick. A year ago, Buick had 

Pa aty oduced Plymouth 121,558 to 

71 units. 
= * * 

/ SHE continued high output sched- 
™ ules at Plymouth, plus increased 
Sasemblies at Chrysler, DeSoto and 

perial, also pushed Chrysler 
D.’s corporate total to the year’s 
fh of 31,600 units last week. It 

; D marked the highest output by 

— corporation since December, 


Ford Moter Co. which in- 
reased its output from 42,526 

Units the previous week to 42,536 

(Continued on Page 61, Col. 3) 
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DETROIT, FEBRUARY 25, 1957 


This is where auto makers vied for honors in two 160-mile beach-and-road races 
last week at Daytona Beach, Fia., sponsored by NASCAR. The 4.1-mile course is split 
between the hard-packed Atlantic beach, at the left, and a hard-surface highway, at 
the right. Powering through the north turn here is Tim Flock, who drove a 1957 Mer- 
cury to victory at an average speed of 101.32 m.p.h. in the race for convertibles. The 
next day, in the sedan race, Cotton Owens averaged 101.60 m.p.h. in a 1957 Pontiac. 


GM Blasts Bill to Revive 
Ark. Dealer Licensing 


Las ROCK, Ark. — General 
Motors delivered a slashing at- 
tack on a proposed factory-dealer 
licensing law last week. 

Distribution Vice-President Wil- 
liam F. Hufstader told an Arkansas 
Senate Judiciary committee hearing 
that the bill 
“makes the manu- 
facturer powerless 
to protect itself 
and its good name 
from the ineffi- 
cient and the un- 
scrupulous.” 

The GM on- 
slaught promised 
to continue the 
stormy weather 


which factory-| 


W. F, Hufstader dealer regulating 
has encountered in Arkansas. 

A 1955 law licensing dealers and 
outlawing factory coercion was 
tossed out as unconstitutional by 
the State Supreme Court last year. 
The court killed the statute as “class 
legislation” because it did not re- 
quire used-car dealers to comply. 


EBSAMEN MOTORS, a Ford 

dealer in Little Rock, bitterly 
opposed the 1955 law and forced a 
court test after enactment by re- 
fusing to obtain a license from the 
State Motor Vehicle Commission. 

Hufstader stressed the “class leg- 
islation” argument in his testimony 
last week. 

Contending that the proposal 
would act to give dealers perma- 
nent contracts, Hufstader declared 
that “there can be no showing 
that retail automobile dealers 
constitute a special group which 
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is entitled to be preferred over all 
other members of the business 
” 


Such “preference,” he said, runs 
counter to concepts of a free and 
competitive economy. 

The new attempt to regulate 
factory-dealer relations in Arkansas 
is sponsored by Senator Marvin 
Melton, of Jonesboro. 

> > = 


EEKING to answer State Su- 
preme Court objections, the 
Melton bill applies to franchised 
and unfranchised dealers handling 
new cars. It would re-establish the 
(Continued on Page 4, Col. 1) 


Makers Push Hard 
At Speed Weeks 


Assault in Depth 
Pays Off for Chevy 


By Don MacDonald 
Staff Correspondent 
AYTONA BEACH, Fla. — Fac- 
tory participation was un- 
abashed and on an unprecedented 
scale in NASCAR’s eighth annual 
Speed Weeks which closed its rec- 
ord-shattering run here last week. 


facturer’s award” for best over- 
all performance with 574 winning 
points, to 309 for the runnerup. 

However, nearly everybody went 
home with at least one trophy to 
advertise since Bill France, 
NASCAR president, classified cars 
according to displacement for the 
speed and acceleration trials. 

t 


r THE factories’ allout partici- 

pation in the events, eight differ- 
ent makers entered cars driven by 
salaried or subsidized drivers. 
Nearly all top officials of partici- 
pating factories were on hand at 
one time or another during the 
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Daily Sales Pace Up 
In Feb., but Profits 


Slip in Some Areas 


By Robert M. Lienert 


Associate Editor 
_ February drawing to a 
close, the month’s new-car 
registrations are running at an in- 
creased tempo, field reports indicate. 

The month’s total, despite the 
stepped-up selling rate, will not 
run appreciably higher than Jan- 
uary’s because of two fewer sell- 
ing days this month. 

The improved daily rate, however, 
is encouraging. Dealers were mov- 
ing new cars last week at an esti- 
mated rate of 18,500 units daily, 
compared with an average of 16,750 
in January. 

> > 

HE combined total of the two 

months, when February’s figures 

are added up, should be almost 
identical to last year’s first-two- 
months count of 879,190. 

In combined January-February 
totals, 1957 and 1956 have been 
exceeded only by 1955, with 916,- 
608 new-car registrations, and 
1951, with 903,563. 

Dealers so far this year have not 
been so concerned over volume as 
they have in the past. As a result, 
profit per deal this year has been 
considerably better than it was in 
the comparable period last year. 

There are scattered reports from 
the field, however, that the profit 
yield is beginning to sag, especially 
in some lines. 

Dealers are particularly concerned 
over that factor this year, because 
they feel that discounting will not 
boost volume by an amount large 
enough to overcome the lost profit- 
per-deal. 

> = * 
[pRALens handling the lower- 
priced cars have been instru- 
mental in keeping total 1957 volume 
abreast of that achieved in the 
comparable year-ago period. 

With overall registrations nearly 
duplicating 1956 levels, low-priced 
cars so far in 1957 have accounted 
for 63.6 percent of the market, 
compared with only 57.9 percent 
in 1956, 

High-priced cars have held rela- 
tively steady, accounting for a flat 
5 percent this year and 5.5 percent 
last year. 

It is no secret that the middle 
priced lines have taken the sales 


Top Cars 


New-car registrations, three 
states for January: 
1957 Pos. Make 
1—4,496 Ford 
2—4,178 Chevrolet 
3—1,477 Buick 
4—1,387 Oldsmobile 
5—1,294 Plymouth 
6— Pontiac 
i— Mercury 
s— Dodge 
X— Cadillac 
1Q— Rambler 
11— DeSoto 
12— 
13— 
14— 
b— 
16— 
1lI— 
13— 
19— 
20— 


1956 Pos. 
3,302— 2 
3,712— 1 
1,570— 3 
1,259— 4 
1247— 5 

973— 6 
635— 7 
495— 8 
332— 9 
268—11 
264—12 
279—10 
263—13 

91—16 
157—14 

18—18 

52—17 

6—19 

92—15 


verses saeess 


me 
om be 


_ 
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beating this year. In the first two 
months of 1956, they accounted for 
36.6 percent of the market. This 
year, they could do no better than 
31.4 percent. 

If 1957 is going to pull ahead of 
1956 in total sales as has been 
widely predicted—it would appear 
that merchandising effort would be 
best applied in the middle-price 
field. 

= > + 
ig ANY discussion of volume, 

profits and merchandising, a 
dealer’s viewpoint is naturally going 
to be influenced by his own position 
in the industry. 

Of interest to many auto ob- 
servers is the relative volume per 
dealership, according to the line 
handled. 

In 1956, according to AvTomotive 

(Continued on Page 4, Col, 2) 


Senate Ponders 
Wage-Hour Law 
For Big Dealers 


By William Ullman 
Washington Correspondent 
/ ASHINGTON.— Senate hearings 
open this morning (Feb. 25) on 
two identical bills which are cer- 
tain to bring every retailing spokes- 
man screaming to Capitol Hill 
Among other things, the bills would 
place one out of every five auto 
dealers under the provisions of the 
wage and hour law. 

This law, properly called the Fair 
Labor Standards Act of 1938, pro- 
vides that employes of certain firms 
shall be paid at least $1 an hour for 
their labor and no less than time- 
and-one-half for hours worked in 
excess of 40 a week. 

The bills now under considera- 
tion by a Senate labor subcom- 
mittee would neither increase the 
minimum wage—which went up 
from 75 cents to $1 two years ago 
—nor shorten the basic work 
week. They would simply broaden 
the coverage of the law to include 
employes of large retail establish- 
ments, At present, employes of 
retail and service businesses that 
are local in nature—like most 
dealerships—are exempt. 

The Senate bills were introduced 
by Senators James E, Murray, of 
Montana, and Wayne Morse, of 
Oregon, both Democrats. They 
would extend the act to ‘embrace 
any retailer with an annual sales 
volume of more than $500,000. 


[a= the Morse and Murray 
bills, a retailer who owned one 


dealership with an annual volume 
of $200,000 and a second dealership 
with annual sales of $400,000 would 
fall under provisions of the act, 
since his total sales in similar busi- 
nesses exceed $500,000. If the Morse- 
Murray proposal becomes law, he 
would have to pay the minimum 
wage to all employes in both firms. 
The announcement of hearings 
by Subcommittee Chairman John 
Kennedy, Massachusetts Demo- 
crat, angered retailing 


Retailing spokesmen promptly 

condemned the youthful Senator for 

not waiting until a $150,000 survey 
(Continued on Page 4, Col. 4) 
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Hal fway Back to Sloan Program? yee 


Gain Seen 


By Joseph M. Callahan 
Staff Writer 

DETROIT. — The 13th General 
Motors Council meeting, held here 
Feb. 12-14, was devoted largely to 
determining how much progress 
had been made in reestablishing 
GM’s prewar quality dealer pro- 
gram. 

It was generally agreed among 
the 45 dealers in the Council that 
during the past year the corpo- 
ration had returned about half- 
way to the Sloan quality dealer 
program. 

When GM announced its new 
concession-loaded dealer franchise 
at last year’s Council meeting, the 
dealers also were told that the 
corporation would start immedi- 
ately to restore the old quality 
dealer policy. 

Most dealers on the council felt 
that the quality of GM dealers had 
been declining steadily since World 
War II, with the decline accelerat- 
ing since the buyer’s market 
returned in 1953. 

Declared one council member, 
“Up until last year there had been 
only one god—volume. If a dealer 
got volume, he could do anything. 
Today he isn’t pushed for volume 
at the expense of everything else.” 

Most dealers at the meeting 
said they felt that GM had made 
a “wonderful start” toward re- 
establishing the quality dealer 
and that in another year there 
would be a pretty substantial 
quality dealer body. 

However, varying amounts of 
progress were reported by different 
divisions and in different areas. For 
instance, GM President Harlow 
Curtice was told that progress in 
the quality dealer program was 
much slower on ‘the West Coast, a 
little slower in New York and much 
more advanced in the upper Mid- 
west. 


In improving the quality of GM 
dealers, the council delegates were 
told that the corporation was clean- 
ing up the following trouble spots: 

1. Advertising. Everyone felt that 
dealer advertising was on a much 
higher plane during the past year, 
although there are still occasional 
rashes of poor advertising in many 
areas. Numerous dealers said that 
advertising in their areas was much 
more truthful and less cut-throat 
now. Most speakers agreed that 
price advertising was detrimental 
to business. 

2. Better distribution. Many 
dealers felt that this was the 
most needed and valuable ele- 


Business 
Barometer 


Auto Production — 162,503 cars, 
trucks in week vs. 148,019 year be- 
fore. 

Business Failures—317 in week 
vs. 252 year before. 

Department Store Sales—Up 5 
Percent from year before. 

Freight Loadings — 665,251 cars 
in week, down 19,077 cars from year 
before. 

Gasoline Stocks — 199,895,000 
barrels, an increase of 3,544,000 bar- 
rels in week. 

Jobless Claims—280,700 in week 
vs. 265,300 year before. 

Oil Stocks — 250,927,000 barrels, 
a decline of 3,064,000 barrels in week. 

Steel Output — 96.7 percent of 
capacity estimated vs. 97.7 percent 
week earlier. 

Used-Car Prices — $975 average 
in February vs. $981 in January. 

Wholesale Prices—117 percent of 
1947-49 index vs. 117.1 percent week 
earlier. 

2 
Common Stocks 
ie. Feb. 1956-57 


13 High 
5% 5% 8% 5% 
70% 67%, 87 60 
56% 54% 63% 51% 
39%, 39%, 49%, 39% 
6% 6% 10% 5% 


35.95 34.78 


Am. Motors 
Chrysler 
Ford 

GM 

s-P 


Average 





in GM Dealer Quality 


dealers and their operators, he said, 
“They didn’t say. However, I as- 
sume they will persuade dealers to 
go along with the program by 
quotas. If a dealer won’t go along, 
he'll have his quota of cars cut.” 

This dealer said that the dele- 
gates expressed these criticisms 
about GM operations during the 
past year: 

1. Distribution in some lines in 
certain areas. 

Said one dealer, “We were as- 
sured that these conditions would 
be handled immediately. It was 
amazing to see those top executives 
taking notes of dealer comments.” 

2. The limited number of cars 
going to smaller dealers during 
the early part of the model run. 

3. Still too many stimulator 
dealers. Several dealers said there 
were still a number of stimulators 


ment of all for the restoration of 

quality dealerships. 

As one dealer-delegate explained, 
“If a dealer has service facilities 
for 35 cars a year and his market 
potential is about 35 cars, and he 
actually gets 35 cars a year, a lot 
of problems in this business—in- 
cluding bootlegging — will solve 
themselves. Just because this 
dealer gets three times as many 
cars, it doesn’t mean that he’s three 
times smarter.” 


3. Improving the relations of the 
dealers among themselves. 


4. In some rare cases, the replace- 
ment of poor quality dealers with 
better men. 

One dealer said, “They have to ap- 
point quality people if they want 
quality dealerships. Of course, you 
can’t conclude that a dealer isn’t a 
quality dealer just because he’s|who had inadequate service facili- 
agressive or just because he sells | ties and overhead structures. 

a lot of cars.” | This dealer added that it was 

In this connection, Curtice as- | felt that these criticisms were 
sured the council that no addi- |jeveled at areas in which the new 
tional dealerships would be en- | quality dealer programs had not 
franchised during this year. caught up with national progress. 

When one GM dealer was asked Commenting on the new corpora- 
how General Motors would g0/tion dealer policy, one dealer who 
about improving the quality of its | attended the Council meetings last 
year and this year, said, “Now 
they’re selling the dealer instead of 
telling him. It’s a real ‘kid glove’ 
policy. Of course the old policy 
could produce some legal problems 
now.” 

Although about 12 of the top 
GM _ executives attended the 
meeting, Curtice did most of the 
talking for the corporation, 
directing questions to the dealers 
and usually replying directly to 





Contract Review Soon, 
Ford Dealers Told 


DETROIT, — Ford Motor Co. 
dealers last week were told by 
their district managers that they 
would be called in within a week 
or two to review their new con- 
tracts and that they would be 
“very happy” with it, 

The dealers were also told that 
a meeting in most districts would | the dealers’ questions. 
be held this week to hear reports One council delegate said that 





on the Dealer Council meeting [only a small part of the meeting 
and to discuss Ford’s new insur- | was devoted to the new franchise, 
ance for dealers, which was | with most dealers commenting that 
described as “better than GM’s.” (it was working out excellently in 


Teamsters Turn Again 
To Detroit Salesmen 


pyAvuee firmly established itself 
in the service departments of 
many Detroit auto dealerships, 
Local 376 of the Teamsters Union 








pretty well cleaned up the backlog 

of negotiations which followed the 

organizing drives and that con- 

. ’ tracts have been negotiated with 

ag eee: = pag wre A most of the organized dealerships. 
dealerships. a 
The union has con-| Target: All Dealers 

ducted two meetings 7 Teamsters have frequently 

a ene = said that they still expect to 

oe organize all Detroit dealerships and 

to determine if there that, until they do, the contracts 


LABOR 
FRONT 





is sufficient interest. 


Teamster officials said the first 
meeting attracted a “fair” turnout 
of 72 salesmen. 


negotiated will not be so demand- 
ing that the organized dealerships 
will be put in an unfavorable com- 


petitive position. 

Petroff asserted, “One of the 
main problems in the industry is 
the shortage of good salesmen. 

(Continued on Page 61, Col, 4) 


Edward Petroff, chief organizer 
for Local 376, said, “Although this 
isn’t a great deal of attendance, it 
does give us enough encouragement 
to continue. Furthermore, there has 
been more interest expressed since 
that first meeting.” 


Union officials were unavailable 
for comment on the attendance at 
the second meeting. 

Strongly backed by James Hoffa, 
the Teamsters dynamic vice- 
president, Local 376 began its origi- 
nal drive to organize Detroit’s auto 
salesmen almost two years ago. 

* 7” + 

First Drive Failed 
But this drive, despite a sizable 

outlay of Teamster funds, failed, 
largely because of an extended 
delay over whether the National 
Labor Relations Board had the 
right to conduct elections in Detroit 
dealerships. 

When the NLRB finally declined 
to assert jurisdiction, Local 376 
began taking its cases to the 
Michigan State Labor Mediation 
Board. But by this time, most of 
the union’s salesmen-members 
had either left the union or left 
their places of employment. 

Local 376 then diverted its organ- 
izing efforts. toward a.more stable 
group of workmen—the dealership 
service department employes. This 
drive was more successful and 
Local 376 now has bargaining rights 
for shop employes in 50 to 60 
Detroit-area dealerships. 

Petroff said that his union had 





dealers from Ohio, Kentucky and Indiana 


Charles F.. Jung, general manager, Atlas 


sales vice-president. 


























































































































Lead Bridgeport (Conn.) Independents— 


Newly-elected officers of the Bridgeport 


(Conn.) Car Dealers, Inc., are, seated, from 


left, Matthew B. Katz, president, and Peter DiNardo, secretary. Standing: Lee Toraya, 
financial secretary; Sidney J. Karam, sergeant-at-arms, and Carmen M. Dragone, vice. 
president. Officers not pictured include Gustave Salvaggio, treasurer; Vincent Anthony, 
second vice-president, and Lester E. Blank, legal counsel. 





Progress Against Sales Barriers .. . 





Improved Market Seen 


NEW YORK. —- Poor salesman-| working out of the Federal highway 
ship—listed as one of four factors| program,” he said. 


restricting further 
auto market — is 

being overcome 

by dealers, accord- 

ing to Alan G. 

Rude, president, 

Universal C. I. T. 

Credit Corp. 

Other factors 
are poor highway 
and parking facil- 
ities, inability of 
low-income fami- 
lies to buy and 
consumer ha bit, 
said Rude. 

All restricting factors are being 
reduced which will result in a 
broadened auto market, he said. 

“Selling rather than order- 
taking is the rule today,” said 
Rude, speaking on the salesman- 
ship factor. 

“Dealers are the distribution 
backbone of the industry,” he said. 
“With factory assistance and intel- 
ligent use of their sales finance plan 
as an extension of their merchan- 
dising program, they are eliminat- 
ing inept and unimaginative sell- 
ing.” 

Rude said that some observers 
believe that the proportion of car- 
owning families, which he said was 
75 percent, will remain the same in 
future years. 

“They believe,” he said, “that any 
increase in cars on the road will be 
limited purely by population 


This, according to Rude, is a 
“licked-before-you-start” attitude. 
“The solution to the highway 
problem will come largely through 


penetration by 





A. G. Rude 





Dodge Officials at Dealer Meeting— 


Headed by President M. C. Patterson, a group of Dodge executives addressed 120 


at a meeting in Cincinnati. The meeting 


was the first of 21 scheduled throughout the nation-to maintain close executive con- 
tact with Dodge's 4,100 dealers. Dealers heard a pregress report and an outline of 
Dodge's sales program. From left are L. J. Ouellette, Dodge dealer relations director; 


Motors, Inc., Cincinnati; Patterson; Gene 


Steinkamp, president, Gene Steinkamp, Inc., Cincinnati, and L. F. Desmond, Dodge 


Rude said that support now must 
be generated for programs within 
cities — to match the progress that 
will be made in the Federal system, 

He also said that family incomes 
have been rising steadily, and will 
continue to do so. Rude said the 
average family now has an annual 
income of more than $5,000 after 
taxes. 

The fourth limitation — consumer 
habit — can be cured by creative 
forceful selling, said Rude. 

“Whether the habit is not own- 

ing a car at all; holding on to 
one until it falls apart; putting off 
buying, or failing to purchase s 
second car, smart selling is the 
answer,” he said. 

As an example of the growing 
market, Rude noted that in 1948 
only one out of every 31 car-owning 
families owned more than one car, 
while now about one out of every 
eight are in the two-car family 
group. 


Nash and Hudson 
To Build ‘Big’ 
Wagons for 1958 


DETROIT. — American Motors 
Corp. revealed last week that it will 
add station wagons to its 1958 Nash 
and Hudson lines this fall. 

Roy D. Chapin jr., general man- 
ager of the automotive division, 
said that Nash station wagons have 
never been built before, but that 
Hudson wagons were built prewar. 

He asserted, “The decision to add 
station wagons to the Hudson and 
Nash lines in 1958 was based on the 
unusual success of our Rambler 
station wagon and the soaring pop- 
ularity of this type of vehicle. Al- 
most 50 percent of the Ramblers 
built in 1956 were station wagons.” 

Noting that station wagon sales 
had risen from 1.4 percent of total 
sales in 1940 to almost 11 percent in 
1956, Chapin said that this increase 
was based on (1) the vehicle’s ver- 
satility, (2) the combination of the 
utility of the station wagon with 
the beauty of a sedan, (3) the move 
to the suburbs, (4) the increasing 
number of ‘medium-sized families 
and (5) the growing number of two- 
car families. 


Wayne Merges 
Miller, Meteor 


BELLEFONTAINE, O.—Newton 
Glekel, president of Wayne Works, 
Inc., has announced the formation 
of the Miller-Meteor Motor Car divi- 
sion in Bellefontaine. The division 
specializes in the manufacture of 
funeral cars and ambulances. 

The new division will consist of 
the Meteor Motor Car Co, of Piqua, 
O., and the A. J. Miller Co., which 
was purchased by Wayne Works 
last March. 
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Dealers tell me 


EENNSYLVANIA always has fur- 

nished outstanding leadership 
poth in the national and state as- 
gociations. Some of the leaders in- 
duding, John B. White (Ford), 
Philadelphia, current president of 
the Association; Dave Reece (Olds- 
mobile), Drexel Hill; David B. 
Smith (Chevrolet), Washington, and 
W. M. McCune (Ford), Kittaning, 
a past president and a present 
NADA director, conducted a series 
of meetings in the state on the 
important subject of the cost of 
doing business. 

These meetings were under the 
direction of Claude S, Klugh, the 
respected as well as the oldest 
state association manager in 
point of continuous service, 

The gist of their meetings is too 
important to limit to the State of 
Pennsylvania and is a subject that 
can bear constant repetition. I 
know that all column readers will 
both enjoy and benefit by reviewing 
at least a part of what they said: 

- * . 


Forget the Cliches 

HE business of Business is 

profits! No one denies, nor 
quibbles with this simple statement, 
and a calm review of the events 
of the past few years should clear 
up the doubt and confusion that 
engulfs the automobile industry. 

“We have been blinded by all 
kinds of pressures (in recent 
months and years) from the public, 
our factories, various governmental 
agencies and our own egotism into 
an utter state of confusion and 
near collapse of the automobile 
retail business. 

“Let us clear our minds of such 
phrases or ‘cliches as ‘first place;’ 
feadership;’ ‘volume and more 
volume;’ ‘percent of price class;’ 


Wisconsin School 
For Dealers 


Opens March 25 


MADISON, Wis.—The Wisconsin 
Automotive Trades Assn., in con- 
junction with the University of Wis- 
consin, will conduct its seventh an- 
nual Dealer Management School at 
the University March 25-29. 

This year’s school will stress 
sound management practices and 
controls, basic automobile law, fi- 
nancing, insurance and Motor Ve- 
hicle Department procedures. 

Included in the program is a visit 
to the Wisconsin Legislature, a 
graduation banquet and a tour of 
the Motor Vehicle Department. 

Lecturing at the school will be 
Ed Payton, dealer consyltant; L. L. 
Rieselback, WATA legal counsel; 
John Deuchamp, Motor Vehicle De- 
partment; John Doyle, supervisor 
of the banking department, and 
Prof. Richard Hines, University of 

nsin. 

A $50 fee covers all expenses ex- 
cept meals. Attendance is limited to 
40 students. As a school bonus Pay- 
ton will analyze the financial and 
operating statements of attending 
dealers. 
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‘blitz sales;’ ‘big, blatant, bad ad- 
vertising;’ ‘stimulators;’ ‘bootleg- 
gers,’ and so on, ad infinitum, 

“Let’s start a fresh new life — or 
selling our products for Profit! In 
so doing, let us address ourselves 
to ourselves. Our relations with one 
another; dealer to dealer; man to 
man are today crying for self- 
examination, clarification and sta- 
bilization. 

+ * * 


Know and Control Costs 


yo this purpose, let us agree 
| that factory-dealer relations 
| have been greathy improved in the 
past year (1956), and we dealers are 
firmly resolved to keep them on 
a high plane. Let us further agree 
that no law, regulation or govern- 
ment investigation will put profit 
into this business, nor guarantee us 
a living. 

“The job cannot be done alone! 
No single dealer can long continue 
to make satisfactory permanent 
profits if all the other dealers in 
his locality are doing those well 
known things that ruin this busi- 
ness. 

“By like token, a very few bad 
operators can adversely affect the 
market for the majority of good 
operators. So let’s make this a 
collective effort—with each dealer 
running his own business on 
| sound business principles by giv- 
ing valuable services to a satisfied 
public. Let us learn te live with 
one another.” 

KNOW AND CONTROL YOUR 
COSTS TO OBTAIN A PROFIT. 
To obtain profits, one must know 
and control costs and expenses. We 
advocate the following policies: 

1. Each department in an auto- 
mobile dealership should stand on 
its own feet—by this, we mean each 
department should produce a profit. 

2. Determine the costs and ex- 
penses applicable to each depart- 
ment separately. (See PAA Profit 
Conference Manual for details). 

= * . 





Stop the Giveaway 

3 DON’T use the profits of one 
“%e department to subsidize another 
department. A classical example is 
the usual factory approach of ap- 
plying service department profits to 
reduce overhead expenses so new 
cars can be sold at reduced prices. 

MERCHANDISING FOR 
PROFIT. 1957 may be the last 
chance to make the profits we are 
entitled to. We all have new models 
that cost many hundreds of mil- 
lions of dollars for new tools and 
dies. I am sure that the factories 
are not going to spend the same 
kind of money to build us an all- 
new 1958 model. With few excep- 
tions they will probably be warmed 

over or facelifted cars. 

THE 1956 MODEL YEAR WAS 
THE $3 BILLION GIVEAWAY 
YEAR. FIVE MILLION CARS 
TIMES $600. We dealers for the 
last three years have been in- 
volved in the greatest giveaway 
program that modern business 
has been able to conceive up to 
this time. Those Revlon people 
with their $64,000 giveaway pro- 
grams are pikers compared to 
many dealers. 

Now is the time to stop this give- 
away of all our profits and find 
methods of retaining a fair share 
for ourselves. It won’t be easy. 
There is no slide rule formula that 
can be used. It means hard work. 
We must operate on a daily basis 
for profit by having a good sound 
basis for doing business, 

SAY “NO” TO AN UNPROFITA- 
BLE DEAL, An unprofitable deal 
is one that does not have sufficient 
selling price to absorb the invoice 
cost plus selling expenses, plus 
overhead, plus a fair profit. 

+ * * 


5 ‘Profit Killers’ 
IHERE have been many reasons 
in the past for that kind of 
deal. Let’s see what they were, 
then let us analyze how many we 
(Continued on Page 59, Col. 2) 


| of interested spectators. 
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Carolina Dealers Back 
Driver-Training Bill 

RALEIGH, N. C.—Endorsement 
of the driver training bill now 
before the General Assembly came 
Wednesday from the legislative 
committee of the North Carolina 
Automobile Dealers Assn. meeting 
here, along with endorsement of 
the N. C. Highway Users Confer- 
ence recommendation that reve- 
nues to carry the program be de- 
rived from an increase in driver’s 
license fees. 








Glamour in Houston— 


Above is a scene taken at the Houston Auto Show which this year attracted thousands 
Dealers selected a Miss Houston Automobile Show from 22 
girls who appeared daily at the display. Guy Mitchell headed the entertainment bill. 


NADA Launches Seminars 
With Session on Salesmen 


WASHINGTON, — NADA last 
week began its 1957 schedule of 
management conferences and semi- 
nars with a two-day session here on 
“The Management of Salesmen.” 

The second seminar, “The Deal- 
er’s Financial Statement,” will be 
staged here this week (Feb. 26- 
27). 

The first conference is scheduled 
March 6 in New York. It will cover 
sales management and expense 
control under the title, “Men, 
Money and Sales.” 

First conference leader will be 
Samuel L. H. Burk, director of in- 
dustrial relations for the National 
Assn. of Manufacturers. He will 
lead the discussion on “Getting the 
Most from Your Employes.” 

Stanley Pressler, a Bloomington 
(Ind.) Oldsmobile dealer, will cover 
the topic of controlling expenses 
and profits. 

John H. Lander, an Atlanta (Ga.) 
Dodge-Plymouth dealer, is slated to 
lead the sales management portion 
of the program. He will be followed 
by Milton Mandell, chief of man- 
agement testing unit, U. S. Civil 
Service Commission, who will han- 
dle the discussion on recruiting, 
selecting and training salesmen. 

Salesmen’s compensation plans 
will be discussed by Frank Hill, a 
Ford dealer in Hempstead, N. Y., 
and Walter A. Deal, a Buick dealer 
in Asheville, N. C. Results of a na- 
tionwide survey conducted by 
NADA will be discussed. 


The “Men, Money and Sales” con- 


R.I. Holds Line 
On Taxes in 1957 


PROVIDENCE, -~ Rhode Island 
automobile dealers were given cause 
to breathe easier when Gov. Dennis 
J. Roberts, in a message accompany- 
ing his record $100 million budget 
for the 1957-58 fiscal year, gave 
assurance that no tax raise was 
planned. 

The budget anticipates the sales 
tax will net $15.3 million, while mo- 


tor fuel tax will bring another $10, 


million. In addition, fees for driving 
licenses and automobile registra- 
tions are expected to net $6.6 mil- 
lion. The corporation income tax is 
expected to bring an estimated $7.7 
million. 


What’s Happened to Leadership? . . . 
Lowdown on Selling 


In Salesman’s View 


man. Below is the salesman’s side 
of the story. We are running it 
with the knowledge that it may 
shock dealers, but it may also 
help them meet the problem. 


Eprror’s Note: Auto makers, | 
dealers, sales specialists, our staff 
and our correspondents have pro- 
duced a lot of material on what 
is wrong with auto selling. How 


does it sound to salesmen? Like * * * 
hogwash, says a veteran sales- 


Dear Editor: 


—— from my usual Sunday 
comic strip heroes, the biggest 
laugh I have had recently, was 
reading of how Buick comes up 
with a sure-fire way of hiring sales- 
men—and, mind you, with the aid 
of two eminent industrial psycholo- 
gists who spent two years at this 
task. 

Now just how long is this 
farce going to go on of blaming 
all the ills in the automobile bus- 
iness on the salesmen that these 
same so-called experts and 
dealers hire themselves? 

Reminds me of the housewife 
who selects and buys a piece of fat 
and bone supposed to be steak and 
blames the clerk that wrapped her 
selection. 

It seems to me that the correct 
approach to this problem (and no 
laughs, please) would be to have 

the industrial psychologists work 
out a questionnaire for the dealer 
so he would know how to hire the 
right type of sales manager who in 
turn would know how to hire, train 
and keep salesmen. 

The next thing to be done is to 
work out a questionnaire for the 
|salesmen to help them in choosing 
the right dealer to work for and a 
|sales manager who knows how to 
hire and handle men. Also, to find 
a dealer who believes a salesman is 
a human being, intelligent and 
hard-working who needs a full kit 
of selling tools to go out and do 
his job. 

The entire method of retailing 
ference will be repeated Apr. 23 in| automobiles today has changed. All 
Chicago, June 27 in Fort Worth and|the experts, who probably haven't 
July 17 in Denver. talked to a retail customer since 

Other NADA conferences will be|the 1930s and “the good-old-days 








o » | dealers,” have got to change, too. 
Profits in the Service Department Or else go on blaming the factory, 


the salesman, high prices, the hot 
weather, the cold weather, the 


on Apr. 9 in Boston and June 4 in 
Washington, and “Profit Control” 


on March 28 in Atlanta. 

Seminars scheduled so far include 
“Management Round Table,” March L®7s get down to brass tacks. 
20-22, Washington; “The Auto In the first place the article 
Dealer and his Taxes,” Apr. 30-May | states the various stages for a 
1, Washington; “The Used-Car De-| dealer to go through in hiring 
partment,” May 7-8, Des Moines; /salesmen and weeding out misfits, 
“Basic Elements of Financial State- etc. The choice prospects, the arti- 
ment,” May 7-8, Des Moines, and |cje advises, are door-to-door sales- 


volume operators, etc. 
: > 7 


“Salesmen’s Compensation,” 
22-23, Washington. 

“Dealership Financial Manage- 
ment,” May 22-23, Washington; 
“The Dealer’s Financial State- 
ment,” June 12-13, Washington; 
“The Management of Salesmen,” 
June 12-13, Washington; “Service 
De t Profit Potential,” 
duly 9-10, Washington, and “Sales 
Personnel Problems,” July 9-10, 
Washington. 

The Young Automotive Managers 
Group of NADA will meet Apr. 10 
in Boston, May 7-8 in Des Moines, 
June 28 in Fort Worth and July 18 


men and bread-and-milk salesmen. 

Gentlemen, for your information, 
bread and milk peddlers are just 
what all dealers are always crying 
about. They are delivery men or 
order takers. What is there to sell 
besides the bread and the wrapper 
or the bottle, the contents and the 
bottle cap, the whole of which is 
plunked on the front doorstep at 
4 o'clock in the morning. 

Then, the article goes on, “look 
for men with drive and ambition. 
With so many actors in this bus- 
iness, unless the men with drive 
and ambition carry signs around 





in Denver. (Continued on Page 58, Col. 1) 


On the House .. . 


= f Collectively and individually, auto writers are not 
e any better at guessing production than anyone 
else in the industry, but here’s the consensus of 32 
guys who cover the auto beat for 1957 production, as 
revealed in an AMA-sponsored contest: 6,257,000 
cars, compared with 5,801,315 actual in 1956; 1,125,- 
000 trucks, compared with 1,101,263 actual in 1956— 
for a grand total 1957 output of 7,382,000 cars and 
trucks versus 6,902,578 units actual last year... 

It’s been proposed that Detroit’s newest express- 

way, the Hastings-Oakland, be named in honor of 
Walter P. Chrysler. A great idea... North Caro- 
lina has 12 men with dealer-connected associa- 
tions in its state legislature, three in the senate 
and nine in the house . . . St. Louis association has added five new 
members ... 

Chicago-area Ford dealers have adopted a revolutionary policy: 
“No member shall include any used-car advertising (newspaper, radio 
or TV) in the same box with new-car advertising—1956 cars are not 
to be included in any advertising with current model new cars” .. . 
Suggestion by Missouri association to its members: “You aren't 
ashamed of your business, so don’t be ashamed of making a deserving 


profit.” 
—Prre Wemuorr, Editor, 
Automotive News 





Wemhoft 
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Hufstader Testifies in Little Rock .. . 
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GM Blasts Ark. Licensing Bill 


(Continued from Page 1) 


state motor vehicle commission, but 
omit a salesmen’s licensing provi- 
sion, 

This commission, composed en- 
tirely of dealers, would be em- 
powered to rescind state licenses 
from factories convicted of unjust 
dealer terminations or of forcing 
dealers to accept vehicles or acces- 
sories. 

The bill would forbid mislead- 
ing advertising and dealer coer- 
cion of vehicle buyers to purchase 
unwanted accessories. 

Hufstader complained that an all- 
dealer commission would be con- 
stantly deciding whether to grant 
or deny licenses to potential com- 
petitors. 

The controls proposed, he stated, 
“would be of doubtful propriety 
even if General Motors were a pub- 
lic . utility, which, of course, it 
clearly is not.” 

* + + 

ENERAL MOTORS is no new- 

comer as a foe of state licens- 
ing legislation. The corporation was 
successful last year in getting a 
Federal court in Denver to rule 
unconstitutional the 1955 Colorado 
factory-dealer licensing law. 

Testimony against a proposed 
New York State law to bar dealer 
cancellations without cause fell on 
deaf ears, however, as the bill 
passed with only two dissenting 
votes. 

In recent years, anti-coercion 


GM Asks Court 
. 7 
To Dismiss U.S. 
* 
Monopoly Suit 

DETROIT.—General Motors Corp. 
asked last week that Federal anti- 
trust charges filed against its truck 
and coach division be dismissed. 

The request came at a hearing in 
Federal Court here. 

The charges were filed against 
GM last summer by the antitrust 
division of the Department of Jus- 
tice. The U. S. accused GM of con- 
spiring to monopolize the bus in- 
dustry. 

GM said that the same charges 
were made in a civil suit filed 
against the corporation in 1955, and 
that the suit “was dismissed in Chi- 
cago.” GM has adopted no new busi- 
ness practices or methods since 
then, the firm’s attorneys said. 

An attorney for the Department 
of Justice said the basic matter of 
the two cases was “entirely differ- 
ent.” 


The hearing was adjourned until 
March 26. 





Nuclear Vulcanization— 


A tire vulcanized by nuclear radiation 
is checked by B. F. Goodrich Co. scientists 
Dale Harmon, left, and Charles Stockman 
at the National Reactor Testing Station in 
Idaho. The tire, encased in a steel mold, 
is slowly rotated over radioactive fuel ele- 
ments in 17 feet of water which protects 
the scientists from radiation exposure. 
Goodrich believes this is the first tire in 
which vulcanization has been achieved by 
nuclear energy instead of heat. The ex- 
periment produced a tire that is expected 
fo weor longer and resist deterioration 
better than conventionally vulcanized tires. 





and licensing bills have rolled 
through more than a dozen state 
legislatures with few—if any— 
road-blocks. Kentucky’s law was 
the most recent to go into effect, 
but dealers there have been given 
until March 31 to obtain licenses. 

GM President Harlow H. Curtice’s 
address at the NADA convention in 
San Francisco, in which he em- 
phatically criticized “special” trade 
legislation, was recalled as indicat- 
ing the motivating force behind 
Hufstader’s personal appearance to 
fight the Arkansas legislation. 

“Well-meaning legislation could in 
its ultimate effects contribute to 
the downfall of the franchise sys- 
tem,” Curtice warned. 

a +” * 
ycret aves argued that the 
Arkansas bill would result in 
“continuous friction and litigation” 
instead of improving factory-dealer 
relations. 

The bill in effect would compel 
factories to give their Arkansas 
dealers lifetime franchises, he 
added, “even though a dealer’s con- 
duct was in complete disregard of 
his contract and in complete con- 
tempt of the rights of the buying 
public.” 

The GM _ executive explained 
that permanent franchises would 
be an indirect, but assured, result 
of the law. 

“No manufacturer,” he _ stated, 
“would risk termination or non- 
renewal of a franchise, no matter 
how inimical the dealer’s conduct 
might be to the manufacturer and 
the public, if he (the manufacturer) 


faced the prospect of the loss of his | 


right to do business in the State of 
Arkansas simply because an admin- 
istrative agency differed with the 
manufacturers judgment as to 


whether the termination was justi- 
fied.” 
7 * * 

HE 240 GM dealers in Arkansas 

all now operate under selling 
agreements permitting them to ap- 
peal terminations to an impartial 
umpire, Hufstader pointed out. 

In the 1954-56 period, according 
to the GM vice-president, only six 
GM dealers were dropped by the 
factory in Arkansas. One was for 
poor sales performance over a pe- 
riod of years, another was for fail- 


ure to maintain an adequate sales| 


and service establishment and the 
other four were cancelled after the 
dealer’s death, he said. 

During the same period, he 
said, 58 GM dealers in Arkansas 
voluntarily surrendered their GM 
franchises, Reasons given by the 
dealers included, among others, 
ill health, desire to retire, desire 
to handle another line and pref- 
erence for another type of busi- 
ness, he said, 

Hufstader objected to “vague and 
general” language in the Melton 
bill. asserting that a manufacturer 
could not know in advance “what 
is forbidden and what is allowed.” 

“The act would 
(Motor Vehicle) Commission the 
burden of resolving. without legal 
guideposts of any kind, questions 
that are almost entirely matters of 
business judgment,” he said. 


Galveston Dealers 

| ° . oe 

Pick Gillespie 
GALVESTON, Tex. — Kyle Gil- 

lespie of George Spiker Motors has 

been elected president of the 

Galveston County Automobile 

|Dealers Assn. 

Other officers are Bill Brown, 


| vice-president, and Jack Penning- 
| ton, treasurer. 





Feb. Sales Rate Spurts 
Nearly 2,000 Cars a Day 


(Continued from Page 1) 


News estimates, number of cars re- 
tailed per franchise was as follows: 


Chevrolet 206.3 
Ford 195.3 
Buick 148.0 
Oldsmobile 113.5 
Pontiac 90.3 
Mercury 87.2 
Cadillac 75.8 
Nash 69.1 
Dodge 60.9 
Plymouth 56.1 
DeSoto 41.0 
Hudson 38.3 
Chrysler 37.4 
Studebaker 36.3 
Lincoln 30.2 
Packard 13.0 
Imperial 5.6 
+ = * 


THE basis of these estimates, 
the average Lincoln-Mercury 


Ford, Curtice 
Support Proposal 
For Tax Study 


WASHINGTON.—Henry Ford II 
and Harlow H, Curtice are among 
business leaders who have written 
Senator Alexander Wiley, Wisconsin 
Republican, favoring Wiley’s pro- 
posal for a committee to study the 
entire Federal tax structure. 

Letters were sent to the heads of 
1,400 firms listed on the New York 
Stock Exchange. Theme of the early 
replies, Wiley said, is that taxes 
are too high and in many cases in- 
equitably applied. 

Wiley, with a dozen senators as 
co-sponsors, has offered a bill to 
ae a 12-man study commis- 
sion. 


Curtice wrote that the proposal 
has “great merit.” He said that 
since 1939, Congress has been faced 
with many fund-requiring emer- 
gencies in which the main consid- 
eration was revenue “without re- 
gard to the long-run effect on the 
tax structure.” 

He said we now have a grossly 
unfair tax structure in which taxes 
pyramid to the consumer, 


dealer last year, for example, re- 
| tailed 117.4 units. 

| On the other hand, a Chrysler- 
Imperial-Plymouth dealership could 
have been expected to notch 99.1 
sales. A dealership dualled with 
Nash and Hudson for the full year 
would have averaged 107.6 sales. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-round friend. Use it often for statis- 
tics, buyer information and personne! data. 
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Plymouth's Comparison Test— 


Lovis T. Hagopian, Plymouth advertising and sales promotion director, describe; 
“Compare Ali 3” showroom material to Plymouth field forces. The meeting for Plym. 
outh regional sales promotional managers was held in Detroit. 





Dealers Affected <a 
























































Minimum-Wage Study On 


(Continued from Page 1) 


of retailing wages and hours 
completed. 

Rowland Jones jr., president of 
the 800,000-member American Re- 
tail Federation, said he was 
“amazed.” 

“In the last session of Congress, 
$150,000 was appropriated for a 
comprehensive survey of wages and 
hours in retailing—the first of its 
kind ever made,” he continued. 
“Senator (Paul) Douglas, who then 
was (in) the same position which 
Senator Kennedy holds today, urged 
strongly that this study be made. 
He obviously felt that it would be 
impossible to legislate intelligently 
without the facts which would be 
developed from such a study.” 

= > > 


ONES said the Bureau of Labor 
Statistics is making the survey 
and its results should be available 
this spring. He hopes, naturally, 
that it will show U. §, retailers pay- 
ing more than the minimum wage 
to the substantial majority of their 
employes, and he doesn’t want Sen- 
ator Kennedy to rush things. 
“Regardliss of the seriousness of 
the subject,” declared Jones, it ap- 
pears that the Senator is more in- 
terested in extending Federal power 
than he is in obtaining the facts.” 
NADA is likely to be in the 
forefront with opponents of the 
Morse-Murray bills. for it pledged 
at the 1957 San Francisco con- 
vention to “more actively oppose” 


Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Feb. 20 
(Sold 137 cars out of 262 entered.) 

BUICK — '56 Special Riviera, $2,050°*. 
‘5S Super Riviera, $1,585* (ps), $1,- 
495° (ps), $1,435* (ps); Special Rivi- 
era, $1,375°; 2-dr., $950 (police car). 
"54 Special Riviera, $1,300*, $1,075*, 
$1,065*, $1,055*; Super Riviera, $1,- 
100*, $1,095*; Century Riviera, $1,- 
175*. '53 Super Riviera, $735*, $685*; 
sedan, $580*. $560*. 

CADILLAC—'56 (62) coupe de Ville, 
$3,600* (ps); "52 (62) Hardtop, $1,- 
050* (ps). 

CHEVROLET—-'56 Two-ten (8) 2-dr., 
$1,650*° (ps); $1,520*, $1,375. 55 Bel 
Air (8) Hardtop, $1,325*; Two-ten (8) 
tation wagon, $1,265; Bel Air (6) 
ardtop, $1,325*. '54 Two-ten 4-dr., 
$750*; Delray, $600; Bel Air 2-dr., 
$680*. '53 Bel Air 2-dr., $600; Two-ten 
2-dr., $525; Bel Air 4-dr., $560. ‘52 
SL Deluxe Hardtop, $395; 4-dr., $355; 
2-dr., 385, 

CHRYSLER—'56 NY Newport, $2,165* 
(ps). '55 Windsor 4-dr., $1,638; NY 
Newport, $1,420*. 
$575*, $525. 

DeSOTO — ‘55 Fireflite 4-dr., $1,420* 


’53 Windsor 2-dr., 


(ps), $1,335* (ps); Hardtop, $1,480*. 
’54 Firedome 4-dr., $735*. 
DODGE — '56 Custom Royal Hardtop, 


$1,590*; Coronet 2-dr., $1,485*. '55 
Royal Lancer Hardtop, $1,375*, $1,- 
225*; station wagon, $1,510*; Coro- 
net (8) 2-dr., $995. '53 Meadowbrook 
4-dr,, $450, $400; Coronet 4-dr., $425. 
"52 4-dr., $275. 

FORD—56 Fairlane (8) conv., $1,565; 
Custom (8) 4-dr., $1,525 (Lincoln 
motor), $1,355; Hardtop, $1,500; 2- 
dr., $1,315. '55 Country sedan, $1,950* 
(ps), $1,250°; Fairlane (8) Victoria, 
$1,355* (ps), $1,150*; Crown Victoria, 


$1,340*; 4-dr., $1,000, $1,075; Fair- 
lane (6) 2-dr., $920*; Custom (8) 2- 
dr., $940. 54 Crest (8) Victoria, $900* 
(ps); station wagon, $900; 4-dr., 
$725*; Custom (8) 2-dr., $620; Main 
(6) 2-dr., $535. ’°53 Custom (8) 2-dr., 
$610; 4-dr., $565, $500, $350. '52 Cus- 
tom (6) 2-dr., $405*. ‘49 Custom 
station wagon, $525. 

HUDSON—’'53 Super Jet 4-dr., $295*. 

LINCOLN—'56 Premiere conv., $2,960* 
(ps). '52 Cosmopolitan 4-dr., $600*. 

MERCURY—’55 Montclair Hardtop, $1,- 
450*; Monterey 2-dr., $1,120, ’53 Mon- 
terey Hardtop, $765*; 4-dr., $450. '52 
Custom Hardtop, $315*. 

NASH—’54 Rambler 2-dr., $590; Super 
2-dr., $650. °53 Ambassador 4-dr., 
$450. '52 Rambler station wagon, $260. 

OLDSMOBILE—’57 (S88) Holiday, $2.,- 
830* (ps). °56 (98) Holiday, $2,225* 
(ps); (88) Holiday, $1,900*. '55 (88) 
2-dr., $1,575*; Holiday, $1,550*; Super 
2-dr., $1,550* (ps). ’54 (88) Holiday, 
$1,250*. °53 (88) conv., $885*. 

PLYMOUTH—’'56 Belvedere (8) 4-dr., 
$1,450*; Savoy (6) 2-dr., $1,170*. '55 
Belvedere (8) station wagon, $1,195; 
Hardtop, $1,220*; Plaza (8) 2-dr., 
$985; 4-dr., $770, $735. °54 Savoy 
sedan, $710, $630; taxicabs, $215, 
$160; station wagon, $640, $620, 2 at 
$560, $555. ’°53 Cranbrook 2-dr., $365. 

PONTIAC—’55 Star Chief (8) 4-dr., $1,- 
560* (ps); Catalina, $1,400*, $1,380*, 
$1,310*; Chieftain (8) 4-dr., $1,225*; 
2-dr., $1,055*, $960. '53 Chieftain (8) 
4-dr., $575; Catalina, $525*; 2-dr., 
$505*. ’52 Catalina, $530*, ’51 4-dr., 
$165, °50 2-dr. $170*, 

STUDEBAKER—'55 Commander Hard- 
top, $1,050*, $970; 4-dr., $875; 2-dr., 
$690. °54 Champion 2-dr., $555, °53 
Champion 4-dr., $260. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 41, 44, 45 and 48 
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is| extending wage-hour provisions to 


car dealers. 

The $500,000 formula, NADA 
claims, would place nearly 20 per- 
cent of the nation’s car retailers 
under the Fair Labor Standards 
Act. It would be outright discrimina. 
tion, says the dealer group, to in 
clude some dealers under the aet 
while excluding their competitors in 
the same town. 


+ + * 

” SPITE of the powerful groups 

aligned against passage of the 
bills, there are equally potent 
groups which favor extension. 

The Administration itself has 
called for broadened coverage, al- 
though it has not yet made clear 
which exempt workers it thinks 
should be covered. The unions, of 
course, and the AFL-CIO in par 
ticular, support the change. 

On March 1, a House labor sub- 
committee headed by Rep. Augus- 
tine B, Kelley, Pennsylvania Demo- 
crat, will take up hearings on a bill 
similar to the Senate proposals. 

That measure, drafted by Chair- 
man Kelley himself, uses the $500,- 
000 formula and includes as well 
any merchant who operates a chain 
of more than four similar-type es- 
tablishments, whether the chains do 
a $500,000 annual business or not. 


Dealer Notes 
Sharp Upswing 
In ‘Cash’ Deals 


CUBA, MO. — A dealer “Big 
Three” here, who has been in the 
auto business for 10 years, reports 








|that he has had more cash deals 


since the new models came out 


}than at any other time in his ex- 


perience. 
He said he could have made more 


}such deals except for the shortage 


of cars. Credit deals are running 
about normal. 

The dealer said it was his opin- 
ion that buyers feared a depression 
and were paying for their cars 
while they had the money. 

A check with other dealers 
throughout a 60-mile area seems to 
indicate that while cash deals are 
on the rise, it is not necessarily 
true that the buyers are paying 
cash from their savings. 

Checking into some deals, it was 
found that the buyer is borrowing 
money from other sources at rates 
he thinks cheaper than those of the 
finance companies. Some of the 
publicity on tighter money and in- 
creased interest rates has trickled 
down to car buyers at the retail 
level. 

Some dealers have checked into 
cash deals and discovered that 
buyers were borrowing money at 
the bank, on their life insurance, on 
their homes and in other ways in 
order to “pay cash”. for their cars. 

There are indications that many 
credit buyers are concerned enough 
about the future to make an extra 
effort to pay off their loans at 4 
faster rate. This move, according 
to bankers and finance experts, is 


one of the things that will forestall 


any chance of depression. 
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Here is a dynamic, new sales training slide film that is unusual both 
| = Pe ET RATI hE. in application and result. Covering all phases of automobile financ- 
ing, it features a brand new participating technique that gets across 
SALES TRAI NING to your salesmen the fundamentals of financing as a successful 
closing tool. Your salesmen will appreciate and use the knowledge 
gained from this film —for this is their film, every frame devoted to 
important and useful sales ideas to help them sell more cars—make 
more money. Call your Associates’ branch for your showing date, or 
preview if desired. You’ll see how “Clutch Selling” can definitely im- 
prove the “production” of everyone in your dealership. 


Here’s sales training that will 


really pay off — 
in more sales of greater profits. 


ASSOCIATES INVESTMENT CO. - ASSOCIATES DISCOUNT CORP. - ASSOCIATES DISCOUNT (CANADA) LTD. - EMMCO INSURANCE CO. 
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Raviolo Sees Boosts 
In Safety and Power 


FORT WAYNE, Ind. — Tomor- 
row’s car will be safer and lower 
and will have at least 25 percent 
more horsepower, Victor G. Raviolo, 
director of advance product study 
and engineering 
research, Ford 
Motor Co., told a 
dinner meeting 
climaxing Na- 
tional Engineer’s 
Week. 

Improved brakes 
and steering are 
among the items 
that will make 
cars safer, he 
said. Another is a 
warning device 
for safe decelera- 





. G. Raviolo 
that will allow 
tion in expressway and turnpike 
driving. 

Raviolo defended the increased 
power of today’s vehicles by noting 


that “better brakes are a bonus 
resulting from higher horsepower.” 

The greater potential maximum 

speed, he said, has led manufac- 
turers to provide brakes propor- 
tioned to that speed. 

“The driver of a 1956 car going a 
normal 60 miles per hour on the 
highway,” he said, “has far greater 
brake capacity than the driver of 
an older car going at the same 
speed and, therefore, he is safer.” 

Power brakes and power steering 
were called safety aids since they 
reduce both effort required and 
driver fatigue. 

On the subject of steering, Ravi- 
olo declared, “I am certain we will 
develop and use steering systems 
which will compensate for varying 
road conditions. 

“Today, we balance changing rim 
Pressure on the steering wheel 
against the varying side forces on 
gd and so trace the desired 


anisms will compensate for the 
side forces. The desired goal of 
all these developments is to sim- 
plify the control problem and to 


Smith Elected 
By Darke Dealers 


GREENVILLE, O. — The Darke 
County Automobile Dealers Assn. 
has chosen Don Smith (Chevrolet), 
of Rossburg, to head the group for 
the coming year. 

Deo Troutwine (Buick-Pontiac), 
Arcanum, is vice-president, and 
Paul Wilson (Studebaker-Packard), 
Greenville, is secretary. 

Bill Wright (Chrysler-Plymouth), 
Greenville, is chairman of the 
board, composed of Ernest Banta 
(DeSoto - Plymouth), Greenville; 
Clarence Geralch (Chevrolet), Ver- 
sailles; Leonard Shultz (used cars), 
and Jim Mulleniz (used cars). 


Establish Matson Memorial Fund— 
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fit controls better to the human 
being.” 


Raviolo asserted that the deceler- f 


ation device would solve the prob- 
lem of rear-end collisions on ex- 
pressways and turnpikes. 


He said cost is the only thing 
holding up such a device, since all 
the elements of the system are 
known and in use. 


The required cost reduction is in 
a ratio of about 100 to 1, he said, 
and added, “You might say we 
know how to make such a system, 
and yet we must discover an en- 
tirely new one to achieve our goal.” 


On lowness, he said today’s height 
range is about 56 to 61 inches and 
that the minimum for a comfort- 
able car is 52 inches. 


Ford’s Thunderbird is 52 inches 
high. 

Turning to horsepower, Raviolo 
said there will be further impor- 
tant increases. “I am certain,” he 
said, “that we can expect 25 per- 
cent and possibly as much as 40 
percent in the next few years.” 


He said this would permit use of 
different types of transmissions and 
visualized “a large engine with a 
hydrodynamic torque converter and 
a@ reverse gear in places of today’s 
complex assembly with a _ three- 
speed-and-reverse gear box.” 


He defended the horsepower as- 
cent by pointing to the increased 
use of automatic transmissions and 
other accessories and the need for 
greater passing power in the 50-60- 
m.p.h. range. 

A full complement of accessories, 
according to Raviolo, can absorb 
40 to 45 horsepower. 

He also expects that by 1958 there 
will be a large volume production 
of cars with compression ratios of 
10 to 1 or higher with a require- 
ment of 100-octane research num- 
bers. ; 

“This means, of course, that we 
will need a lot of 100-plus octane 
fuel by then, and indications are 
that we probably will have it,” he 
said. 

Speaking of materials, Raviolo 
said, “I am almost certain we will 
not have all-plastic or all-aluminum 
cars, since all-anything is likely to 
be wrong.” 

He added that the intelligent use 
of the best material for each part 
will surely develop sound applica- 
tions for plastics as well as alu- 
minum, 

He envisioned completely air- 
conditioned car interiors and 
changes in seats, such as ventila- 
tion through the seat material as a 
boon to summer drivers and pas- 
sengers. He said engine life has 
almost doubled in the last 10 years 
and will be extended even farther. 

“I expect to see sealed transmis- 
sions and axles and lifetime-lubri- 
cated chassis components that 
would not be serviced except in the 
case of real failure,” he said. 





a 


The Theodore M. Matson Memorial Fund is established at Yale University, New 
Haven, Conn., as Merwyn A. Kraft, second from right, Flight Safety Foundation, Inc., 
New York, presents $4,500 check to Charles S. Gage, Yale treasurer. The fund, con- 
sisting of contributions made by individuals in the traffic engineering field, provides 
an onnual award citation to the person who makes the greatest scientific contribution 
to highway safety knowledge. Others shown are Nathan Cherniack, left, fund treas- 
wrer; Fred W. Hurd, fund secretary; Mrs. Theodore M. Matson, and her daughter, Mrs. 


William Woodcock. 


; 


Box Office on Wheels— 


Bob Freese, manager, Bob's Nash, Detroit, has tied in with Michael Todd, producer 
of “Around the World in 80 Days,”” by converting this Rambler Cross Country station 
wagon into a box office on wheels. Freese is shown turning the car over to one of 


the young ladies who will sell tickets to 
shopping centers. 





the movie from the Rambler at suburban 


Milwaukee Show Reaches 
National ‘A’ Rating 


By W. C. Lockwood 
Staff Correspondent 
ILWAUKEE’S 1957 auto show 
attracted 134,194 to establish a 
new record and place it in a na- 
tional Class A rating, according to 
Lester Hartung, chairman. 

The attendance last year was 
124,645, which also was a record. 
Hartung said he did not know 
how many shows had a Class A 
rating, but doubted that it was 
not more than a half a dozen, 

He said the rating, which goes to 
shows of more than 125,000 attend- 
ance, means that exhibitors get 
superior displays and equipment 
from their factories. 

Hartung said Milwaukee’s show 
now was ahead of Detroit’s in terms 
of attendance. 

- - = 
EG dealers, in their show 
which opens March 6 for a 
four-day run, will try a unique idea 
designed to interest young men in 
entering the auto industry, as me- 
chanics, 

An actual class in apprenticeship 
training will be conducted during 
the show. Instructors will show 
films and conduct demonstrations 
to visitors. Also on hand will be 
working models. 

> «© = 
Qaeares show also opens 

March 6 for five days. It will be 

held at the Coliseum, Clayton D. 

Kauffman (Buick) is chairman of 
a dealer steering committee which 
is assisting Thomas R. Carey, show 
chairman. 

- > oe 
| com, Mass., reports that 

25,000 people visited the three- 
day auto show held there, a gain of 

5,000 from 1956. 

Dealers reported high interest 
among the visitors and a “surpris- 
ingly large” number of orders 
placed on the floor of the show, 
particularly in the higher-priced 
lines. 

* * * 

LL dealers in Jamestown, N. D., 

took part in the three-day auto 
show held in the middle of Febru- 
ary. Films were shown, including 
one on safety. 

+ * ” 
cL2vVEN Madison (Wis.) auto 
shows were held over a week 
end when all dealers staged open 
house at their showrooms. Two 
hundred cars were displayed. 

Those taking part were Caves 
Buick Co., Gillespie-Blumer Motors, 
Inc. (Chrysler- Plymouth), Hult’s 
Capital Garage, Inc. (Chevrolet), 
Kayser Motors, Inc. (Ford), Madi- 
son Motors, Inc. (Dodge-Plymouth), 
Pyramid Motor Co. (Cadillac-Olds- 
mobile), Schappe Motors, Inc. (De- 
Soto-Plymouth, Smart Motor Co. 
(Packard-Hillman-Sunbeam), Sta- 
dium Motors, Inc. (Lincoln-Mer- 
cury), and Young’s Studebaker Co. 

ao + 

Te Hutchinson (Kans.) auto 

show will open in the Arena 
March 29 for three days. All local 
dealers will have cars on display 
and there will be booths prepared 
by associated businesses and indus- 
tries. 

Several non-production cars will 
be shown, including Ford’s Mystere, 


the Mercury pace car for the 500- 
mile race at Indianapolis and the 
Rambler Rebel with fuel injection. 


+ * * 


E New Frontiers Exposition in 


Oklahoma City June 14-July 7) 
will include an auto exhibit by the) 


Big Three, exposition officials have 
announced. 

General Motors has leased an en- 
tire building as a showcase for 
what is described as a “Motorama- 
type” exhibit. It will take 39 vans 
to transport it, reports said. 

Chrysler Corp. has completed ne- 
gotiations and Ford has leased 
45,000 square feet of outdoor space 
for a “garden type salon.” 


AFC Chief Sees 
Leveling Off, but 


No Depression 


ASHEVILLE, N. C. — The cur- 
rent prosperity will soon level off, 
although there will be no national 
depression, according to A. J. 
Blasco, president of the American 
Finance Conference. 

Addressing the 10th annual con- 
vention of the North Carolina 
Automotive Finance Companies, 
Blasco added that increasing popu- 
lation and consumer credit will 
help balance national income, 
spending and credit. 

However, he warned that “cau- 
tion, moderation and consideration” 
should be the by-words in the fi- 
nancing industry. 

Also speaking at the convention 
was Charles W. Barbee jr., execu- 
tive-secretary of the North Caro- 
lina Independent Automobile Assn., 
who said that cooperation between 
auto dealers and finance companies 
was indispensable. 

The finance association elected 
the following officers: L. P. Mc- 
Kinney, president; S. A. Benton, first 
vice-president; Manly E. Wright, 
second vice-president, and Sam W. 
Colerrider jr., secretary-treasurer. 





3 Million ‘Rockets’'— 


The 3,000,000th Rocket engine, a J-2 
version developing 300 horsepower at 10 
to 1 compression ratio, undergos a run-in 
test on the dynamometer in Oldsmobile's 
Lansing engine plant under the scrutiny 
of officials responsible for its development 
and manufacture. From left are Harold 
N. Metzel, chief engineer; Robert T. Rol- 
lis, general manufacturing manager, and 
Arnold |. Hansen, engine plant superin- 
tendent. The last million “Rocket” engines 
were manufactured in less than two years. 






In N.Y. Sales 


Dealers Reporting 
Signs of Upturn 


By Ed Brown 
Staff Correspondent 

NEW YORK. — Reports hay 
begun to filter in from winte. 
weary Manhattan dealers that sign, 
of spring buying are stirring in th 
city. 

One dealer said he had writteg 

11 orders on a recent Saturday, 
which is the biggest Saturday he 
has had since mid-November, 

Several other dealers hay 
reported good weekend stands, ané 
are hopefully, but cautiously, think. 
ing in terms of a new kind of buyer 
entering the market. 

However, the situation is e&. 
tremely spotty, with no firm ton 
to the market at present, except 
that an aura of optimism seem; 
to pervade all dealer thinking. 

“I am certain that this spring is 
going to put an end to the prophets 
of doom,” said one dealer. “We are 
making better deals now than we've 
been able to make in two years 
It’s merely a matter of realigning 
your thinking to the new market 
and understanding the trend. 

“We're extremely fortunate that 
the factory isn’t trying to clog 
our gullets with cars again this 
year. If every dealer would only 
realize that we do not have to 
force a market, and if he would 
hold out for his extra dollars, 
they’d come to him.” 

Most dealers agree that for the 
dealer who will not sell at the first 
offer made on his new car, a better 
profit is waiting at the end of the 
day. 

One dealer kept a record of the 
deals he refused in the course of 





a week because the gross profits 
were too low. He made an accurate 
listing of the names and addresses 
of the prospects. At the end of the 
week he found that he had regained 
over 80 percent of these deals as 
actual sales with respectable gross 
profits. He finished January with 
a profit and expects to do even 
better in February. 

“What do you have to dao,” 
laments a Chrysler-line dealer, “to 
make dealers realize that they can 
actually make money? We are 
refusing a bushel of orders every 
day. 

= y, we can’t fill orders on some 
of these things for months. Yet 
some of our customers still try 
to chisel us down to the last nickel. 
I let them walk. More times than 
not, they come back and we write 
a respectable deal. 

“But there are some dealers 
who still insist on giving cars 
away. We write an occasional 
$800-gross deal, and we could 
write more of them, if everyone 
were only smart enough to see 
that this is an uptrend market.” 
Then there is the case of the 

former razzle-dazzle dealer, who 
has reversed his policy completely 
and is trying every legitimate mer 
chandising trick he knows to regain 
his stature in the community. 

“This is some tough struggle,” 
one such dealer admitted. “Every 
deal is like winning your wife all 
over again. It’s a real strain on 
the whole organization, but slowly 
but surely, I think we are begin- 
ning to win this battle. They (others 
who have experienced the readjust- 
ment) tell me it takes time, but 
this is really something. 

“I think I was just about to give 
up, until I got a good look at what 
we did in January. That was the 
best month we’ve had in about 20 
months. And February doesn’t look 
too bad so far. I think maybe its 
beginning to pay off.” 

Still another reformed dealer 
said, “We went through hell for 
four years to straighten out the 
situation we made for ourselves, 
when we got smarter than every- 
body else. But it was almost 
worth it. Its a great lesson 
learned, and I'd never make the 
same mistake again. 

“We've begun to strike pay dirt 
now though. We've been making 

steady profits for about nine 
months. And frankly I don’t think 
it’s going to end for us. We're really 
beginning to roll now, and I realize 
that all the other hard work is 
going to pay off.” 
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ONLY OLDS DEALERS HAVE... 
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Only Olds dealers have the car with these advanced style and 
design features—the clean, low-level look . . . the safety and 
convenience of Wide-Stance Chassis... new Tech-Style In- 


for added economy, two more for teriors . . . exclusive Accent Stripe that highlights Olds beauty! 


2 the go! It’s like two engines in one! 






And in addition to all this, Oldsmobile Quality Dealers now 
offer the ultimate—the J-2 Rocket Engine*! This new and 
a uncomplicated system of progressive carburetion is a big selling 
plus because it’s like two engines in one! It lets the driver 
decide—he can have economy when he wants it . . . 300 


high-compression horsepower when he needs it! 


The J-2 Rocket opens a tremendous opportunity for Oldsmobile 
Quality Dealers to move into the Spring Selling Season in high 
gear—because the J-2 is a demonstration natural! 


The new J-2 Rocket is still another solid reason why it’s better 
than ever to be with Oldsmobile! 


*277-h.p. Rocket T-400 Engine standard on all models. J-2 Rocket Engine, 
with 300 h.p., and special Rocket Engine, with up to 312 h.p., optional at extra cost. 


OLDOSNMVNOBI LE 


DIVISION OF GENERAL MOTORS CORPORATION ee LANSING, MICHIGAN 
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Giveaways, ‘Scalped’ Prices . . . 





Blitz Ads Continue, 
With Isles of Calm 


By John K. Teahen Jr. 
Staff Writer 


—— are continuing to bom- 
bard new-car prospects with 
almost every conceivable type of 
advertisement, but many of them 
have found that a calm, sensibly 
worded presentation gets the mes- 
sage across just as well as the blitz 
variety. 

In Little Rock, Ark. Union, 
Inc., (Ford), used a two-page 
spread to say, “Thanks, Arkansas, 
for making 1956 a wonderful suc- 
cess and for your tremendous 
acceptance of the 1957 Ford.” 
The ad carried pictures of 22 

Union officials and salesmen and 
said they represented “150 years of 
courtesy and integrity in automo- 
tive sales.” The firm also pointed 
to “20 years at the same location; 


20 years under the same manage- 
ment.” 
* + + 
| ANOTHER Deep South dealer- 
ship, Wood Chevrolet Co., Bir- 
mingham, Ala., headlined, “Wood 
Chevrolet wins a vote of confidence. 


28-year platform of better deals in 
your interest. 

“We propose to maintain our 
sales leadership in one way... the 
ONLY way—with greater money- 
saving deals for you.” 

Gene Byard Ford, Charleston, 
W. Va., relied on a simply worded 
ad to offer its Custom two-door, 
six-cylinder model. The ad listed 
a number ‘of standard-equipment 
items and mentioned, “$249 down; 
30 payments at $72.49, including 
insurance.” 

A cartoon character loaded down 








snowshoes featured an ad in which 
Whitworth Motors, Inc., (Ford), 
Niagara Falls, N. Y., declared: 
“They get here somehow .. . com- 
ing through rain, snow, wind and 
hail to buy a brand new Custom 
two-door.” 
+ * + 
T. LEBANON MOTORS 
(Dodge-Plymouth), Pittsburgh, 
offered a warning: “Remember, 
when buying a new car it’s the 
whole deal that counts. We protect 
your investment with modern facil- 
ities, factory-trained mechanics...” 
In Tulsa, Okla., a smiling duel- 
list threw away his pistol and ad- 
monished his quaking opponent, 


We have won sales leadership on a/7 6t’s be sensible —like a Fuller- 


White deal.” The ad was sponsored 
by Fuller-White Chevrolet. 

Francis Motors (Ford), Port- 
land, Ore., sought attention by 
permitting readers to “figure your 
own deal.” Car and accessory 
prices were published along with 
a 30-month finance table and a 
schedule of possible tradein al- 
lowances for various models. 
Readers were invited to figure 
the deal and bring it to Francis to 
be “audited.” 

Trahan Motors, Inc., (Dodge- 
Plymouth), Morgan City, La. de- 


with ice skates, skis, toboggan and |bunked a few blitz claims, then 


own. 








Tucker Corp. Must Pay 
$100,000 U. S. Tax 


CHICAGO, — Federal Judge 
Michael L, Igoe last week ordered 
the bankrupt Tucker Automobile 
Corp. to pay $100,000 in back Fed- 
eral taxes. 

Igoe said the money is to be 
paid as soon as it is received 
from Air Cooled Motors, Inc., a 
syracuse firm which is a subsidi- 
ary of Tucker and its only asset. 
The Tucker firm, went into bank- 
ruptcy in 1948. 





offered a 2,000-mile giveaway of its 


+ + * 
HE dealership said, “We are not 
going to give you $1,000 if you 
buy a car from us—and no one else 
will. We are not going to give you 
40,000 miles or three years’ guar- 
anty—the factory doesn’t either...” 
The service giveaway consisted of 
2,000 miles worth of free gasoline, 
plus three washings, three lubrica- 
tions, two oil changes and a simo- 
niz job at varying stages in the first 
2,000 miles. 
“Chief” Roger Dean attired his 





wheels that 
whisper tomorrow... 


Wheels by Kelsey-Hayes play a vital part in the safer, 
smoother performance of today’s automobiles. Continuous 
research and engineering improvements, increased 
production skill—promise even finer wheels by 
Kelsey-Hayes tomorrow. 


Other automotive products by Kelsey-Hayes include: 
Wheels, Brakes, Hubs and Brake Drums, Power Brakes, 
Hydraulic Brakes, Transmission Bands. etc. 


ELSEY-HAYES 





Kelsey-Hayes Company, Detroit 32, Mich. « Major Supplier to the Automotive, Aviation and Agricultural Industries 


15 PLANTS / Automotive: Detroit and Jackson, Michigan; McKeesport, Pa.; Los Angeles, Calif.; Windsor, Ontario, Canada 
Aviation: Jackson, Michigan; Springfield, Ohio—2 plants— (SPECO Aviation Division); Utica, New York — 4 plants 


— (Utica Drop Forge and Tool Division) « 


Agricultural: Davenport, Iowa (French & Hecht Farm Implement and Wheel Division) 





——, 


salesmen in red coats and Indiay 
headresses at his Chevrol¢ 
dealerships in Columbus, O., ang 
Charleston, W. Va. Dean said 
they had “scalped” prices. 

In each ad, Dean’s phone number 
was listed as its “smoke signal,” ang 
the dealership address was the “wig. 
wam.” 

Another Charleston dealer 
Thompson Motors (DeSoto 
Plymouth), screamed, “Profit for. 
gotten until January quota is sold” 
The ad appeared Feb. 9. 

Large type proclaimed an “actua] 
cost sale.” Small type hedged the 
offer. It said: “plus $200.” 

* + * 


LSEWHERE, the blitzers were 
attempting to lure customers 
with these offers: 

Corpus Curisti, Tex. — “Ed Hoff. 
man will include $600 worth of ex. 
tras on any new DeSoto purchased 
during ‘Operation 600’” declared Eq 
Hoffman (DeSoto-Ply mouth). I 
also mentioned a “Flash sale—@ 
new Plymouths must go. We need 
the room.” 

ASHEVILLE, N. C.— Wayne 
Thompson, Inc. (Dod ge-Plym- 
outh), offered trading stamps up 
to the full cash difference on new 


| and used cars. The ad mentioned 


18,000 stamps on a deal with a 
cash difference of $1,800. 

Houston — Frizzel Pontiac, Ine. 
advertised, “$1,000 free — to be 
given away in the next 10 weeks, 
According to ad copy, contestants 
merely had to test-drive a 1957 
Pontiac at Frizzell. 

“We must sell 350 new Fords in 
February,” said Johnston Motor Co, 
Terms of 36 months were offered, 
and the ad teased, “Recent news 
indicates that a strike of major 
importance is imminent at the Dal- 
las Ford plant. Don’t delay if you 
plan to buy a new car...” 

> > * 
ES MOINES — Handlers 
(Dodge-Plymouth) staged a 40- 
hour, one-cent sale on accessories. 
A list of 18 optional items sold for 


}@ penny apiece, according to the 


ad. Automatic transmission and air 
conditioning were excluded, but 
a buyer presumably could get radio, 
heater and power steering, brakes, 
seat and windows for six cents. 
> > aa 

[pAtiss—Ctty Lincoln-Mercury 

backtracked on an ad. On Jan. 
25, the firm declared, “Giving 
highest trades in Dallas territory 
on any make or model car.” By 
Feb. 8, the copy had been 
amended to read: “Striving to 
give highest trades in Dallas ter- 
ritory.” 

PorTLaNnp, Ore.—Billingsley Plym- 
outh announced “Gold Rush Daze” 
and advised readers to “Stop pros- 
pecting and strike it rich at Bill- 


ingsley.” 


The reason for the sale? Ad copy 
explained: “Billingsley is off to a 
giant start ... trading and dealing 
like July .. . razor-thin profits ... 
loose deals . . . butter-soft terms... 
thunderous trades.” 


Co-op Ad Change 
Has Not Raised 
Prices in Atlanta 


ATLANTA. — The elimination of 


the cooperative advertising charge (J 


is making no appreciable difference 
here either in the frequency of the 
ads or in the retail price of cars, 
a survey of local dealers reveals. 

Since the Big Three factories now 
are paying the full price of national 
ad campaigns and passing the cost 
on to dealers by a slight rise in 
wholesale prices, it first was 
thought this would up retail prices. 

This has not been the case, deal- 
ers say. Dealers always have con- 
sidered advertising part of their 
overhead and have allowed for it in 
establishing prices. 

Some local dealers have stepped 
up their own advertising programs, 
with a number of ads becoming 
more colorful as sales lag. 

A recent ad in an Atlanta news- 
paper placed by Howard Farmer 
Mercury Co., of Marietta (20 miles 
north of Atlanta), rocked local 
dealers. 

The ad read: “Save money, Come 
to Marietta. 1957 Mercurys sold at 
$50 over our cost, First payment 
30-60-90 days. Our books are open. 
See our cost. 36 months to pay. We 
must move 400 cars in February.” 

On the whole, local dealer adver- 
tising is accurate and fair, lacking 
the hoopla and ballyhoo of former 
years. 
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Wins NASCAR Grand National Championship Race Against All Cars 
Regardless of Size, Power or Price—Setting New Track Record 
in Biggest Stock Car Event of Year Following Clean Sweep of its 
Class in Flying Mile and Acceleration Runs. 


NOW IT’S OFFICIAL 


« a * 9 
introducing Pontiac’s revolutionary Tri-Power Carburetion, a great Pontiac IS America SY 


new advance, optional at extra cost on any Pontiac model. This Number 1 Road Car! 


amazing carburetion system literally provides 2 engines for the 








Remember, this was a strictly production model Chieftain Pontiac 
powered by the spectacular 317 h.p. Strato-Streak engine—and 


price of 1 . . . tame or terrific at a touch of the toe! For normal 

driving, the engine operates on a standard two-jet carburetor (the NUMBER 1 IN PERFORMANCE! 

same type that won the economy tests last year). A little extra NUMBER 1 IN ROADABILITY! 
ressure automatically cuts in four more carburetor jets for instant 

. ae ; NUMBER 1 IN HANDLING! 


response when the call is for power. With prices on America’s No. 
NUMBER 1 IN SAFETY! 


One Road Car starting below 30 models of the low-price three, 
Pontiac dealers have the number one sales story in the industry. 





PONTIAC MOTOR DIVISION OF GENERAL MOTORS CORPORATION 


AMERICA'S NUMBER @ VALUE « SOLD BY AMERICA'S NUMBER (@ DEALERS! 
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AUTOMOTIVE NEWS PLATFORM 

11. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
{ 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 

b e of individual freedom, which made the U. S. A. 
ar A} is cltteene more of the better things of life than anywhere 
else in the world. 


AUTOMOTIVE 





Are We Trying to Defeat 
Our Own Prosperity? 


A STRANGER to our strange ways might well have gath- 
ered from reading the newspapers the last few weeks 
that we are engaged in a terrific struggle to lick prosperity. 
There is a certain fascination about evil tidings. Unthink- 
ingly, many of us appear to vie for the dubious honor of 
being the bearer. 

You even find businessmen—whose very future depends on 
an atmosphere of public confidence—rushing to spread the 
stories of doom and doubt that will undermine their liveli- 
hood. 

The tale grows as it travels from mouth to mouth. The 
other day we heard from men who should know better 
that, with the year hardly begun, the auto men were cutting 
back on sales forecasts which were only mildly optimistic to 
begin with. 

That is simply not the truth. Even as such stories were 
being spread, auto makers and finance leaders were reaffirm- 
ing their predictions that this would be a good auto year. 

Edward N. Cole, general manager of Chevrolet, was tell- 
ing dealers that the industry would sell about 6,500,000 
ears and 900,000 trucks. 

C. R. Beacham, Ford general sales manager, was citing 
the all-time sales record set by Ford dealers in the October- 
January period and restating his faith in the future. 

A. J. Blasco, president of the American Finance Confer- 
ence, was telling finance men that auto output would reach 
6,250,000 this year. 

Basically, the auto market is sounder than it has been in 
years. And our economy is strong. 

But there is a big danger. That is the danger that the 
bearers of gloom will bury prosperity with fear. 

It is one thing to face the challenge of doom. It is som 
thing else to e in fear merely because some one is 

ing that doom will come. 

There is every reason to sell a confident auto future. 





Dealer Conventions 


March 24-26 — Automobile Dealers Assn. 
of North Dakota, Bismarck, 

March 25-26 — lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 
Moines. 

March 25-26—Nebraska New Car Dealers 
Assn., Paxton Hotel, Omaha. 

Apr. | — Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
April 45—IIlinois Automotive Trade Assn., 

Leland Hotel, Springfield, Ill. 

Apr. 10-12—Automobile Dealers Assn, of 
Indiana, Claypool Hotel, Indianapolis. 
April 12-13—Arizona Automobile Dealers 
Assn., San Marcos Hotel, Chandler. 
Apr. 26-27—South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 

Charleston, 

Apr. 29-30 — Pennsylvania Automotive 
Assn., Penn-Sheraton Hotel, Pittsburgh. 

May 5-7—Idaho Automobile Dealers Assn., 
Pocatello. 

May 9-l1i—Washington State Auto Dealers 
Assn., Winthrop Hotel, Tacoma. 

May 14-15—Massachusetts State Automo- 
bile Dealers Assn., Inc., Hotel Statler, 
Boston. 

May 19-2I—North Carolina Automobile 
Dealers Assn., Asheville, 

May 24-25 — New Mexico Automotive 
Dealers Assn., Albuquerque, 

May 26-28—Tennessee Automotive Assn., 
Peabody Hotel, Memphis. 

June 6-7 — Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland. 

June 7-9 — Automobile Trade Assn. of 
avaes, Commander Hotel, Ocean 


June 27-30—Michigan Automobile Dealers 
Assn., Mackinac Island. 

Aug. 1819—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah. 

Aug. 21-22 — Federation of Automobile 
Dealer Assns. of Canada, Toronto, 
Aug. 25-27—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 

Sulphur Springs. 

Sept. 6-8 — Maine Automobile Dealers 

—_,. Inc., Samoset Hotel, Rockland, 


e. 

Sept. 8-10—New York State Automobile 
Dealers, Inc., The Concord, Kiamesha 
Lake, 

Sept. 8-10—Automotive Trade Assn. of 
Virginia, Hotel Roanoke, Roanoke. 

Sept. 8-10—Wyoming Automobile Dealers 
Assn., Sheridan, Wyo. 

Sept. 15-16—Kentucky Automobile Dealers 
—.. Sheraton Seelbach Hotel, Louis- 
ville. 

Sept. 16-17 — 
Dealers Assn., 
apolis. 

Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee, 

Sept. 26-28—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 

Oct. 1-3—New Jersey Automotive Trade 
— Chalfonte-Haddon Hall, Atlantic 

ity. 

Oct. 2-4 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas. 

OF. 20-2i—Oklahoma Auto Dealers Assn., 
ulsa, 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach, 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

Nov. 7—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

e;-<= @ 


Auto Shows 


Feb. 28-March 2—Greenville Automobile 
Show, Textile Hall, Greenville, S$. C. 
March 2-10—Kansas City Auto Show, Ex- 
hibition Hall, Municipal Auditorium, 

Kansas City, Mo. 

March 6-9—Winnipeg Auto Show, Winni- 
peg Arena, Winnipeg, Man. 

March 6-10—Spokane Auto Show, Coli- 
seum, Spokane. 

March 13-17—Lincoln Auto Show, Muni- 
cipal Auditorium, Lincoln, Neb. 

March 14-17— Orlando Automobile and 
Truck Show, Orlando, Fla. 

March 20-24—West Texas National Auto- 
mobile Dealers Show, Municipal Coli- 
seum, Lubbock. 

March 29-31 — Hutchinson Automobile 
Show, Hutchinson, Kans. 

Oct. 30-Nov. 10—39th International Motor 
Show, Turin, Italy. 

Dec. 14-21 — Miami Automobile Show, 
Dinner Key Auditorium, Miami, 

Jan. 412, 1958 — Chicago Auto Show, 
International Amphitheatre, Chicago. 
(See CALENDAR, Page 50, Col. 1) 


30 Years Ago... 


Minnesota Automobile 
Nicollet Hotel, Minne- 


The Big Stories 


Preliminary statement of General Motors Corp. for the year ended 
December, 1926, shows net income after charges and Federal taxes of 
$186,231,182, GM also reported the sale of 1,215,826 cars during the 
year. This exeeded all previous records by 388,770 cars. 

Responding to a winter demand for cars unprecedented in the 
history of the company, Chevrolet shattered all production records 
for January by building 73,676 units, almost 30,000 more than in Janu- 


ary, 1926. 


Production of cars in the U. S. in January showed the beginning 
of the upward trend after the usual seasonal depression and in- 


Of the Week 


TOP SALES AWARD uill be 
MINK STOLE 


“We find the wives can exert more pressure than the 


sales manager." 









“Trim on the Skewgee . . . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Ad Adman’s ‘Two Cents’ 

I'd like to add my two cents to} 
the well-made points of readers | 
Biagden and Maxon. 

I am in the advertising end of 
the automotive business. Every year 
at announcement time we sing the 
praises of these exciting new cars 
with their wonderful new features. 
The public responds and then the} 
horror stories start pouring in.) 
Bumpers on lop-sided, windows 
that jam and break, chrome trim 
strips mounted on the skewgee so 
they spoil the lines, engines stop-| 
ping mysteriously (usually in the! 
middle of nowhere), drive shaft out 
of line, ten miles to the gallon ... 
of oil (worse on gas), doors and 
hoods that don’t fit, more bumps) 
and grinds than a burlesque house, | 
etc., etc., etc. 

In my opinion all this starts on} 
the production line. Workers who} 
for a year have been bolting, weld-| 
ing, drilling, assembling in an 
accustomed work pattern are sud- 
denly faced with a whole new set 
of work patterns, But the pressure’s | 
on, so if a screw goes in sideways 
instead of straight, well, catch it) 
on the next one. 

Of course, the men soon get the | 
swing of it. But in the meantime, 








ventory taking in December. January production totalled 196,937 cars, 


as against 137,361 in December. 


There were 27,527,238 automotive vehicles in active service through- 
out the world at the beginning of 1927, an increase of more than 
3,000,000 cars and trucks over last year. 





—From the files of Automotive News. 


thousands of troublemakers have 
gone on the market, destroying 
confidence in the product and in 
the advertising. 

Better dealer make-ready is part 
of the answer. The main solution, 
it seems to me, is slowing down the 
line so that, in the beginning, every 
man has as much time as he needs 
and wants to do a perfect assembly 
job. Sure, the manufacturer won't 
be able to flood the market over- 
night. But every car that goes to 
the showroom floor and on to the 
customer’s garage will be more con- 
vincing advertisement than any 
amount of money and skill could 
devise ... an advertisement that 
will run for years.—J. E. T. 

> > > 


Ideas 


Here are some ideas I have for 
1957 improvements in cars. One is 


|to put the brake pedal on the left 


side, so the driver can operate it 
guickly without having to move 
his right foot over to it. That takes 
three seconds and a car running 60 
miles per hour would go 40 feet 
while he is moving his foot from 
the accelerator to the brakes, and 
that might mean the difference be- 
tween life and death. 

Use the reliable old exhaust 
heater for the rear. The underseat 
heater is bad on the front passen- 
gers and does not help the rear 
passengers. The front has to get 


|jtoo hot to even warm the rear 


compartments. The old exhaust 
heater had no wiring, no water 
hoses to break, was warm in a 
second and could be turned open 
slowly to any degree of tempera- 
ture. 

Where the dome light is in ceil- 
ing of car, have an electric fan. I 
have one in mine now. It igs en- 
cased in mesh wire so no one will 
get their fingers in the blades, but 
it cools the car better than any 
air-conditioner and does not cause 
bone aches, especially in elderly 
people, as air-conditioning will do. 

So much for all of this. I carried 
a portable radio in my car back 
in 1925, four years before the first 
auto radio.—Royr M. Brooks, 
Atlanta. 
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Merchandising 


Memos to Dealers 


By Bob Finlay 


R many years San Francisco 
had the reputation of being a 
quality market. It is a big, cosmo- 
politan city, yet, perched on its hills 
and pushed together by ocean and 
bay, it also has a closely knit, small- 
town atmosphere. Its merchants 
tended to look askance at the free- 
wheeling antics of their brother 
dealers in that big, sprawling city 
several hundred miles to the south. 
However, there came a time 
when sales slowed up and some 
of the auto dealers of San Fran- 
cisco began to wonder if perhaps 
the “gimmick boys” had some- 
thing. 
The taint of the blitz crept into 
the market. No down payments? 


San Francisco could have them, too. 
. > = 


Case History of Deception 

ERE was the story of a couple, 

confident of the reputation of 
San Francisco dealers, who dropped 
in to see about such an ad. They 
drove home in a new car that very 
day. They were told that a credit 
man would be out to inventory their 
furniture, but they weren’t even to 
speak to him. 

However, the story goes, the 
credit man did speak. He asked 
them to sign a chattel mortgage so 
they could get a loan to cover the 
down payment on the car. 

This story received publicity. It 
was a symptom of a general de- | 
dine in ethics. Once a reputation 
for quality merchandising is lost, 
can it be regained? | 

While covering the NADA con- | 
vention in San Francisco a few 
weeks ago, we dropped in for a visit 
with Vernon A. Libby, general man- 
ager of the Better Business Bureau. 

Libby maintains that dealers can 
regain a lost reputation, provided 
they are quality merchants to begin 
with. Here is Libby’s story of how 
they did it. 


An Arm of Busines 


Be played a part, but it can’t! 
do the job itself, Libby pointed 
out. It has to be the arm of an in- 
dustry that wants to keep its own 
house clean. As evidence of the 
fundamental quality of dealers in 
San Francisco, Libby said that 
usually when he calls a dealer on a} 
questionable practice, the dealer re- | 
plies 
“I don’t want to operate that | 
way. We'll stop it right now.” | 
One of the milestones on the way | 
back to united action for reputable | 
dealing was an automotive trade! 
practice conference held Jan. 10,) 
1956 
An auto dealer, Earle C. Dahlem, | 
general manager of Wm. L. Hugh- 
son (Ford), was president of the} 
BBB at the time and presided, On 
hand, in addition to dealers and 
BBB leaders, were representatives 
of the district attorney’s office, the 
police, the Federal Trade Commis- 
Sion, the dealer association and 


state officials. 
= = = 


What BBB Stands For 


JABLEM told briefly what BBB 
stood for: 

Elimination of causes of customer 
complaints against business by pre- 
venting unfair treatment, promoting 
fair advertising and selling prac- 
tices, promoting informative adver- 
tising and fraud prosecutions. 

Al Schlesinger, president of the 
San Francisco Motor Car Dealers 
Assn., said there were fundamen- 
tally three evils in the auto business 
at the time: 

1. Overproduction of new cars. 

2. Operation of discount houses 
and procurement houses, 

3. False and misleading adver- 
tising. 

It was pointed out that the deal- 
ers had agreed to a code of ethics 
for advertising in 1951. This worked 
for several years. Then, in the heat 
of competition, the dealers one by 
One stepped out of line. 

BBB’s Libby then took the floor 
to say: 

“At these trade-practice confer- 
ences the method we have followed 











has been not to theorize but to dig 
into our files and bring out the 
situations reported by the public 
and substantiated by bureau inves- 
tigations indictating that perhaps 

something is wrong.” 
Thereupon, auto problems of the 
day were aired. 
* * * 


Lays It on the Line 


A SIGNIFICANT statement came 
from William Acton, assistant 
district attorney, and head of the 
fraud division of the city and 
county: 

“The public has the right to 
believe in advertising. So I'd sug- 
gest again .. . and I’ve done it 
several times . . . that you clean 
house on this ‘no down payment.’ 


That’s all I have to say. Pll meet 
you in court.” 

Libby concluded the meeting by 
asking those in favor of self-regula- 
tion to stand, The entire audience 
stood up. Libby then turned to 
Schlesinger and said: 

“It looks, President Schlesinger, 
as if you have something to go 
on.” 

The next step was a meeting on 
Jan. 19 of representatives of dealer 
associations, media, financial in- 
stitutions and BBB to consider 
further action. 

* * * 


Standards Set Up 


vas led to the setting up of 
standards of practice for adver- 
tising and selling of automobiles 
for the area. Basic idea was that 
advertising be accurate and clear. 

The standards covered bait, bush- 
ing, price, “as low as”, savings 
claims, down payments, itemization 
of installment costs, tradeins, 
finance, unpaid balance reposses- 
sions, “current used,” demonstra- 
tors, executives’ cars, taxis, mileage 
statements, underselling claims, 
would-you-takes, guarantees, name- 
your-own-deals, etc. 

How has this worked out? 

Libby reports that after a year 


of operation there has been only 
one prosecution, and the dealer 
involved was in the trading area 
but not in the city. He was one 
of the few dealers who did not 
sign the code and was not a mem- 
ber of the dealer association. 

As a public service feature, 
KRON-TV gives BBB 15 minutes 
each Sunday afternoon, With 
NADA convening in the city, BBB 
devoted its time to a panel on the 
auto business, with the program 
including Carl E, Fribley, just be- 
fore he stepped down as president 
of NADA; David C. Corbin, Akron 
Chevrolet dealer and chairman of 
the board of the Assn, of Better 
Business Bureaus; three Bay area 
dealers; Dahlem and Libby. 

Fribley and Corbin pointed out 
that progress had been made across 
the nation in the past year through 
cooperation of BBB and NADA. 
Dahlem cited the strides that had 


been made in the local area, 
. * . 


A Look at Present Ads 
ILE visiting with Libby, we 
took a look at the automotive 
ads in the local papers. Most of 
them were forthright and conserva- 
tive. One or two stopped us, like 
this statement in large type: 
“YOU DON’T NEED MONEY 


TO BUY A CAR.” 

In smaller type was this: 

“We trade for anything. Jewelry, 
appliances, furniture, cameras, etc., 
are just the same as money to us. 
We'll take most 

“ANYTHING FOR A DOWN 

PAYMENT.” 

Then came a listing of used cars, 
followed by: 

“NOTHING DOWN.” 

An explanation in smaller caps: 

“Necessary arrangements will be 
made for financing the full pur- 
chase price through an authorized 
loan company or bank, provided 
you have acceptable credit and/or 
can furnish collateral. We handle 
the details ,. .” 

We suggested that this ad gave 
the appearance of gimmick ad- 
vertising even though the small 
type made it acceptable, 

However, Libby pointed out that 
the small type was large enough to 
read and it would not deceive the 
reader as to what was required of 
him, 

Incidentally, BBB is well prepared 
to handle any real deception, Its 
automotive trade practice consult- 
ant is Frank Bachelder, a veteran 
investigator who spent 20 years in 
the U. S. Secret Service. 


Meeting the big change in cars with the big change 1n bearings: 


TIMKEN and The Moto-Mated Way 





Revolutionary new mass production methods 
roll out millions of bearings... at lower cost 






Spee big change in today’s cars places 
new demands on component parts. 
To meet the big change, the Timken 
Company introduces a whole new con- 
cept in bearing design, manufacture and 
supply. A concept mated to the changing 
needs of the automotive industry. It’s 
the Moto-Mated Way. 

Started in a uniquely modern mass 
production factory in Bucyrus, Ohio, the 
Moto-Mated Way recements our for- 
ward-looking partnership with your 
industry by: 1) Anticipating your chang- 
ing needs, 2) Putting advanced machines 
to work for you, 3) Bringing you a better, 
more uniformly precise product at lower 
cost, and 4) Assuring you a virtually 
unlimited supply of bearings when you 
want them. (That’s why we've just built 
the $2 % million Shipping Center, pic- 
tured above, at Bucyrus.) 

Out of the Moto-Mated Way comes a 


new breed of Timken® tapered roller 
bearings in 13 standardized sizes, mass- 
produced by the millions. New, lighter 
bearings to reduce unsprung weight, 
improve ride; smaller bearings to save 
space—permit. more compact designs; 
capacity-packed bearings to take the 
loads of today’s cars. And bearings, 
lower-priced than previous designs. 

Already, automakers are saving 14.6% 
on millions of Moto-Mated bearings 
in front wheels of ‘1957 cars. And even 
greater economies will be possible when 
you find new uses for these new Timken 
bearings in rear wheels, pinion and 
differential. 

Why substitute, when you can get the 
very best at low cost? Now, more than 
ever, Timken bearings are your No. 1 
value. The Timken Roller Bearing Co., 
Canton 6, Ohio. Canadian plant: St. 
Thomas, Ontario. Cable: “Trmrosco”’. 






QUALITY, SERVICE, PUBL 


pete)! 


Ate SOE eb 


UU Let ee 


Le Re aL 





ow to crack tough cuctomeran 





It takes a hard-sell year to prove soft sell still moves a lot of 
cars—and more profitably. 


The right brand of soft sell, that is. 

Note how the good salesman, above, maneuvers Mr. I-dare- 
you-to-sell-me right into the AIRFOAM seat. 

And note how that tough bird softens up! 

Gentle, luxurious AIRFOAM welcomes him—cradles him. All 


fight oozes out with a satisfied sigh—as AIRFOAM coddles him, 
lulls him, into super-receptiveness! 


Overdrawn? Not much! For besides being the greatest selling 
name in cushioning—besides helping any car make the best 
impression—AIRFOAM does precisely what the best salesman 
does: Jt GENTLES the prospect into the mood! © 


That’s why the most successful salesmen insist on AIRFOAM 
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in their demonstrators—and make the most of it. 


Unless you do, too, you may be presenting your competitor 
with one of the surest soft-sells in many a hard-sell year. 
Goodyear, Automotive Products Dept., Akron 16, Ohio. 


i 
MADE ONLY BY € 


THE WORLD'S FINEST.A M! 








How AIRFOAM helps 
you sell NOW 


Helps you profit LATER: 


@ AIRFOAM helps any car demonstrate better. 
@ AIRFOAM helps put the prospect in the mood. 


@ AIRFOAM helps you with extra sales-points: 
smothers road shocks — keeps drivers relaxed and 
passengers coolly comfortable—protects upholstery, 
retains shape because there’s nothing in AIRFOAM 
to sag, snag or break down — protects owner’s 
investment, come trade-in time — AIRFOAM is the 
hallmark of a truly modern car. 

@ AIRFOAM helps keep your customer happy right up 
to trade-in time. 

@ And when you, the dealer, take that car back in 


trade, its interior will be in so much better shape, 
it will sell sooner ~AND AT A BETTER PRICE! 





NING 
MOST MODERN Cu ane Airloom—T.M. The Goodyeor Tire & Rubber Company, Akron, Cmte 
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motor vehicle laws. 


The states with independ- 


ent motor vehicle depart- 
ments are: California, Connecticut, 
Maryland, North Carolina, Oregon, 
West Virginia, New Hampshire, 
Vermont, Wisconsin, Massachu- 
setts, Rhode Island, Indiana, Vir- 
ginia, Iowa, Ohio and Idaho. 

Most of these departments handle 
all functions relating to motor vehi- 
cles except traffic law enforcement. 
A few include enforcement. 

In the remaining 32 states, finds 
AAMVA, authority for administer- 
ing motor vehi- 
cle laws is vested 
in either the state 
highway, revenue 
or other depart-| 
ments, or in two | 
or more of these | 
departments. In| 
such setups, the) 
association fears, 
motor vehicle 
functions may be 
considered as sec- 











ondary problems. 

In spite of the small number 
of states with independent motor | 
vehicle agencies reporting | 
directly to governors, AAMVA 
sees a trend toward more of them 
gaining strength. 

Bills to establish separate motor 
vehicle departments have been in- 
troduced in Montana and South} 
Dakota. The governor of Georgia | 
is reported to be favorable to the | 
idea and the commissioner of rev- | 
enue of Tennessee has proposed a 
department in that state. In New 
York, several “important groups” | 
are currently urging such a move. | 





In Florida, Mississippi, Montana 
and North Dakota, says AAMVA, | 
there are motor vehicle administra- 
tors appointed by the governors, 


Minnesota Dealer Opens 
Florida Rental Outlet 


MINNEAPOLIS. — Win 
Stephens jr., of Stephens Buick 
here, has announced that his com- 
pany has started a car-rental serv- | 
ice in Florida. 

The office is at 608 E. Broward 
Bivd., in Fort Lauderdale, and will | 
have 1957 Buicks, Oldsmobiles, 
Chevrolets and Fords. 








Deal Changes Name 

Norman Motor Co. is the new) 
name of the Studebaker-Mercury-| 
Lincoln dealership in Tifton, Ga.) 
Formerly known as Johnson-Nor- 
man Motor Co., the firm is owned 
by T. W. Norman, president; J. T. 
Sumner, secretary - treasurer, and | 
Elston Johnson. 
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FORD AND CHEVROLET DEALERS 
We are interested in maki suitable 
connections for local deliveries on a 


TRADE 


basis has? the cowie: to canely 
new cars our leased . (Since 
these cars will be used locally your serv- 
ice shop can benefit also.) 
Contact Ben Geller 


EMKAY, INC. 

6850 Cottage Grove Avenue 
Chicago 37, Illinois 

Phone: MUseum 46969 
















AUTOMOTIVE WASHINGTON 


Vehicles Are ‘Orphans’ 
In All But 16 States 








By William Ullman 


shington Correspondent 
-_~ DATE, only 16 states have full-fledged motor vehicle 
agencies with independent status, as recommended by 
the President’s Conference on Highway Safety. So reports 
the American Association of Motor Vehicle Administrators 
in a comprehensive survey of state methods of administering 
O————— 
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inet rank; ban the use of billboards 




































































and other outdoor advertising dis- Af 
plays along the interstate system; - 

deny Federal funds to states which 

refuse to maintain speed limits of 

65 miles per hour on controlled- 

access dual highways. 

Another bill asks that all state 
parkways be considered as primary | 

highways in the Federal-aid sys- 
tem. Inc! 
* * * great: 
U. S. Roads Fare Best os 
MORE than 60 percent of the mark 
highway money spent in the Brien 
free world last year was spent in mana 
the United States, reports the In- parat 
ternational Road Federation. Sp 
Free world expenditures for the 
: roads totalled $12,900 million in tiser 
but their functions are limited to| 1956, setting a record for the prod 
registration and title operations. ninth consecutive year. Of this both 
* * amount, $7,900 million was spent hour 
Highwaymen Attack by the U. S., and $5,000 million adve 
nap lie fine tiem is by the rest of the world. tivit 
troduced in Congress, aimed at Canada ranked second to the U. the 
changing the Federal-Aid Siehwe S. in road spending, with expendi- , : of ef 
Act of 1956 i soway itures of $725 million; West Ger- cust 
additions to the Fedurst at ovding | many was third with '$570 million. | Met Bid In at $2,350— said 
ieitian th thi o Syacem. | Biggest percentage gains in high- When the first of the Metropolitan 1500" models arrived in Santurce, Puerto Rico, -" 
a a er ngs, € meas-|way outlays were chalked up by | Gomez Hermanos, Inc., the Nash distributor, decided to set the price of the car by order 
tie cedar a ; Latin American countries, which | holding an auction in the city's Music Hall Theater. The auction, which was widely meas 
‘tenn tb . + a an mmunica- | upped spending 77.8 percent over advertised, was held over a 24-hour period. The car was sold for $2,350, and Gomer but f 
ons, headed by a secretary of cab- | 1955. | Hermanos then sold the other six in stock for the same price. iness 











A Revolutionary NEW IDEA 
in Automobile Air Conditioning 


ila 


_ Complete Car Cooling Immediately 
30% Greater Cooling EFFECT 4 





Here is an automobile air conditioner that will change the 
motoring public’s ideas about automobile air conditioning. A 
beautifully styled unit designed to “blend-in” giving car 
owners the most attractive unit for all interiors. 

Cool Queen offers YOU, the dealer and distributor, a 
greater profit per unit than any other automobile air condi- Cool Queen is manufactured by the world’s leader in cool- 
tioner on the market today ... yet, it’s competitively priced to . : ; ; ; carl 
the consumer. A complete sales and service organization will i" equipment. Put yourself in the profit picture for ’57 Que 
assist you in developing your-market. with COOL QUEEN. rat 


Cool Queen’s economy price makes every car owner a 
potential Cool Queen owner. Your Cool Queen franchise will 
provide Top Profits in the coming season. 





for Complete Information unit 


Write...Phone...or Wire 


KLAUSS-JOYCE Inc. 


GENERAL SALES OFFICE 
5526 Dyer Street ©@ EMersn 1-7136 
Dallas, Texas 


SEE OUR STORY CONTINUED ON NEXT PAGE 






























By Martin L, Whitmyer 


paratus sales division, 

before members of 
tisers’ Assn., O’Brien warned that 
productivity must be increased 
both in terms of output per man- 
hour and in terms of orders per 


tivity also is needed to help solve 


“Productivity is becoming the 





iness,’ he said. “Higher taxes, | 





Let's Face It! ... 


TM a 


CM 


Affecting Factories and Dealers .. . 


Auto Advertising 


higher wages, higher distribution 
Staff Writer costs and all the other rising cost 

Increased productivity and|°f doing business are making it 
ater creativity are two chal-| imperative for every level of man- 
lenges which face industrial adver-|48ement to appraise the value to 
tisers in today’s highly competitive| be added by each dollar expended. 
market, according to William V,O’-| “The final judgment on which is 
Brien, vice-president and general|the most productive expenditure of 
manager of General Electric’s ap-| #dvertising dollars must be meas- 
ured against the total potential 
sales dollars represented by the 


the National Industrial Adver- | P¢Tsons reached,” O’Brien said. 
O’Brien urged that every func- 





Thompson Workers 


advertising dollar. Greater crea- Get $1 Polio Shots 


CLEVELAND. — Thompson 
the increasingly serious problem Products, Inc., has begun its po- 
of effectively communicating with | jio-vaccine program, with a series 
customers and prospects O’Brien | of three shots offered to each 
said. employe for $1 each. 

About 9500 employes have 
order of the day, not only as a| signed for the shots. Injections 
measuring stick for manufacturing,| will be given on all three shifts 
but for every other function of bus-| by medical specialists. 
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For years all automobile air condi- 
tioning units have been the same in 
principle—similar in design, component 
parts, operation, cost, etc. And, NOW— 
suddenly .. . it’s COOL QUEEN. 


At last the public and dealers are 
offered something to buy with confi- 
dence in performance and operation. 
Cool Queen offers the dealers more 
profit—yet is priced no higher to the 
Public. And, Cool Queen now with the 
years ahead styling and “Blend-In” de- 
sign becomes the NEW auto air con- 
ditioning unit with all the advanced 
engineering features. 


Standard units have all had rec- 
tangle coils thru which the blower fan 
carries cool air to the inside. Cool 
Queen introduces the U-shape evapo- 
rator coil with greater surface area 
gaining 30% added cooling effect. The 
unit has six outlets which circulate 
cool air immediately throughout the 
entire automobile. The new “Frio- 
matic” temperature control permits 
you to “set it and forever forget it.” 
Once set at the comfort you desire— 
you need never change it again. The 
“Frio-matic” temperature control 
cycles the Warner clutch engaging or 
disengaging the Tecumseh compressor 
as required. 


The manufacturers of Cool Queen 


Mae 
PTT 





make most of all component parts 
themselves—theirs is no assembly job. 
For the first time an air conditioner 
is actually made by the manufacturer 
—thus, the distributor price offers 
dealers more profits in sales. 


Promotional Program 

Inquiries from national publicity and 
advertising will be sent to distributors 
and dealers. Publicity and advertising 
will be available to promote sales 
everywhere. Newspaper mats, radio 
and television announcements, plus 
sales literature will assist you in selling 
your prospects. 


Compare — check these features 
against any other auto air conditioner. 
Prove to yourself THIS IS THE 
REALLY NEW ADVANCED AUTO 
AIR CONDITIONER for 1957! 


COOL QUEEN SPECIFICATIONS 

Complete Assembly—i each Basic Kit and | 
each Adapter Kit. 

Low Side Assembly—Height: 6%"; Depth: 10". 

Fan Motor—High Speed: 2800 RPM: Medium 
Speed: 2450 RPM; Low Speed: 2100 RPM; 
Motor: 1/20 H. P.; Fan Motor Current: 5.2 
at 12 V. 

Fan Blade—Diameter: 7"; Pitch: 33 degrees; CFM 
in assembly: 272; CFM blade: 451. 

Evaporator Core—Effective face area: 0.784 sq. 
ft.; Primary surface: 1.97 sq. ft.; Secondary 
surface: 34.24 sq. ft. 

Air Directional Control\—Front louvres: 2 each 
adjustable and 2 each lower fixed; Side 
louvres: 2 each adjustable. 
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tion of a business monitor the 
contributions it makes to market- 
ing effectiveness. Advertising, as 
part of the marketing team, must 
develop its plans on the basis of 
knowledge of the market and 
knowledge of the product. 

“With all the functions of a bus- 
iness coordinated through market- 
ing, salesmen should be able to sell 
products which the customer needs, 
products which are available, prod- 
ucts which can be promptly serv- 
iced or replaced, and products 
which are competitive in cost, 

“In such a business,” he said, 
“the advertising function is assured 
of recognition and healthy growth 
if it is prepared to make its con- 
tribution within the framework of 
the marketing concept. 

“To do this,” O’Brien said, “ad- 
vertising directors will have to 
outline the marketing job, to be 
done and the integrated program | jonn?” 
of communications that has been 
worked out to increase the com- 
pany’s share of old markets and 
to develop new ones, 

They must have assurance that 
they are developing more produc- 
tive techniques and more creative 
ideas so that news of the com- 
pany’s products reaches more buy- 





at lower cost, 





High Side Assembly—Condenser core: Effective 


Face area: 1.69 sq. ft. Primary surface: 3.93. 


sq. ft.; Secondary surface: 62.13 sq. ft. 

Compressor—Tecumseh, Model HH. 

Idler Pulley—Construction: Cast & Machined. 

Crankshaft Adapter Pulley—Type: Pressed steel 
for single groove, cast and machined for 
multiple groove. Size: 6//,"" O. D. with A-B 
Belt groove. 

Belts—Construction: Steel cabled reinforced: 
Type: "A" Section. 

Clutch—Type: Magnetic, Brushless; Mfgr.; Warner 
Fiect. Brake & Clutch: Current: | Amp, at 
12 V. 

Thermostat—Differential: 5 degrees F. Range in 
Auto: 60 degrees—90 degrees F. 

Expansion Valve—Type: Gas filled, Internally 
Equalized. Size !¥, Ton. Setting: 5 degrees 
superheat and 40 Ibs. maximum operating 
pressure. 

Compressor Drive Ratio—!.!:1.07. 

Complete—2% ib. Freon Charge in each basic 
unit—no extra cost. 

Space does not permit listing all the specifi- 

cations; send for our complete “spec” sheet 

without obligation! 

Cool Queen is currently establishing 
distributors and dealers throughout 
the country. Parts and service will be 
available everywhere. 


All distributors and dealers inter- 
ested in knowing more about a fran- 
chise are invited to call or write: 
Klauss-Joyce, Inc., 5526 Dyer Street, 
Dallas, Texas; EMerson 1-7136; to the 
attention of: 


H. M. Joyce, exec. vice president. 





“Do we need a new car today, 





ing influence with greater impact, 


“If you do this, if you can show 
the man who passes on budgets in 
your company how you propose to 
further the company’s marketing 
objectives, then he can hardly cut 





15 


your budget without cutting his 
own throat,” O’Brien said. 


* * 


Degnan & Solon Merge 


Dan Degnan Associates and 
Jack Solon Associates have an- 
nounced the merger of their 
organizations into a new firm of 
Degnan, Solon & Cook, public 
relations counsel. The firm is 
located at 518 Jefferson Ave., To- 
ledo. 
















































































* * * 


Tele-Sell Scheduled 


Sales Executive Clubs in 34 
American and Canadian cities 
will take part in a Tell-Sell Spec- 
tacular Feb. 26 and March 5. 

Among the 12 guests that will 
appear on the program broadcast 
from New York are Byron 
Nichols, general manager of 
group marketing at Chrysler 
Corp., and R. 8. Wilson, executive 
vice-president of Goodyear Tire & 
Rubber Co. 


* * * 


Geographic Ads Grow 


The April issue of National Geo- 
graphic will be the largest, from 
the standpoint of number of adver- 
tising pages in over 21 years, 
according to John F. Connery, 
national ad manager. 


Revenue for the issue also will be 
at an alltime high, Connery said. 


* * * 


Direct Mail Day in Detroit 

The annual Direct Mail Day in 
Detroit will be held March 1 at 
the Hotel Statler. 

Sponsors include the Adcraft 
Club of Detroit, Detroit Sales 
Executive Club, Direct Mail Ad- 
vertising Assn., Graphic Arts 
Assn. of Detroit, Industrial Edi- 
tors Assn., Industrial Marketers 
of Detroit, Junior Advertising 
Club of Detroit, Mail Advertising 
Service Assn., International 

Women’s Advertising Club of De- 
triot. 
= * os 
Ads Help Hertz Grow 

National advertising has been 
hailed as a major contributing fac- 

tor in the growth of the Hertz sys- 
tem, car and truck renting and 
leasing organization. 

In a speech before the Adcraft 
Club of Detroit, Joseph J, Stedem, 
executive vice-president of the 
Hertz organization, said that 
“national advertising has made a 
big success and a big industry out 
of what was already a small suc- 
cess in a small industry.” 

* * . 


Monroe Appoints Rep 

A. A. Ballantyne, director of ad- 
vertising and merchandising for 
Monroe Automotive Equipment Co., 
Monroe, Mich., has announced ap- 
pointment of Ait kin-Kynett Co., 
Philadelphia, to handle all Monroe 
advertising. 


Business Paper Data Revised 
A revised edition of the Associ- 
ated Business Publications’ Bibliog- 
raphy of Businesspaper Publish- 
ing has just been released. 
Originally released in 1952, the 
bibliography contains a selective 
listing of books and booklets cover- 
ing the broad field of business- 
paper publishing. The current com- 
pilation is a result of research of 
all standard reference works in- 
cluding the “Cumulative Book In- 
(Continued on Page 50, Col, 1) 


WORLD'S BEST FISHING! 
LA PAZ. B.C. MEXICO, in Gulf of California 


I conduct 
everything. Ideal climate Plan as 


TURNTABLES 


’ * 
Manafactared by 


Macton Machinery Co. 
DYKE LANE 


Stamford 2, 
Cona. 
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Chevy rides home a winner, leaving a bump behind with barely a ripple in the ride. 
Road-holding like this gave Chevrolet the nod! 








hevy wins 


first auto decathlon! 


The new ’57 Chevrolet wins 
the first complete, competitive 
ten-way test of all driving 
qualities most important in 
a car—steering, braking, cor- 
‘nering, road-holding, passing 
/ability—conducted by the 
| NATA.* Chevy beat every- 
thing in its field and all high- 


) priced cars entered to boot! 


» The Auto Decathlon is a series of ten 
» tests that took the performance and han- 
» dling qualities of today’s cars and laid 
them right on the line! 


| The Decathlon was run on an obstacle 
» course designed to test a car’s response in 
' road situations that require stability and 
' sureness of control. Chevy and the two 
_ other low-priced cars—plus some higher 
priced cars (including one of the Azghest) 
—were given the full treatment by a 
team of expert drivers. 


They splashed through a water tank to 
test wet-weather handling. They wheeled 
around pylons to check steering and 


stability. They took curves with built-in 
bumps, they climbed hills, they acceler- 
ated for short stretches. And they did a 
lot more! 

When the NATA observers totaled up 
the results from their electronic timer, 
they found that Chevrolet had taken the 
top spot right out from under the noses 
of the other two low-priced cars—and 
all the higher priced cars tested as well. 
Every car entered was equipped with a 
standard V8 engine and automatic drive. 
Today Chevrolet dealers are demonstrat- 
ing a car with the same smooth power, 
the same sweet and easy control as the 


Decathlon champ. And they know 
they’ve got their hands on a winner... . 
Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


* National Automotive Testing Association 


1USA 


S77 CHEVROLET 


Rounding pylons in the handling test, Chevy shows the form that made it a winner 


—one of the ten tests in the Auto Decathlon. 


j 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Miami 

After a discouragingly slow first 
half in January, new-car sales 
picked up in the latter half to make 
the month’s showing generally sat- 
isfactory. 

The gain in sales continued into 
February. Some of the early-Janu- 
ary slump was due to a shortage of 
cars in some makes. 

“The Jacksonville district of Mer- 
cury led the nation in January 
sales,” said Thomas Skinner, owner 
of Miami Lincoln-Mercury, “and 

our North Dade operation led the 
district, Since the pickup, we have 
no complaints.” 

Otto Manavian, manager of 
Packer Pontiac Co., also reported 
a big pickup in mid-January, 
which showed no letup in Feb- 


“A peculiar situation has devel- 
oped with us,” he said. “An unusual 
number of buyers have been paying 
cash and asking no financing. On 


| 


the other hand, most of those ae 
finance their cars want the full 36 
months to pay.” 

Don Allen reported that Miami is 
leading his far-flung organization | 
in sales so far this year. 

“Of course this is our big season | 
down here, and I hope it is the) 
weather that is slowing the sales at 
our agencies up North,” he said.—| 


(George S. Connell.) 
* * + 1 


Buffalo 


There has been a noticeable pick- 
up in used-car business in the Buf- 
falo area with arrival of more| 
favorable shopping weather. 

During the first three weeks of | 
January, used-car sales at whole- | 
sale in the Buffalo market 
dropped sharply. During the latter 
part of January and early in Feb- 
ruary used-car sales have been 
improving steadily. 

Thruway Auto Auction, Inc., 


which conducts weekly auto auc-| County (Manhattan), Kans., started| Buick, 232; 


ro ee ee 


ra 


wy 


tions in Cheektowaga, near Buffalo, 
reports there has been a little stock- 
ing up of used cars by dealers in 
anticipation of the spring upturn in 
sales, but that prices still are firm. 
The opening of spring sales is ex- 
pected to bring higher prices.— 
(George E. Toles.) 


* * * 


Dayton, O. 


New-car sales during January in 
Dayton, O., fell behind the pace of 
January, 1956, according to Frank 
Krebs, Montgomery County clerk of 
courts. 

Ford led in registrations during 
the month, with 509. Following were 
Chevrolet, 430; Plymouth, 160; 
Oldsmobile, 154; Buick, 148; Pon- 
tiac, 126, and Cadillac, 109.—(George 
E. Toles.) 


* * * 


Manhattan, Kans. 
New-car registrations in Riley 


Breas 


the new year with pronounced 
strength. There were 83 registra- 
tions in January, compared with 68 
in December. 

Used-car registrations also 
gained during January, with 319 
registrations against 185 the pre- 
vious month, 

Gains were also registered in 
trucks. There were seven new 
trucks sold in January, against only 
one in December. 

Used-truck sales jumped from 
four in December to 32 in January. 
—(George M. Hunholz.) 

* + * 


Pittsburgh 


New-car registrations in the 
Pittsburgh area during the week 
ended Feb. 2 increased counter to 
the seasonal pattern, according to 
the Bureau of Business Research 
of the University of Pittsburgh, 

The bureau’s seasonally ad- 
justed index of general business 
activity stood at 116.9 percent of 
the 1947-49 average. It had been 
107.5 a month earlier. 

Meanwhile, the Pittsburgh Auto- 
mobile Dealers Assn. released regis- 
tration figures for the city for 
| November. 

By makes, they were: Ford, 624; 
Chevrolet, 584; Plymouth, 383; 
Dodge, 178; Pontiac, 


— 
175; Oldsmobile, 166; Mercury, §3. 
Chrysler, 61; DeSoto, 45; Nash, 37: 
Lincoln, 33; Studebaker, 22; Cadij. 
lac, 15; Packard, 11; Hudson, 4 ang 

miscellaneous, 43.—(Leon 

| 


. Left. 
ingwell.) 


* * 


Toledo 


Toledo and Lucas County dealers 
sold 1,788 new autos in January to 
register their first year-to-year gain 
for a month since January, 1956, the 
Toledo Auto Dealers Assn. reported, 

January was also the best month 
since last July when 1,795 cars were 
sold. Last month’s total compared 

with 1.719 in the previous month 
and 1,698 in January, 1956. 

Nine makes showed gains last 
month over January, a year ago, 
while the others, including for- 
eign cars, were down. 

Registrations by makes 

|Ford, 456; Chevrolet, 423: Plym- 
outh. 177; Buick 133; Oldsmobile. 
132; Dodge. 85; Pontiac. 83; Mer. 
curv, 70; Chrysler, 64; Cadillac, 42: 
DeSoto. 30: Imperial, 23: Stude- 
baker. 23; Rambler, 15; Nash, 11; 
Lincoln. 7; Willys, 2: Hudson, 1; 
Packard. 1, and miscellaneous, 10.— 
| (George E. Toles.) 
> 


x * 


were: 


Augusta, Ga. 
| Dealers in Augusta, Ga. are 
| beginning to cut used-car prices 
|and ease up on terms in an effort 
|} to cut down heavy inventories. 
| Business in general has been 
dull in the first months of the 
new year, with some workers laid 
off and others employed only 
part-time. 
Dealers expect the situation to 
brighten in the coming months, 


| however.—(Julanie Lampkin.) 
= + * 


Montreal 

Sales of new cars in the Montreal 
district have been reported favor- 

|able so far this year by Montreal 
| dealers. 
| They said that sales are in balance 
| with the corresponding period of 
| last year and that the outlook re- 
mains favorable despite tighter 
money conditions. Faster deliveries 
are expected for late winter and 
early spring months. 

Dealers declare that sales have 
been maintaining good levels and 
they commented that purchasing 
power has continued to hold to 
high levels as the usual winter 
slackening of employment once 
again this year proved of small 
proportion. 

Reception of 1957 models has been 
good, they said. Demand for Euro- 

| pean cars also was reported favor- 
able and dealers said that once 
| again in current year it is expected 
| that these cars (mainly from West 
Germany and Great Britain) will 
show a further increase in share of 


the car market.—(Jules Larochelle.) 
£ > * 


Atlanta 
There were 13,101 fewer new cars 
registered in Fulton and DeKalb 
counties (Atlanta) during 1956 than 
in 1955. New-truck registrations 
likewise dropped 1,142 units from 
the previous year. 
New cars registered in 1956 to- 
talled 29,613. New truck registra- 
tions numbered 3,793. 


Some dealers feel that this is not 


an accurate picture of the number 


|of cars sold, as a legislative ruling 


| 
| 


effective in January, 1956, made it 
necessary for a new-car buyer to 
get his tag in the county in which 
he lives rather than in the county 
in which he buys his car. 

Dealers say many of their sales 
are to out-of-town buyers. How- 
ever, it should be taken into con- 
sideration that many Atlantians 
go out of their home counties to 
purchase cars. How nearly these 
transient sales equalize them- 
selves is anybody’s guess. 

By make, new-car registrations in 
1956 were: Chevrolet, 9,663; Ford, 
7,487; Buick, 2,431; Oldsmobile, 2,- 
425; Plymouth, 1,683; Pontiac. 1,- 





|671; Mercury, 1,017; Cadillac, 818; 
| Dodge, 746; Chrysler, 410; Stude- 


| 
° | 


THE UPHOLSTERY LEATHER GROUP, INC. Fisher Builiding, Detroit 2, Mich. e 141 East 44th St., New York 17, N.Y. 


baker, 237; DeSoto, 230; Lincoln, 
202; Nash, 189; Packard, 125; Hud- 
son, 27, and miscellaneous, 252. 

New trucks registered were: 
Ford, 1,356; Chevrolet, 1,028; Inter- 
national, 447; GMC, 410; Dodge, 
179; White, 132; Mack, 83; Stude- 
baker, 20; Reo, 16, and miscellane- 
ous, 122.—(E. C, Bash.) 


Davis Reorganizes 
M. I. Davis Co. (Chrysler-Plym- 
outh), Shreveport, La. has been re- 
organized and is operating as 
Friendly Motors, Inc. The firm is at 
521 N. Market. 
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Auto Personnel 





Rheem Mfg. Co. has announced 
appointment of LG, Davis jr., as 
director of planning. Davis will as- 
sist Emerson S, Ronk, administra- 
tive vice-president. 

Davis formerly was with the 
management consulting firm of 
Stewart, Dougall & Assoc., New 
York. 

. + * 
Automotive Rubber Names 


Jaeger to Houston Post 
Automotive Rubber Co.,, Inc., 
Detroit, has appointed Robert W. 
Jaeger general manager of ARco 
Rubber Processors, Houston. 
Jaeger succeeds Richard D. 
Bailey, general manager for one 


and one-half years. Bailey has been | 


moved up to general lining super- 


intendent of all ARco divisions. 
> = > 


Willys Appoints Noonan 
To California Zone Office 


P. J. Noonan has been named as- 
sistant manager of the California 
zone for Willys Sales Corp., Toledo, 
with headquarters 
in Los Angeles. | 

Noonan, who} 
most recently has | 
been assigned to) 
the Willys dealer) 
development de-| 
partment, suc-)| 
ceeds W. E.| 
Briggs, appointed 
Portland (Ore.)| 
zone Manager.| 
Noonan has been 
with the company | 
since 1950 as a district manager in 
the Detroit zone and has also served | 
at the Toledo plant in various sales | 
capacities. 





P. J. Noonan 


* * * 


Taylor, Furrer Elected 


Election of Russell C. Taylor and 
Rudolph Furrer as members of the 
board of ACF Industries, Inc., has | 
been announced by Charles J.| 
Hardy jr., chairman of the board. | 
Taylor is a vice-president of Ameri- 
can Can Co. and a director of 
Republic Aviation Corp. Furrer also 
manufacturing and engineering 
vice-president, ACF Industries is 
president of the nuclear energy 
products division of ACF. 

> 7 > 





Aro Promotes Moore 


Field Service Manager 
Aro Equipment Corp., Bryan, O., 
has promoted William H. Moore 
to field service 
manager of the 
Arolube division. 
Moore joined 
Aro in 1941 as a 
machinist. In 
1946, he trans- 
ferred to the 
office service de- 
partment and in 
1950 became serv- 
ice manager. In 
1952, he was 
transferred to the 
lubricating equipment sales depart- 
ment. 





W. H. Moore 


CIT Picks Copeland 
For South Carolina Unit 


James E. Copeland has been 
elected an assistant vice-president 
of Universal CIT Credit Corp. to 
head its automobile financing activ- 
ities in South Carolina. 

Copeland, formerly a sales official 
in the Charlotte division of the 
company, as head of the Columbia 
division, will supervise operations 
in all but eight counties of the 
state. He has been with Universal 
CIT since 1937. 

+ 


Smith Promotes Wendorf 


To Head Automotive Sales 
R. A, Wendorf has been named 
sales manager of A. O. Smith 
Corp.’s automotive division. He 
had been assistant sales manager 
since February, 1956. 
The new sales manager has 
been with A. O. Smith’s automo- 
tive organization since 1947. 


+ * + 


Wanstreet Appointed 


C. Paul Wanstreet has been 
named manager of the newly- 
formed Hartford (Conn.) district of 
B. F. Goodrich Co., according to 
George L. Marchant, Boston zone 


wae os 


manager. Wanstreet was formerly 


the truck and bus tire representa- 
tive for the company in the Pitts- 
burgh district. 
*- +: # 
Plymouth Picks Brown 
Edward C. Brown has been se- 
lected as the service representative 


He formerly was regional used-car 
manager in Connecticut. 
+ * om 
UMS Promotes Watson 

Reid A. Watson has been ap- 
pointed assistant director of mar- 
| keting analysis and budget control 
for United Motors Service, Detroit. 


* * + 


Universal Elects Edgar 
Executive Vice-President 


\elected executive vice-president of 
| Universal Wire Spring Co., Bed- 
ford, O. 


| Edgar previously was president 





Strip emerges after 


for Plymouth in Hartford, Conn.| 7 


Louis C. Edgar jr. has been | 
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of American Type Founders, Eliza- 
beth, N. J., E. W. Bliss, Canton, O., 
and H & B American Machine, 
Pawtucket, R. L 


* * * 
Ditzler Appoints Andersen 


To Automotive Sales Post 


George B. Andersen has been 
named manager of the automotive 
refinish sales de- 
partment for 
Ditzler color divi- 
sion, Pittsburgh 
Plate Glass Co., 
Detroit. 

Andersen suc- 
ceeds Neil A. 
Fleming, who re- 
tired recently 
after 36 years of 
service with Pitts- 

4 » burgh Plate. An- 
G. B. Andersen dersen, assistant 
sales manager during the past year, 
has been associated with Pittsburgh 
Plate since 1937. 


* a” a 
Reo Appoints Lensch 
| Edward Lensch has assumed new 
|duties as manager of the Reo 
| branch in Los Angeles. Lensch 












Angeles branch early this year and 








its treatment with Bonderite, 


corrosion resistant paint bond. 





Painted metal is slit 


to desired width and re-coiled 


as it emerges from finishing machine. 





*. 


here. No loss of paint 


Re-coiled, finished metal is cut, formed, and inspected 





adhesion. 





Painted stock is fed into punch press for blanking into 
various shapes and sizes. 


Photos courtesy 
Hastings Aluminum Products, Inc., Hastings, Michigan 


PARKE 


BONDERITE BONDERITE 
corrosion resistant 
paint base 


and BONDERLUBE PARCO COMPOUND 
aids nee forming 


rust resistant 


joined Reo as salesman for the Los | 









was promoted to branch whole- 
sale manager within five months. 
* * * 


Hyster Picks Lewis 
Peter Lewis has been appointed 
supervisor of industrial truck sales 
training at Hyster Co. Lewis joined 
Hyster in 1951 as national trucking 
accounts representative in the east- 


ern division. 
7 aa * 


Goodyear Names Childs 


Harold S. Childs has been ap- 
pointed manager of Goodyear Tire 
& Rubber Co.’s biggest Chicago 
service store. He formerly was as- 
sistant manager of the truck tire 
sales department in Akron and has 
been with Goodyear since 1933. 


* * * 


Spada Gets Promotion 


Richard T. Spada has been ap- 
pointed Midwest regional sales 
manager of the battery separator 
division, Dewey and Almy Chemi- 
cal Co. division of W. R. Grace & 
Co., Cambridge, Mass. Richard G. 
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sistant to the president, and Wal- 
ter W. Linder to comptroller and 
acting general manager, have been 
announced by Louis Schramm jr., 
president, Allied Van Lines, Inc. 
Flavin joined Allied in 1939, Mr. 
Linder in 1949. 


Packard Electric 


Appoints Hamilton 

C. B. Hamilton, former manager 
of the Detroit sales office of Pack- 
ard Electric division, General 
Motors Corp., has been named 
manager of 
original equip- 
ment sales and 
has been trans- 
ferred to Warren, 
oO. 

Hamilton has 
supervision of 
sales activities 
with all of Pack- 
ard Electric’s 
major original 
equipment cable 
and assembly 


C, B, Hamilton 


Smith has been named to Spada’s! -ystomers, including those he form- 


staff. 


* * * 


Flavin, Linder Promoted 


erly handled in the Detroit area. 
Hamilton joined Packard in 1936 
and transferred to the sales depart- 


Promotions of E. J. Flavin to as-| ment in 1937. 


Bonderized... 
Painted... 


Formed 


NO LOSS 


PAINT ADHESION! 


Here’s a production wrinkle that more 
and more manufacturers are using: 
Finish metal in the strip, then 


fabricate the product. 


The technique applies equally well on 


steel and aluminum. First, 


run the 


strip through the Bonderite machine to 
produce the integral conversion coating 
that supplies a secure anchor for 

the paint. Next, run the Bonderized 
strip through roll-coat painting and the 
bake oven. The painted coils of metal 
are ready for fabrication, and the 

finish doesn’t crack; chip or craze as it 

is formed, drilled, and punched. 


Fabrication after painting, 


made 


possible by Bonderizing, saves money by 
reducing labor, handling and manu- 
facturing area requirements, and allows 


higher production rates. 


Write or call for more information on 
how you can finish before fabrication 


in your plant. 


Bonderite, Bonderizing, Bonderized—Reg. U.S. Pat. Off. 


RUST PROOF COMPANY 
2164 E MILWAUKEE, DETROIT 11, MICHIGAN 


PARCO LUBRITE TROPICAL 


‘wear resistant for friction heavy maintenance 
surfaces er ay maine 
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The Saturday Evening 


POST 
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With more pages of accessory and equipment 
advertising than next 3 magazines combined! 


The Saturday Evening Post has made 
leadership history again in ’56! Not 
only was it first in passenger-car and 
truck advertising — gas, oil and lubri- 
cant advertising—and tire and tube 


advertising — it was out front by a full 
113 pages in the important accessory 
and equipment field (in the equipment 
field alone, the Post carried more than 


twice as many advertising pages as the 
No. 2 magazine) ! 
Here is another overwhelming tribute 


to the Post’s ability to reach and sell 
the millions of car-owning Americans! 
In this year of peak competition, ad- 
vertisers know it offers the best way 
of reaching the people who buy. And 
they know these people have confidence 
in the Post—and what appears in its 
pages. That is why, year after year, 
automotive advertisers make the Post 
their No. 1 salesman in print! They 
know the Post gets results by getting 
to the heart of America! 





The Saturday Evening 


POST 


A CURTIS MAGAZINE 






America 













AUTO ACCESSORIES, EQUIPMENT 
AND MISCELLANEOUS 


NEWSWEEK .......... 


Source: Publishers’ Information Bureau 
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Defense Department Cites Cadillac— 


The first Defense Department Reserve Award to be presented in Northeastern Ohio 
was awarded to the Cadillac-Cleveland ordnance plant. Making the citation was Maj. 
Gen. James R. Pierce, deputy commanding general, Second Army. He is flanked by 
H. R. Boyer, left, ordnance plant manager, and James M. Roche, Cadillac general man- 
ager. Cadillac is the first General Motors division to receive the award. 





LEADER IN AUTOMOTIVE 


100% INCREASE IN DEMAND... The 
market outlook is tops. A 100% increase 
in demand over last year is anticipated 
generally. We offer you only products which 
will add to the prestige and popularity of 
the A.R.A. trade name, to be sold within a 
competitive price range. It all adds up to a 
banner sales volume and profit year for 
A.R.A. Early and continuous sales activity 
on A.R.A. units will pay you bandsome 
dividends. 


A. R. A.’s PLEDGE TO DISTRIBUTORS 
We pledge to give you the most complete 
sales material, the finest engineered product, 
the most attractive parts pricing and the 
best service that any group of distributors 
in the industry will have in 1957. A.R.A. 
has been in the automotive air conditioning 
business longer than any other manufac- 
turer. 


NO CASH DEPOSITS... The A. R. A. 
Sales Program requires no cash deposits 
from distributors against commitments for 
seasonal purchases—a practice in the in- 
dustry to which we do not subscribe. 


EXPERIENCE... You will have behind 
you a company with the ablest engineers 
and business leaders in the industry. These 
leaders will help you set up your sales pro- 
gram, your Co-op Advertising, and help you 
increase your profits. 


PROTECTED TERRITORY ... Each 
A.R.A. distributor has exclusive distributor- 
ship in an ample territory to insure him of 
a large volume of sales . . . and your re- 
spective territory is protected by A.R.A. 
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Eprror’s Note: This is one of 
a series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

* * = 
Dear Ed: 
ERE’S a situation that’s been 
popping up lately that has 
been adding to a salesman’s 
normal problems. 

This is how it happened the 
other day at my place. Mr. and 
Mrs, Joe Heather came in to look 
at and talk about our product, 
and after about 10 minutes we 
wound up in my closing office 
talking a deal. 

When I got to the finish line on 
a car I had in stock and could 
deliver that day and asked for 
an order, I was told that I could 
be beat by $100 by one of my 
competitors selling the same 
brand. 

Because this was happening 


Meeting the Practical Problems... 
Case Histories of a Salesman 


often and I felt 
ence was a lot, 
people very 
politely to go 
ahead and get 
the car else- 
where, all the 
time remember- 
ing that I had 
a car they liked. 
I felt the 
other fellow, 
whoever he 
was, was talk- 
ing about a 
car he didn’t Bert Simons 
have but could get in three to 
five weeks. 

Ed, when I confirmed this very 
important fact of a car to be 
delivered later and reminded 
these people of the possibilities of 
the tradein value dropping a $100 
and the chances of the older car 
having minor repairs, plus some 
tire trouble, and finally the loss 


the $100 differ- 
I invited these 








Circa) ™ A.R.A. 


AIR CONDITIONING 


units for industry. 





LARGEST SALES... A.R.A. has sold more units than any 
other company under its own brand name—A.R.A. fits more 


passenger cars and pickup trucks than any other — A.R.A. offers 
your customers five superior engineered models, plus custom 


SALES MATERIAL ...Each month you will receive a News- 
letter containing information on company news and policy, 
service hints, list of new dealers, and sales totals. 


INSURANCE PROTECTION ...A.R.A. has an insurance 
policy to guard you against loss from product failure. 


PRESTIGE... You will gain the confidence and respect of 
your customers, competitors, and general public when handling 
the A.R.A. Air Conditioners. A respected product will have a 
respected distributor. 





of the pleasure of owning the n 
ear for such a long time, 
Heather family started to recon 
sider all the facts I had pre’ 
sented. 

« * + 

SAID, “Folks, I can under 

stand your interest in trying tg 
save the $100 difference betweeq 
us, but the real trouble in your? 
case is that you honestly can’t 
be sure you will save this money, 

“You sincerely can’t feel that 
four or five weeks from now you) 
will get what you’re talking about 
today. Now add that up with 4 
couple of flat tires, a few morn- 
ings of waiting for the tow truck 7 
to push you (and being late for 
work) and finally the chances of 
having to fix something on the old ~ 
car. 

“Then think about driving 
our car home today. Think of 
the pleasure of owning this all- 
new car today and pretty soon 
you'll realize that the $100 dif- 
ference is actually no differ- 
ence. 

“You're sure of what we can 
do here and now today, because 
the car you want is right here 
It’s not somewhere or something 
in the future.” 

Ed, I knew I had these people | 
going — and I don’t mean to my 






competitor — so I kept pushing 
my “right-now” deal until I saw 
they were ready — and bingo! ~ 
I signed them up and sent them ~ 
home in their new car. 


—Bert Simons, — 
‘Be-Backs’ a Pain? 
This Dealer Gives 
’Em a Dollar 


BALTIMORE. — Having trouble 
with “be-backs?” 

Milt Weiner (Dodge-Plymouth) 
here uses a silver dollar to “tie @ 
string around their finger” and 
finds that it works. 

“If a customer wants to think 
our deal over and come back the 
next day,” said Weiner, “he is 
given a silver dollar with no obli- 
gation and is asked to remember 
Car City and its offer each time he 
feels the dollar.” 

Weiner said it works. Car City, 
owned by him, closes 40 percent of 
its deals on the first visit and 2 
percent the following day, thanks 
to the silver dollar. 

Weiner delivered 63 new cars and 
trucks from Car City during its 
first month of operation and fok 
lowed with 111 the next month. 

He said this record was compiled 
without clangorous fanfare, gim- 
micks and a single sales promo 
tion. “Display sells,” Weiner said. 
In addition to the six-car showroom 
cars are spotted in service areas 
not in use. Then, there is the silver 
dollar. 

“It works often,” he said, “and 
the sales we get mean profits to 
our dealership.” 


Power Demand Up, 


Buick Announces 


FLINT. — Demand for power 
equipment on the 1957 Buick is the 
greatest for any model year in 
Buick history, according to Ed- 
ward T. Ragsdale, general manager. 

The biggest increase has been 
shown in the demand for power 
brakes, which is being installed on 
61.6 of total output, compared to 
46.4 percent a year ago. Power 
steering has increased from 52.2 
percent of production last year to 
66.2 percent this year and Dyna- 
flow has risen from 96.7 percent to 
98.4 percent. 

Ragsdale also announced that 73.6 
of the 1957 Buicks built thus far 
have been equipped with the safety 
minder, a device which sounds &@ 
warning when a predetermined 
speed has been attained. 





Brougham Perfume 
NEW YORK.—The Cadillac 
Brougham will come equipped with 
a@ one-ounce bottle of perfume in 
an atomizer bottle fitted in the 
arm rest. 
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PRODUCTION FOUNDRIES == 


THE WHELAND COMPANY 
FOUNDRY DIVISION 


CHATTANOOGA 2, 








ATTRACT ATTENTION TO YOUR "57 MODELS WITH 
BEAUTIFUL EYE CATCHING BUMPA-TEL SIGNS 


Mercury to Begin 
$450,000 Jingle 
Contest March 4 


NEW YORK.—Ed Sullivan, TV 
master of ceremonies, will an- 
nounce the details of Mercury’s 
nationwide jingle contest on March 
3. During the six-week competition 
$450,000 in cash and prizes will be 
given away. 

Entry blanks containing the 
jingle and all contest rules will be 
available March 4, at all Mercury 
dealerships. The contest closes Apr. 
20. Dealers will receive contest plan | 
books, wall posters, and window | 
paint suggestions. | 

There will be 365 separate prizes | 
in each weekly contest, topped by | 
a four-door Mercury Turnpike 
Cruiser plus a weekend for two) 
in New York. The next four weekly 
prizes will be Commuter two-door 
Station Wagons and the next 10| 
prizes, Monterey four-door sedans. | 
In addition, 50 portable TV sets and | 
300 pen sets will be awarded each 
week. 

There will also be cash awards | 
amounting to $12,000 a week. And | 
$10,000 will be given to any auto | 
prize winner who has purchased a | 
’57 Mercury during the contest but | 
prior to his winning. 


| 


Thompson Begins 
Research Center | 


CLEVELAND.—Thompson Prod-| 
ucts, Inc., has begun construction | 
of a research and development cen- | 
ter just east of its Euclid Ave. plant. | 

The center is part of a 1957 capi-| 
tal expenditure program totalling | 
$26.5 million, Plans call for comple- 
tion of the entire center within five 
years at an estimated cost of more) 
than $5 million. 

Steel has been ordered for April 
delivery for the start of the first) 
three buildings. When completed, | 
the center will house—in separate | 
groups of buildings—all of the com- | 
pany’s central staff research, devel-| 
opment and engineering depart-| 
ments. 


Highways and 
Safety 


Permanent revocation of the driv- 
ing privileges of unfit operators has 
been called for in Pennsylvania by 
J. Maxwell Smith, president of Key- 
stone Automobile Club, as the only 
effective method of keeping incor- 
rigible drivers off the highway. 


In support of that contention, | 
Smith cited a case involving a man 
whose driving record between 1940) 
and 1955 was smirched by arrests) 
for drunken driving, operating 
while his license was revoked, hit-| 
and-run, reckless driving and in- 


NOW! HI-FI IN YOUR CAR! 


Only BLUE SPOT offers all these features! 


Concert Hall Sound under bridges, through short tunnels, next 
to high power lines, even in lightning storms! 
Constructed to outlast your car. 

Coaxial Speakers, 6” x 9’, full-range 
tone control, built-in rear speaker 
plugs, separate amplifier, 6 to 

12 volt convertibility. 
Compact design fits most 
American and foreign cars. 
Service throughout the U.S 


BLUE SPOT 
Koln Mark | 
Selectomagic Tuner—the first FM 
‘one touch’’ signal seeker in a car radio. 


FM—3 microvolts for 20 DB quieting; AM, 3 microvolts. 
Response 40-16,000 c. p.s.— image rejection 25 DB. 


HI-FiI—15 tuned circuits FM and AM. 


BLUE SPOT Frankfurt Mark.! 


FM—plus Hi-Fi, AM and Pushbutton Selec- 
tometer. De luxe, yet economy-priced ver- 
sion of the Koln Mark |. 


AMERICAN ELITE, INC. 
7 Park Avenue, New York 16, N. Y. 
Importers of Telefunken and Audio Elite home Hi-Fi Sound Systems, 
Tubes, Components, Microphones . . .and Blue Spot car radios. 
Write Dept for free pamphlet and information. 


BLUE SPOT Hamburg 
Luxury AM car radio —economically priced. 
Magnificent sound, pushbutton station 
selector, ruggedly engineered. 








“EXPENSE 
REDUCER” 


Is your competitor with low over- 
head making your life miserable? 
There's only one way to lick him— 
get yours down too. Order our 
“EXPENSE REDUCER” today and get 
overhead down where it belongs. 
Send just $2.00, you will receive 
it by return mail. 


Automotive Enterprises 
10600 Puritan Ave. Detroit 38, Mich. 
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Absolutely no damage to car: May be mounted or dismounted in| Volvement in accidents causing 


: a8 . . : r more than $1,700 dam . Further, 
seconds without tools (after original installation which requires about | the police record abet seven oo | 
30 minutes) 


rests for such offenses as assault! 
and battery and being drunk and/| 
“Now shipping for ‘57 Ford, Dodge, Plymouth, Chevrolet, Mercury, Nash, | disorderly. 
Hudson, DeSoto, Chrysler, Buick, Oldsmobile, and Pontiac." “Yet,” Smith continued, “this man 
was a licensed driver and was ap- 
UNLETTERED $14.00 plying for insurance, which he can 
LETTERED (Max. 80 Letters) 18.00 get through ‘assigned risks’ proce- 
LETTERED & REFLECTORIZED 21.50 Saree SERIE eet: 
Add each for turned edge panel 2.00 As Ky. Highway Toll Rises 
All prices F.O.B. Mounds, Ill. 2% off for cash with order: Gov. A. B. Chandler has ex- 
Please state make, model and series when ordering. ae his “grave concern” over 
Due to the low lines on ‘57 cars we recommend use of the petite i a —— ee 
(40" x 12") sign and unless otherwise instructed will furnish this size.| weeks of 1957 was almost 30 per- 
We will accept collect calls for orders of 5 or more signs. scsmasiced asiieaee ol the com 
BUMPA - TEL SIGN DIV at ae 
- . a —- which will protect their 
own lives and the lives of others,” 
WARREN HASTINGS MOTOR COMPANY, INC. — said. “With the coopera- 
on of every driver, we can greatly 
; (Canadian & U. S. Pats Pending) reduce the death rate and the ex- 
Phone SH. 5-9415 Mounds, Illinois | cessive number of motor-vehicle 
SALES REPRESENTATIVES Oe kee 
Germans Go Slowly 
On Advertising Speed 
The West German Automobile 
Manufacturers Assn, reportedly has 
agreed to stop publicizing top 
speeds of autos unless they are be- 
low 65 miles an hour. 
The group decided that speeds 
above that level were controversial. 


3,249 |——— 


ADVERTISERS 
AB 


eC mE cha | 


That’s the number of accounts. that 
used the Buffalo Courier-Express during 
1955 (Classified not included ) . Of these, 
1,398 were retail advertisers. 1,851 
were national accounts. 





These advertisers were responsible 
for a lineage increase of 80% over 1945 figures. 


Yes, more and more advertisers are profiting from 
the fact that the Courier-Express builds bigger sales 
boosts in Buffalo. Use the Morning Courier-Express 
to get more advertising for your dollar concentra- 
ted on those with more dollars to spend. And the 
Sunday Courier-Express for maximum coverage in 
Buffalo’s rich 8-county market. It’s the state’s largest 
newspaper outside of Manhattan. 


Elmer Free 

Ph. HOpkins 7-8118 
3728 Roland Ave. 
Baltimore 11, Md. 


.ROP COLOR available both daily and Sunday. 


BUFFALO COURIER-EXPRESS 
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THE BEST DEALERS SELECT THE BEST 


efficiency ... positive air-power actuation plus automatic 
retraction helps men do faster, neater, better work. 


styling... clean, functional design commands customer con- 
fidence .. . transforms any lube room into a “service showcase.” 


dependability ... maintenance is the lowest ever recorded 
for similar equipment... installation is simple and easy. 


When you are ready to make your lubritorium a proven “Invitation 


. 


to New Business,” contact your Lincoln Sales and Service Whole- 


saler. He will consider it a privilege to serve you. 
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-.. Says President A. P. WAGNER 
WAGNER OLDSMOBILE, INC., DETROIT, MICHIGAN 


“Customers are enthusiastic about our Lincoln-equipped 
lubrication department ...and this reaction seems to 
inspire our servicemen to more conscientious work.” 


Engineers and Manufacturers 


AUTOMATIC LUBRICATING EQUIPMENT 











Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

W B. asked this legal question: 

¢ “What kind of proof is neces- 
sary for a person who was injured 
by a defective automobile to hold 
the manufacturer liable in dam- 
ages?” 

A few weeks ago a higher court 
held that the man- 
ufacturer of an 
automobile can- 
not be held liable 
in damages for 
injuries caused by 
alleged defects of 
mechanism, 
unless the testi- 
mony clearly and 
convincingly 
proves that the 
injuries resulted 

L. T. Parker from negligence 
of the.manufacturer of the auto- 
mobile. 


For example, in Giffin v. Timken 
Detroit Axle Co., 234 Fed. (2d) 307, 





it was shown that an automobile 
was wrecked and seriously injured 
persons who sued Timken Detroit, 
contending that the accident hap- 
pened because the nuts fastening 
the spindle on the knuckle casting 
on the left front wheel of the truck 
were not properly tightened. 

The higher court refused to hold 
Timken Detroit liable, saying that 
the testimony did not clearly dis- 
close that defects in the automobile 
caused the accident, or that there 
was any negligence. 

+ e * 


Recovery of Income Tax 


M. wrote as follows: “We read 

* with a great deal of interest 
an article in a recent issue of 
Automotive News concerning a Su- 
preme Court ruling in favor of an 
automobile dealer concerning 
finance reserve income. 

“In 1950 and 1951 we were in 
the excess-profits income bracket 
and were checked by Federal 
income-tax men and we had to 
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pay additional excess profit tax 
on a little over $11,000 finance 
reserve which we had not and 
could not collect until later years. 


“In your opinion, would there be 
any chance of going back that far 
into 1950 and 1951 and redeeming 
any part of the additional tax we 
paid on the reserve being held by 
the finance companies? We will ap- 
preciate very much your opinion 
on this.” 


I have very carefully read and 
studied the question and material 
in your letter and my opinion is, as 
follows: 

Generally speaking, the Govern- 
ment has four years to go back into 
your account but you have only 
three years to go back and correct 
an error or recover money due from 
the Government. Hence, it.is doubt- 
ful in my mind that you can recover 
refunds due from 1950 and 1951. 

+ + * 


Cannot Paint Auto 


A. F.. wrote, as follows: “I would 
* like to impose upon you for 
some information in the following 
matters so that we will know what 
our position is whenever the follow- 
ing situation arises. 
“If a person threatens to paint 
his car (sold by our company) a 
yellow color and inscribe the word 





Guest of Honor— 


Al Robbins, center, Greer-Robbins Co. 
(Chrysler-Plymouth-Imperial), Beverly Hills, 
Calif., attends recent luncheon meeting in 
Los Angeles honoring E. C. Quinn, left, 
president, Chrysler division. Shown at right 
is Al Fetta, Los Angeles Chrysler Regional 
manager. 


‘lemon’ upon it, do we have recourse 
for a suit against this type of per- 
son? 

“Another problem which arises 
quite often is that we accept a 
check in payment for an automo- 
bile, then the purchaser stops pay- 





CUSTOM REPAIR KITS FOR 22,000,000 CUSTOMERS 





..»ROCHESTER KITS ARE RIGHT FOR EVERY JOB! 





MEET ROCHESTER’S BIG THREE. (A) Complete 
parts kit, all the parts and gaskets (flange in- 





Easy to stock — easy to order! 


Tired of breaking up parts kits for one or two gaskets? 
Then Rochester kits are right down your alley . . . right 
for every job! For the complete job, parts, gaskets and 
flange gasket come in one package. When it’s just the 
gaskets you want, Rochester has the answer . . . all the 
gaskets in one envelope. They’re easier to stock, too . 
one Rochester kit will handle more jobs than any other 
parts kit made. And remember, to help make each job 
even easier . . . to make your time worth more money 
. .- Rochester and UMS offer you the world’s finest train- 


ing, absolutely free! Ask your Rochester representative. 


cluded). (B) Gasket kit, all the gaskets plus 


flange. (C) Flange gaskets in individual envelopes. 


ROCHESTER PRODUCTS DIVISION OF 
GENERAL MOTORS,. ROCHESTER, WN. Y. 
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Standard equipment on Chevrolet, Pontiac, Buick, Oldsmobile and Cadillac. 
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ment on said check: Are we le 
right in telling this person that the 
matter will be turned over to ou 
attorney, as we have accepted the 
check as cash?” 

First, it has been held by the 
higher court that a buyer who 
paints a lemon, or otherwise, on 
an automobile may be subject to 
liability, and the court will grant 
an injunction against the buyer, 

Second, if a buyer of an automo. 
bile stops payment on a check given 
as part or full payment, such buyer 
is liable. A bank check is deemed 

by the courts to mean that the 
payor intends to pay cash. Hence 
you can have your lawyer sue the 
payor. 

* * * 


Sunday Closing 


eS to a late higher 
court decision, reasonable Sun- 
day closing laws and ordinances 
are valid. 

For illustration, in Humphrey 
Chevrolet v. City of Evanston, 131 
N..E. (2d) 70, it was shown that a 
city enacted an ordinance which 
provided it shall be unlawful for 
any corporation to engage in busi- 
ness of selling, dispensing or dis- 
tributing at wholesale or retail 
goods, wares, merchandise of any 
kind or description on Sunday. 

However, the ordinance con- 
tained a clause that works of 
charity and the sale of drugs or 
medicine, milk, ice cream, ice, 
gasoline, lubricating oil and other 
articles and products could be 
sold when necessary to meet the 
emergency needs on Sunday. 

Humphrey Chevrolet appealed to 
the higher court contending that 
the ordinance is invalid because it 
discriminates by allowing some 
kinds of businesses to stay open on 
Sunday whereas automobile dealers 
are prohibited from doing business, 
It is interesting to note that the 
higher court held the ordinance 
valid, and said: 

“While the plaintiffs (Humphrey 
Chevrolet) maintain the exceptions 
in the ordinance are discriminatory, 
they nowhere suggest that any of 
the exceptions do not relate to the 
health, safety, morals or general 
welfare of the people of Evanston. 
Municipalities may classify trades, 
callings, occupations and businesses 
for legislative purposes, the only 
requirement being that the classi- 
fication rest on a reasonable basis 
and the legislation apply uniformly 
to all members of the same class.” 

Also, see Rosenbaum v. City & 
County of Denver, 102 Colo. 530; 
and Irishman’s Lot v. Cleary, 338 
Mich. 662. These courts held that 
Sunday closing laws directed solely 
against automobile dealers are 
valid. 

As early as McPherson v. Village 
of Chebanse, 28 N, E. 454, decided 
in 1885, the courts recognized that 
under the general grant of police 
power a city is authorized to pass a 
comprehensive Sunday closing or- 
dinance. 

> > = 


Purchaser Negligent 


avers a higher court held 
that if the purchaser uses an 
automobile after the seller breaches 
his contract to supply a good title, 
the purchaser cannot rescind the 
contract. 

For instance, in Havas Motors Vv. 
Combs, 291 Pac. (2d) 907, the testi- 
mony showed facts, as follows: One 
Combs purchased under a condi- 
tional sales contract, a used 1948 
Studebaker automobile for $616. 

The dealer told Combs that the 
automobile was from out of the 
state and that no valid certificate 
of title could be had until later. 
Combs made all payments and in 
the meantime used the automo- 
bile. After Combs had made the 
final payment still the dealer had 
not given him a valid certificate 
of title. 

The higher court held that Combs 
could not rescind the contract and 
compel the dealer to take back the 
automobile and refund the pay- 
ments. The court said: 

“We may note that the only evi- 
dence of damage in the record is 
the payment of respondent (Combs) 
of an aggregate of $8 for his tem- 
porary licenses, his inconvenience 
in being stopped on the road a num- 
ber of times for questioning as to 
his temporary license and the neces- 
sity for his going to the motor vehi- 
cle office on each occasion of ob- 
taining a 30-day extension.” 


Vol Succeeds Liddon: 


Vol Pontiac Co. has succeeded 
Liddon Pontiac at 1525 Broadway, 
Nashville. 
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by John T. Benedict 





Filter Efficiency Affects 
Spark Plugs, Valves 


HAND, one might fail to see 
any direct relation between 
engine air cleaner type and spark 
plug fouling. Yet the engine 
designer, who is concerned with 
the amount of dirt that passes 
through the filter to the carburetor, 
is aware that dirt brings important 
detrimental effects other than the 
commonly recognized problem of 
accelerated wear on such parts as 
rings, bearings and cylinder bore. 
For example, in air cleaner 
research and development pr o- 
grams that led to design of the 


, B. director, 
Dexter Engineering division, 
found that an additional benefit 
is obtained from a high-efficiency 
air filter. 

He said, “This shows up in the 
form of longer spark plug life and 
a decrease in valve deposits.” 

During tests in Fram’s dust tun- 
nel, with an oil-bath air cleaner and 
regular leaded gasoline, Brown 
observed that there was a rapid 
loss of compression, requiring valve 
grinding every five hours, In the 
same tests, spark plugs had to be 
replaced at five-hour intervals. 

> > > 

ESULTS of similar tests with a 

pleated paper air cleaner (and 
the same type of fuel) were mark- 
dly different. According to Brown, 
no deposits were found on either 
valves or spark plugs during the 
entire 25-hour test, 

By way of explanation, Brown 
points out that dust and lead 
combine to form silicates. With 
&@ more efficient air cleaner, there 
is less dirt taken into the engine 

(Continued on Page 56, Col. 2) 





CHENECTADY, N. Y. — A roll 

of magnetic tape about the size 
of a dinner plate has replaced a 
900-page report to speed the Social 
Security information of 30,000 Gen- 
eral Electric Co. employes from 
Schenectady to Baltimore. 

This latest application of auto- 
mation principles to accounting 
marks the beginning of a new era 
of data transmission between in- 
dustry and the Government, since 
this is the first application of the 
procedure. 

According to Gerald L. Phillippe, 
General Electric comptroller, the 
potential savings of such an opera- 
tion are tremendous. General Elec- 
tric employs more than 280,000 per- 
Sons throughout the country and 
eventually it is expected that Social 
Security information for most of 
them will be forwarded by the tape 
method. 

of * + 

N ADDITION to the saving in 

time and material for the prepa- 
ration of the Social Security rec- 


Automation for Accounting 


GE Uses Single Roll of Tape to Replace 
900-Page Report to Government 


Oil-Bath Air Cleaner Dying; 


Paper, Hog’s Hair in Favor | 


4 * > 


By John T. Benedict 


Engineering Editor 
ce agree on what an air cleaner should do for 
4 an engine. But they disagree on what type of unit can 
best perform the air filtering job on current and future 


engines. 


There no longer is any dispute over the idea that, for 


maximum engine life, an air®—— 


cleaner that will remove dirt 
from incoming air without 
seriously restricting air flow to the 
engine is an absolute necessity. 

Until this year, the oil-bath type 
enjoyed unquestioned supremacy 
when it came to all-around effec- 
tiveness of various original-equip- 
ment air cleaners. The lower-cost, 
oil-wetted type has been regarded 
generally as a less effective, “light- 
duty” unit. 

Recently, however, disagree- 
ment among experts began to 
show up when it came to a choice 
among newly developed air filters 
for high-output carbureted and 
fuel-injection passenger-car en- 
gines. 

Now, with a majority of authori- 
ties in this field predicting that low- 
hood style trends and increasing 
engine air demands have combined 
to outmode the oil-bath cleaner, the 
industry is split into two camps in 
regard to which ot the new filter- 

* 





Dirt from Filter— 


To illustrate dirt-collecting efficiency, dirt 
capacity and cleanability of the Purolator 
dry-type paper air cleaner in ‘57 Chrysler 
Corp. automobiles, this picture shows a 
used filter alongside the dirt which has 
been removed from it during cleaning. 


ords, there is also a huge saving 
in storage space required to keep 
the records. 

This new method of reporting 
Social Security deductions to the 
Government was suggested by 
John L, Ogle, Schenectady, a pro- 
cedures analyst in General Elec- 
tric’s data processing organiza- 
tion. It has received the approval 
of the Social Security Administra- 
tion and the Internal Revenue 


Department. 

The tape, which is approximately 
2,400 feet long and weighs about 
two pounds, carried the quarterly 
Social Security report for most of 
the General Electric employes in 
the Schenectady area. Until tape 
was used, it was necessary to pre- 
pare more than 900 ty pe-written 
pages, each containing 30 to 40 
names, four times a year to supply 
the quarterly figures which the 
Government requires for Social 
Security. 

Under the new procedure, data 

(Continued on Page 31, Col, 1) 


ing devices is the best choice for 
future needs. 
= 7 = 

Ce only by American Mo- 

tors and Studebaker on 1956 
models, the pleated paper element 
air cleaner suddenly rose to an im- 
portant position this year. It is 
standard equipment on the nine 
makes of cars produced by Ford 
Motor Co. and Chrysler Corp., as 
well as on the Rambler V-8 and 
certain models of Studebaker and 
Packard automobiles, and on the 
six-barrel carburetor models of Pon- 
tiac and Oldsmobile. 


From this summary of specifica- 
tions, it is apparent that the five 
General Motors car divisions and 
their air-cleaner supplier — AC 
Spark Plug division—are the indus- 
try’s principal holdouts in not yet 
being committed to the dry-type 
paper element for current produc- 
tion and plans for the immediate 
future. 


Among those who make or in- 
fluence air cleaner decisions, the 
four factors most-often cited in 
accounting for the present surge 


ments, efficiency or “perform- 
ance” of air filter and manufac- 
turing cost. 

The cross-section of authoritative 
opinion obtained in an AUTOMOTIVE 
News survey discloses differing em- 
phasis on these four basic reasons 
for the large-scale changeover to 
pleated paper elements on this 
year’s models. 

The most common explanation is 
that styling insistence on lower 
hood lines did not allow sufficient 
vertical space above the engine for 
an oil-bath cleaner of the required 
capacity. 

Some say the attraction of a long- 
term cost reduction was a deciding 
factor. One key figure in bringing 
the paper element development to 
production acceptance says simply: 
“You can forget all that talk about 
styling demands and cost-savings 
... the biggest single thing behind 
the selection of the paper element 
was its superior performance.” 

* +. 


IHERE’S no denying that the dry- 
type pleated paper element is 
off to an impressive start with its 
adoption as standard equipment on 
12 makes. On the other hand, with 
General Motors production making 
up approximately’50 percent of the 
industry total, there is some reason 
to suspect that—just as the replace- 
able paper element is the big news 
in this year’s air cleaners—an ad- 
vanced version of the oil-wetted 
type featuring a highly efficient re- 
placeable hog’s hair filter element 
could be the big news next year. 
Selection of GM air cleaners for 
the immediate future still could 
best be described as being “in a 
(Continued on Page 35, Col. 1) 
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Odd Shapes Offer No Problem— 


As shown here by Fram, the dry-type paper air cleaner can be made in a wide 
variety of shapes and sizes. Design versatility in providing the necessary air capacity 
while conforming to underhood space available for the air filtering function is re- 
garded as one of the chief virtues of this new type of engine air cleaner. 


Hollow Sleeves Featured 
In New Steering Pump 





ESIGN details of a new and un- 
usual pump adopted for current 
Chrysler Corp. power steering sys- 
tems are to be described in the 
March issue of the Thompson Prod- 
ucts Engineering Bulletin. 
Scheduled for release late next 
month, the engineering description 
of this new type of pump is to be 
included in a comprehensive article 
on “Characteristics, Design F ea- 
tures and Applications of Rotary 
Positive-Displacement Pumps,” by 
Homer Farr, project engineer in 
Thompson’s Hydraulic Products di- 
vision. 

According to Farr, efficiency, 
compactness and dependability 
are essential requirements for 
power-steering pumps. Rated as 
equally important is another fea- 
ture — ability of the pump to 
deliver approximately constant 
flow rate regardless of speed 
changes and to “unload” when 





Screwdriver Probe— 


This bearing tester, made by Sperry 
Products, Inc., Danbury, Conn., is said to 
ad precision, exact measurement and 
recording to the traditional screwdriver 
probe method of pinpointing wear in 
machine parts. It is designed to maintain 
machinery at established performance 
standards and to achieve precision fitting 
of mating parts on assembly lines. Meter 
gives visual reading, the loudspeaker 
aural. 


not actually delivering power to 
the steering cylinder. 

Farr asserted that the new sleeve 
pump developed by Thompson “has 
all of these desirable characteristics 
to a high degree.” At first glance, 
the pump appears to resemble @ 
piston-type pump. However, upon 
closer examination, it may be noted 
that hollow sleeves formed to ap- 
proximately 30 degrees are used in 

(Continued on Page 34, Col. 1) 


Sperry Tester 
Detects Troubles 


In Machinery 


DANBURY, Conn.—Modern elec- 
tronics is making reliably precise 
the simple, old-fashioned methods 
of locating machine troubles by 
screwdriver probe. 

Sperry Products, Inc., has electri- 
fied the screwdriver, connected it 
with a compact electronic amplifier 
and produced a bearing tester for 
use in preventive and plant mainte- 
nance or quality control operations. 

The Sperry tester detects and 
measures wear in ngs, gears, 
spindles or slides without disassem- 
bly of machinery. On an assembly 
line, it is said to assure precision 
fitting of mating parts, such as 
gears, and enables plant mainte- 
nance engineers to keep machinery 
operating at established perform- 
ance standards. 

The instrument consists of a 
metal probe, or pick-up, connected 
by electric cord to a compact elec- 
tronic amplifier equipped with cali- 
brated. meter, loudspeaker, controls 
and, if desired, with devices for 
making permanent records. 

It operates on the principle that 
disturbances caused by parts mal- 
functioning are reflected as noise 
energy in the supporting bearings. 
This transient energy output is 
picked up and shown visually on a 
meter calibrated arithmetically 
from 0 to 100, It is also amplified 





and fed to a loudspeaker for aural — 


interpretation. 




























TRADE PAPER EDITORS CAME, SAW, AND LEARNED ., 


POWER T 


Automotive trade paper editors from all parts of the U.S. and Canada are welcomed 
to the Auto-Lite Spark Plug Plant in Fostoria, Ohio, by Auto-Lite Vice President and 
Plant Manager Robert Twells. Editors toured plant, saw how Auto-Lite controlled 
manufacturing insures quality of famous Power Tip. 


Editors see how Auto-Lite makes 
research developments become pro- 
duction realities. Auto-Lite engineers 
plan processes, methods and often 
design machinery that will produce 
high quality spark plugs in volume. 


Editors watch as insulator and shell 
are joined by machine that cold forms, 
hot forms and joins the two assem- 
blies. Electronic controls regulate 
time, temperature and pressure of 
each operation. 








has plenty to Celebrate! 








1 POWER TIP . ... in its first year of per- trade papers from the United States and Canada came, 
formance has equaled and in many cases saw, and learned still more about this history-making 
exceeded all claims made by Auto-Lite development in spark plug engineering. 
re Engineers after five years of road In the co of one year, the Auto-Lite Resistor Spark 
testing and laboratory research. Plug with Power Tip has proved by trade acceptance that 

a POWER TIP. . . has been enthusiastically it “fires up” today’s higher-horsepower, higher-compres- 





sion engines at all speeds. At low speeds, the projecting 
Power Tip gets hot fast, operates hotter to burn away 
fouling deposits which impair performance of ordinary 
plugs in city driving. At high speeds, the Power Tip takes 


accepted by dealers in the United States, 
Canada and in foreign countries since its 
introduction one year ago. 











3 POWERTIP... sales were larger in '56 full advantage of the cooling intake gases to prevent | 
than the most optimistic projections. overheating, check power-wasting pre-ignition. 
-Lite Resisto k P ith P i 
3S POWER TIP. . has been specified for the nese r Spark Plug with Power Tip has been 


tried and tested by the trade to deliver top performance in 
all makes of cars. Order Power Tip today! 


second year as original equipment on 
Dodge, Chrysler, Plymouth, De Soto and 


pe 
2 : | 
oe 

ie 
i 
bes” 





Imperial. 
ONLY 9 POWER TIP NUMBERS GIVE YOU COVERAGE OF 
: rl ALL THESE CARS WITH OVERHEAD-VALVE V-8 ENGINES* 
a Power Tip celebrated its first anniversary on January 29 
+ Buick « Cadillac « Chevrolet « Chrysier « DeSoto «+ Dodge 


at the Auto-Lite Spark Plug Plant at Fostoria, Ohio. Key Ford « Hudson « Imperial « Lincoln « Mercury « Oldsmobile 
Auto-Lite executives and editors of leading automotive Nash + Packard + Plymouth « Pontiac * Rambler « Studebaker 
*And most 6-cylinder OHV engines 


AUTO-LITE power tie 


Auto-Lite makes a complete line of spark plugs, including Standard, Resistor, Small-Engine, Aircraft, Transport and Diesel-Starting. 














THE PROTRUDING TIP 







MAKES THE 







BIG DIFFERENCE! 






Final quality check before packaging insures 
that finished Power Tip meets exacting pro- 





Trade paper editors study huge billboard 
with testimonial letters and 









duction specifications. (Left) Anniversary of from Auto-Lite Spark Plug distributors 
-B Power Tip calls for cake cutting by Auto-Lite around the world adding their enthusiasm 
President J. P. Falvey. With him (L. to R.) to the celebration. The typical comment 

are Auto-Lite Vice Presidents: Robert Twells, read: ‘““The engineering leadership repre- 
etanagne of the Spark Plug Division; W. E. sented by Power Tip has given our 
Blank, Director of Marketing; and L. H. customers a better opportunity to increase 






Middleton, Director of Engineering. their sales and profits.” 


Ordinary Piug Tip 
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Thermometer Calibrated 
For 100 Percent Accuracy 


A bi-metallic thermometer that is said 
fo be calibrated for absolute accuracy 
at any single desired point between —40 
degrees and 1000 degrees Fahrenheit, or 
between —10 to 300 degrees Centigrade 
has been marketed by W. C. Dillon & 
Co., Inc., 14620 Van Nuys, Calif. 

Dial housing of the instrument measures 
1 11/16 inches. Actual dial diameter is 
1 7/16 inches. Model illustrated is 
equipped with a plain bushing, however, 
%, Ye and %-inch N.P.T. or %-24 by 
¥Y%-inch N.F. thread mounting nuts are 
all available optionally. Stem lengths frofh 
@s short as 2% inches up to 70 inches 


long can be furnished. 
a. 6-42 





Dual Spindle Lathe Turns 


Large, Small Diameter Work 


A dual spindle lathe designed to pro- 
vide facilities for turning both large and 
small diameter work is being offered by 
Boye & Emmes Machine’ Tool Co, 81 
Caldwell Dr., Cincinnati 16, O. 

The upper spindle of the lathe provides 
@ swing-over-the-bed of 60 inches and 
the lower spindle provides a swing of 
40 inches. An additional feature of the 
machine is said to be the operator's abil- 
ity to engage or disengage the various 
drives at will. The lathe is built to support 
15 tons between centers. Beds may be 
hed in any required length, and in one 


piece up to 35 feet between centers. 
a ae 


Aluminum Bond Solder 


A solder for bonding aluminum to cop- 
per, brass and other non-ferrous metals 
has been developed by Ulitralloy Corp., 
53 W. Jackson Bivd., Chicago 4, Ill. 

Resistant to corrosion, the solder con- 
tains no aluminum, cadmium, lead or 
antimony, and may be used like any 


solder, it is claimed. lt is said to have 
higher electrical conductivity than average 
solder because is contains copper. 

oa 





Rubber Floor Pads Designed 


To Protect Products, Floor 


A line of Flex-O rubber floor pads, 
designed to protect products and prevent 
damage to floors by absorbing the shock 
from falling loads, has been introduced 
by Bumpers, inc., 2534 Detroit Ave., Cleve- 
land 13, O. 
pads, which may be installed on the 
recessed into specially built floor 
, may be used in production or 
areas, on loading docks, and the 
ke. Constructed of steel channel frames 
and laminated segments of resilient 
rubber reinforced fabric, the pads are 
built for heavy-duty service and are avail- 
able in two standard sizes. 


Hi 
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accurate inspection of screws, 
while on or off a machine, is said to be 





accomplished with a portable testing com- 
parator being produced by Jerpbak- 
Bayless Co., Solon, O. 

Set to conform to the measurements 
of a master or precision screw, the stand- 
ard lead testing instrument is 12 inches 
long and has a measuring capacity of 
from %-inch thread diameter to 24-inch 
thread diameter in any pitch. 





Improved Industrial Clamp 
Announced by Wedgelock 


A multi-purpose industrial clamp, 
designed for a variety of uses throughout 
the industry, has been added to the 
line of sheet metal fasteners produced by 
Wedgelock Corp., 5446 Satsuma Ave., 
North Hollywood, Calif. 

Known as Yates Industrial Handy 
Clamps, they are available in four types: 
Flat spring-steel clamp with cam lever 
lock; spring grip clamp (clothes pin type); 
spring wire clamp with cam lever lock, 
and the conveyor clamp with three prong 
saw-tooth steel jaws (stationary or swivel) 
with cam lever lock. The clamps are said 
to be particularly useful for dipping, 
flange work, edge work, bench or wall 
use. 





Adjustable Indicator Gauge 
Available in Three Models 


A line of adjustable indicator gauges 
developed specifically to provide quick, 
accurate measurement of critical dimen- 
sions of shallow slots, grooves and holes 
has been announced by Elistrom, Inc., 
22038 Beech, Dearborn, Mich. 

Called Shalo-Chek, the gauge is only 
1 13/16 inches high, and can be used 
at the machine to check depths ranging 
from 1/32 to Y inch, in most cases with- 
out moving the table or disturbing the 
set-up in any way. Three standard models 
ere available for checking dimensions 
ranging from Y% to 6 inches, 4 to 12 


inches, and 10 to 18 inches. 
ea 
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Micromesh Expanded Metal 
Used for Variety of Purposes 


Micromesh expanded metal, available 
with openings as small as 1/16 of an 
inch up to 2% inches, has been marketed 
by Designers Metal Corp., 423 East 159th 
St., Harvey, Ill. 

The uses for Micromesh, either standard 
or flattened, are said to be unlimited. 
Expanded metal can be produced as 
aluminum, steel, stainless steel, copper, 
brass, monel — any standard sheet 
material. 








Reinforced Plasitec Wheel 
Announced by Fairbanks 


Lamilon, a nylon-reinforced a | |-plastic 
industrial wheel, has been announced by 
Fairbanks Co., 395 Lafayette St., New 
York 3, N. Y. 


Featuring high impact strength and 
abrasion resistance, the wheel will not 
mark wood floors nor mar concrete and 
similar type floors, it is claimed. The 
wheel is said to be sparkproof and hos 
high load ratings. It is furnished in sizes 
3 through 12 inches, with alloy steel 
roller bearings with hardened steel ovter 
race and provision for pressure lubrica- 
tion. 

a oe 


Stauffer Introduces 
New Insoluble Sulphur 


An improved type of insoluble sulphur 
for use in rubber compounding has been 
developed by Stauffer Chemical Co., New 
York. It will be marketed under the Crys- 
tex trade name but as a specially oil- 
treated form. 

According to Stauffer, the new product 
has an extraordinarily low dusting level 
which reduces the fire hazard encountered 
in the handling of ordinary sulphurs, and 
has superior properties in terms of ease 


of dispersion in rubber formulations. 
* * ® 





Water-Wash Spray Booth 
Removes Airborne Pigment 


A Style “E" water wash spray booth 
with an improved air-whirl, water-wash 
action Dynaprecipitor has been announced 
by Binks Mfg. Co., 3122 Carroll Ave., 
Chicago 12, Ill. The action of the Dyna- 
precipitor removes virtually all air-borne 
pigment from the exhaust air, according 
to the company. 

Pigmented air (dark arrows) is drawn 
through a continuous curtain of moving 
water which scrubs out suspended paint 
particles. In addition, entrained paint 
particles are thrown out of the airstream 
by centrifugal force. Special booth con- 
struction permits the removal of major 
sections, such as the front water curtain 
and manifold, without tools. 

ioe 


Foam Rubber Material 


Features Adhesive Coating 


Polyurethane foam rubber products 
with a “non-stretch” pressure sensitive ad- 
hesive coating are being produced by 
Durable Rubber Products Co., 609 W. Lake 
St., Chicago, Hl. 

Available in a wide range of colors, 


| self-contained unit 


its high compression strength, resistance 
to aging, excellent sound insulation and 
ability to resist oil and solvents is said 
to mdke it adaptable for use with a wide 
range of products. This material is avail- 
able in continuous length rolls, die cut 
to specifications or fabricated in many 


shapes and form. 
+ oo 
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Wet-Type Grinding Bench 
‘Contains Ventilating System 


Development of a wet-type ventilated 
grinding bench has been announced by 
Machinery and Equipment Division, Zack 
Co., 12600 Beech Rd., Detroit 39, Mich. 

The unit is designed to improve effi- 
ciency in grinding operations through 
complete removal of abrasive fumes, dust, 
and porticles, especially where aluminum- 
magnesium metals are being used. The 
includes a tank, re- 
circulating pump, an exhaust fan, hard- 
wood grating work surface, and an air- 
washing chamber. 





ee 
Dry Film Lubricant 
A dry film lubricant said to be for- 
mulated for drawing and forming of 


titanium, titanium alloys, chromium and 
stainless steels at elevated temperatures, 
has been announced by Alpha Molykote 
Corp., Stamford, Conn. It consists of fine 
particle size graphite combined with a 
high temperature binder and dispersed 
in an aromatic solvent system, Alpha 
said. 





Cleaning Machine Suited 
For Quantity Production 

Development and availability of an im- 
proved industrial cleaning machine, said 
to provide optimum efficiency in cleaning, 
rinsing, polishing and drying actions, has 
been announced by L & R Mfg. Co., 577 
Elim St., Arlington, N. J. 


Featuring a centrifugal cleaning action, 
the machine can be used on recording 
instruments, pressure measuring devices, 
gauges, fine valve assemblies, components 
of electrical and electronic devices and 
ball bearings of all types. Construction of 
the machine is said to make it ideal for 


qvantity production. 





Machine Lighting Units 
Available in 5 Models 


A line of Presslite machine Lighting 
units designed to provide proper glare. 
free illumination of the entire die bed 
area of punch presses now in service has 
been announced by Sun-lite Mfg. Co, 
2555 Bellevue Ave., Detroit 7, Mich. 

Unique feature of Sun-Lite Presslites js 
their exclusive “Plexi-lux"’ louvered shield, 
Made of thick shatter-proof oil-resistant 
Plexiglas, the louvers are machine-etched 
16 cuts per inch at a 45-degree angle, 
This eliminates all glare from the enclosed 
lamps but permits high light transmission 
with low surface brightness, it is claimed. 
Five standard models are available for 
operation on 110-volt 60-cycle A. C. 

. « e 


Locking Set Screw 


A self-locking set screw that 
a locking action provided by an wn- 
threaded portion of the crest has been an- 
nounced by Set Screw & Mfg. Co., Bart- 
lett, Ill. Advantages claimed ore that 
this set screw eliminates need for pre- 
cise hole tapping, the amount of locking 
action can be controlled by changing the 
tap drill diameter, and repeated re-use 
does not affect the locking action. 


utilizes 





Milling Machine Requires 


Minimum Tool Changes 


Snyder Tool & Engineering Co., 3400 
E. Lafayette, Detroit 7, Mich., has maor- 
keted a machine that performs five com- 
plex milling operations with minimum tool 
changes and part handling. 


The machine consists of a welded steel 
T-shaped base on which are mounted o 
40-inch rotory table and a horizontal 
slide vunit carrying a vertical splindle. 
Table speed, vertical cutter travel and 
horizontal siide travel are controlled by 
stops mounted on the table periphery. 
Cutter speeds are adjusted to tachometer 
settings by a variable speed drive, and 
tool changes cre simplified by a quick- 
change collet-type holder. Tool setting 
gauges are built into the work fixture thet 
is mounted on the rotary table. 

a. ©@ 





Unit Splits Hydraulic Force 
For Equipment Operations 


Manufacturers with problems involving 
the dividing of hydraulic force for two 
or more operations on equipment will be 
interested in the Flow Divider developed 
by New Products Corp., 3636 Oakton St., 
Skokie, lil. 

The unit can be adjusted with an ordi- 
nary screw driver to control the flow over 
a wide range from 10 to 95 percent as 
the circuit may require. It also has a built- 
in relief valve that will pass the oil back 
to the sump when peak pressure setting of 
the secondary fiow is reached. It is so 
designed that when the pressure of the 
primary operation begins to build up, the 
flow to the secondary operation begins to 
decrease. It also permits two simultaneous 
operations from one pump. 
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Automation for Accounting 


GE Uses Single Roll of Tape to Replace 
900-Page Report to Government 


(Continued from Page 27) 


is fed into computers for compiling 
General Electric payrolls and at the 
same time the special tape is run 
off for the Social Security Adminis- 
tration’s records, The newly written 
tape is taken from the computer 
and put into a plastic bag, which 
is sealed to keep the humidity con- 
stant during transmission to Balti- 
more, headquarters for Social 
Security Administration. 
* * * 


gepenpe G a payroll through the 
computer machines for the 
General Electric employes in 
Schenectady requires approxi- 


Goodyear’s Aid 


To Education 


Continued in 757 


AKRON. — A four-point aid to 
education program announced in 
1956 and designed to stimulate and 
encourage greater participation in 
scientific careers, will be continued 
through 1957 by Goodyear Tire & 
Rubber Co. according to F. J. 
Carter, industrial relations vice- 
president. 

The educational program will 
continue to: 

Provide for advanced technical 
training for full-time public and 
parochial high school mathematics 
and science teachers in Summit 
County, O. 

Give financial aid to further edu- 
eation of Goodyear personnel en- 
gaged in engineering and technical 
work at Goodyear plants located 
throughout the U. S. 

Increase the enrollment and facil- 
ities of the Goodyear apprentice 
school and the company sponsored 
engineering squadron training pro- 


Provide for an annual joint din- 
ner meeting of Goodyear technical 
personnel and approximately 300 
junior and senior high school math- 
ematics and science teachers from 
public and parochial schools in 
Summit County to discuss technical 
subjects of current interest. 


Steel Firm Uses 
Card-Data Control 


SCHENECTADY, N. Y. — Al- 
legheny Ludlum Steel Corp. and 
General Electric Co, have an- 
nounced the installation of what is 
believed to be the world’s first 
card-programmed preset control in 
the steel industry. 

The control, installed on a revers- 
ing roughing mill at the steel com- 
pany’s Brackenridge Works, was 
developed by General Electric's 
general engineering laboratory and 
manufactured by the company’s in- 
dustry control department. 

Allegheny Ludlum uses the new 
system in the production of electri- 
cal steels. The card-programmed 
system is capable of controlling 15 
programmed passes from a single 
card at accuracies of approximately 
1/100 of an inch, 


Design Engineering Show 
Set for New York in May 


NEW YORK. — The Design En- 
gineering Show has been scheduled 
for the New York Coliseum, May 
20-23, according to Clapp & Poliak, 
Inc., the exposition management. 

Held for the first time in Phila- 
delphia last spring, the show is 
said to rank among the five largest 
annual industrial expositions in the 
country, The machine design divi- 
sion of the American Society of 
Mechanical Engineers will sponsor 
&@ conference on innovations in the 
design engineering field to coincide 
with the show. 


Baldwin-Lima Names Rep 

ST. LOUIS, — Moehlenpah Engi- 
neering, Inc., here has been ap- 
pointed a dealer in six Midwest 
states for presses made by Hamil- 
ton (O.) division of Baldwin-Lima- 
Hamilton Corp. It will be responsi- 
ble for sales of Hamilton and 
Baldwin presses in Iowa, Missouri, 
Southern Illinois, Southern Indiana, 
Eastern Nebraska, and Eastern 
Kansas. 





mately 28 hours, or about 3% sec- 
onds per employe. The Social Secur- 
ity tape is run off simultaneously. 
Eventually, the time may be 
chopped down to two seconds or 
less per employe. 

The master payroll data is ini- 
tially written on magnetic tape 


Houdaille Pledges $50,000 


BUFFALO.—Houdaille Industries, 
Inec., has pledged $50,000 to the 
University of Buffalo in its cam- 
paign to raise $1,500,000 for the 
establishment of a nuclear research 
center. The University hopes to 
start construction this spring. 









More than half of America’s truck manufacturers use 
Holley integrally-designed engine control systems to 
provide their products with maximum power at mini- 


mum operating cost. 


More than ten 
million automo- 
biles on the 
road today are 
equipped with 
carburetors, dis- 
tributors and heat 
regulators de- 
signed by Holley 
to give finest en- 
gine performance. 





Typical of engine con- 
trol systems designed 
and manufactured by 
Holley is this R-85 unit 
developed for the Pratt 
& Whitney Aircraft 
T34 engine which 
powers the huge Doug- 
las C-133A, above. 
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from punch cards, Data fed into 
the computer for storage on the 
tape include names, addresses, 
department designations and 
various other payroll statistics, 

When payrolls are prepared, the 
current information added to that 
previously fed into the computer 
is used to compute gross pay and 
to deduct for such items as savings 
bonds, pension contributions, taxes, 
union dues and Social Security. 

The net amount or take-home pay 
is computed and a check is pre- 
pared for the employe, all by 
machine. 

For employes who have requested 
General Electric to deposit their 
checks in the banks, a special form 
is employed to show the employe 
his earnings, deductions and the 
amount deposited in the bank of 
his choice. 

An indication of the flexibility of 
the payroll computing operation 
can be gained from the fact that 
it prepares bank deposits for Gen- 















Ford Scientist Cuts 
Glass Radiation Time 


NEW YORK.—A shortcut for 
determining the effects of radio- 
activity on certain materials has 
been developed by Dr. Roderick 
Hines, a Ford Motor Co. scientist. 
The process will be applied to 
glassmaking. 


In a paper presented at the 
annual meeting of the American 
Physical Society, Dr. Hines ex- 
plained that with his method, a 
10-second bombardment of quartz 
or vitreous silica with electrically 
charged atoms of certain gases 
has the same effect on the sur- 
face of the material as a full year 
of exposure in a nuclear reactor. 





eral Electric employes using 500 
different banks; calculates 12 dif- 
ferent taxes, deducts multiples of 
any combination of 90 types of de- 


with Holley engine control systems. 





For more than half-a- 
century — original 
equipment manufac- 
turers for the automo- 
tive and aviation 
industries. 
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ductions and computes payrolls 
using 33 different bases, 
* + * 

ACRE TANCE by Social Security 

of General Electric’s proposal 
to use tape instead of paper elimi- 
nates the preparation of the 900- 
odd sheets and the necessity for 
handling them in Baltimore, 

The computer is capable of run- 
ning 75 inches of tape per second 
with approximately 200 charac- 
ters of information per inch. 

When the tape is received in Bal- 
timore it is put through a computer 
there and the earnings reflected in 
the data are credited to the Social 


+ Security accounts of the individuals 


listed on the tape from General 
Electric. 

Previously it was necessary to 
punch cards for each individual 
name and then to put the cards 
through computing machines. The 
tape method eliminates the punch- 
ing step in Baltimore and cuts 
down on storage space. 


Holley engine control system 


Imagine the power required to lift this plane and cargo of 137% tons into 
the air. Largest transport ever produced, the huge Douglas C-133A is 
equipped with four Pratt & Whitney T34 turboprop engines together with 
Holley R-85 fuel controls. 
In cooperation with engine manufacturers, Holley engineers design, develop 
and manufacture many aircraft engine controls vital to the air defense of 
the U.S. Among them: components for the J-57 engine which powers many 
of the new “century” series interceptors. ‘i 
Additionally, Holley has built carburetors, distributors and heat regulators 
for more than ten million automobiles on the road today. And more than 
half of America’s major truck manufacturers factory-equip their products 


Wherever engine control systems are needed, ‘Holley’s half century of 
design, engineering and manufacturing experience can best meet your 
requirements. 
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HERE’S HOW 


SINCE 1946 WE HAVE ACCOMPLISHED MANY 
THINGS FOR FORD MOTOR COMPANY AND OUR 
DEALER ORGANIZATION. THEY WERE PLANNED 
ACCOMPLISHMENTS. 


As we returned to automotive production in 1946, we were 
optimistic and confident of the future, feeling the nation 
and its economy would grow stronger and expand—and we 
fully intended to grow with it because we were sure that 
the nation would want more new cars than the automotive 
industry could produce at that time. This called for concrete 
plans for immediate action—and a definite program for the 
future. 

In addition to a complete internal re-organization, we 
boldly, embarked on a gigantic building program, realizing 
that 1946 factory facilities could not handle the planned-for 
increase in new car and truck business. 


COMPLETED NEW FACILITIES 
1946 to present 





19 MANUFACTURING PLANTS — 
] ] ASSEMBLY PLANTS 






20 PARTS DEPOTS 


2 PROVING GROUNDS 


And, where practical, we modernized and enlarged thirty 
existing Ford Motor Company facilities—the steel and glass 
facilities at the Rouge, the Buffalo stamping plant, the 
Canton, Ohio, forge plant and others. This made better 
quality production possible, and each plant was better 
equipped to accommodate the anticipated increase in auto- 
motive production. 





WE EXPANDED 


MODERNIZATION AND ENLARGEMENT 
1946 to present 


30 PLANTS AND FACILITIES 


As Ford Motor Company dealers, you were also optimistic 
in your post-war planning. You recognized that new and 
broader markets were developing and continue to develop 
today. 

Consequently you have been expanding your dealership 
facilities to handle the increased volume: service facilities 
are being modernized and enlarged, and new equipment 
purchased. The potential new car market has developed and 
grown rapidly—and so have you. 

What happened is history! Registrations rocketed! With 
the company producing at peak capacity in 1946, our dealers 
sold 399,000 cars—this amounted to 22% of the industry 
total. Contrast this performanee with 1956, when Ford 
Motor Company registrations totaled 1,694,108 cars or 
28.4% of the total market. In °56 we got a bigger share 
of a bigger market! This was the result of careful. 
forward thinking and planning by all of us working together. 
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FORD FAMILY OF FINE CARS 


| CLEARINGHOUSE 


A weekly roundup of news 
and views: of special interest 
to all who sell and service 
Ford, Thunderbird, Mercury, 
Lincoln and Continental 


> No. 19 OF A SERIES 


i TO MEET THE MARKET 


NEW CAR REGISTRATIONS 
1946 to date—projected '57 


(F. M. C. SHARE) 








1946 1950 1956 


Now what of the future? We see in it great opportunities 
for all of us. But we must continually progress in all areas 
to meet this challenge successfully. To do this, we are 
providing separate and distinct divisions for each line of the 
Ford Family of Fine Cars. In addition, plans call for new 
Ford Motor Company industrial facilities to be built well 
into 1959. Sixteen projects are under construction, or 


nearly completed. 


PRESENT CONSTRUCTION 


16 FACILITIES 
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We know, too, you will maintain and strengthen your own 
dealership programs for the future to keep pace with the 
growing sales and service needs of your customers. 

For tomorrow’s market each division of Ford Motor 
Company will have a full line of quality cars—competitively 
priced—and its own fully staffed marketing organizations. 


We will keep on growing together. 





MERCURY 








LINCOLN 





FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD * THUNDERBIRD * MERCURY #¢ LINCOLN ¢ CONTINENTAL 
FORD ‘TRUCKS * TRACTORS * FARM IMPLEMENTS 
INDUSTRIAL ENGINES 
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place of pistons to achieve positive 
displacement action. 
* * + 
IHESE sleeves are assembled 
within opposite cylinder blocks, 

one of which is driven by the input 
drive shaft, while the other is 
driven through the sleeves, A novel 
feature is the pressure loading 
action of the cylinder blocks 
against the opposite ported faces. 

Cylinder blocks are proportioned 
so that pressure in the knee sec- 
tion — acting on the pressurized 
areas — slightly exceeds the force 
created by the pressurized areas 
on the ported sides of the blocks. 

Until recently, Farr pointed out, 
power steering systems had been 
operated by spur gear, vane or 
external-internal gear pumps. The 
new Thompson pump, on the 
other hand, utilizes sleeves in- 
stead of pistons. 

The pumping mechanism is com- 





Uses Hollow Sleeves... 


New Steering Pump 


(Continued from Page 27) 






prised of two cylinder blocks and 
a set of nine hollow sleeves. The 
unit fits in the pump body between 
two end caps, which contain the 
inlet and discharge ports, Each 
sleeve is “bent” to a 30-degree angle 
and fits in a bore of each block so 
that, as one block is rotated by the 
drive-shaft, the sleeves act as con- 
necting links and rotate the other 
block. 
7 + + 

‘Easily Adapted’ 

ESIGN of the pump is said to 

be “easily adapted to pressure 
balancing.” Clearance in the cylin- 
der bores affords a slight leakage 
path, and leakage of oil from the 


Speed Selector Moves 


CLEVELAND. — Speed Selector, 
Inc., has moved into a new, larger 
plant a few miles east of here, This 
is the third move for the 12-year- 
old company. 


discharge port through the bore 
clearance into the “knee” section 
between the cylinder blocks builds 


up the pressure in the knee until}! 


it approximates one-half the dis- 
charge pressure. 

Thus, the pressure drop of the 
leakage path into the knee is ap- 
proximately equal to the pressure 
drop of the leakage path from the 
knee to the suction port, 

With a discharge port in each 
end cap, the end of each cylinder 
block is exposed to discharge 
pressure over about one-half its 
area, while the other half is ex- 
posed to the suction head. This is 
equivalent to an average pressure 
of about half discharge pressure 
acting over the full end-face area. 

Since the knee pressure, acting 
on the other end of the cylinder 
block, also is approximately one- 
half pump discharge pressure, the 
resultant forces on each end of the 
cylinder blocks are equal and the 
block is pressure balanced, Farr 
explained. 

* + = 

HE blocks are held on their end 

faces by a spring-loaded plunger 
in the driven block, which slightly 
overbalances the hydraulic balance 
and assures positive pumping at 
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‘Flying Saucers’'— 
The tiny “flying saucers” held by Dr. 


Sumner B. Twiss, left, and William E. 
Drinkard, Chrysler Corp. engineering divi- 
sion, helped with the development of the 
aluminum radiator which can be seen 
between them. These aluminum discs were 
spun at 12,000 r.p.m. in various corro- 
sive solutions to determine aluminum re- 
sistance to corrosion. The aluminum radia- 
tor is one that Chrysler engineers have 


built and tested during the last ten years. 


starting, even in cold-weather start- 
ing when oil is thick and sluggish. 

“This pump,” Farr declared, “has 
most of the good features of other 
pumps and few of their limitations.” 
Operating at a low noise level, it is 


The bottles come to your back door 
in the morning. Or you take a waxed 
container from the freezer in the food 
store. And think nothing of it...though 
the milk has been cooled, often carried 
considerable distances in glass lined 
trucks, graded, pasteurized, packaged, 
distributed and sold, within forty-eight 
hours after leaving the cow. 

The milk supply of this country is 
one of the least known wonders of the 
moder world, and any appreciation of 
it involves figures rarely found outside 
of the Federal budget or space fiction. 
Try this on for size: 1955 volume of 
milk sold by farmers was equivalent to 
two weeks water consumption of New 
York City . . . 108,528 million pounds, 
or more than 13.5 billion gallons! 

Source of the milk was some 21.2 
million cows. The statistical average 
cow in a year eats from five to six tons 
of hay, corn, grain, feed supplements; 
drinks about 7,000 gallons of water; 
and produces about 2,800 quarts of milk 
—an increase of almost one third in 
the last thirty years. 






Out of this milk crop also came other 
whopping figures—more than 3.5 billion 
Ibs. of evaporated and condensed milk 
and 1.2 billion Ibs. of dry milk solids; 
plus 1.4 billion Ibs. butter, 1.3 billion 
Ibs. cheese, and 697,420,000 gallons of 
ice cream and ices! 

One more figure brings all the figures 
into focus ... Farmers’ sales of milk and 
cream to plants, dealers and at retail, in 
1955 amounted to $4,154 million—of 
which some 44% was earned by farm 
subscribers of Successful Farming 

Tue SF subscribers are also 
volume producers of other ; 
items—account for some 53% 
of the corn harvested for grain, 
57% of the hogs, 38% of cattle . 


and calves, 33% of the poultry “Sie 


products sold. Three in four are in the 

top 39% which gets 88% of the national 
farm income. They represent 42% of all 
farms earning $10,000 or more. In fact, 
their average 1955 cash income from 







The big Moo... 


farming alone was in excess of $10,000! 

SF farmers are still making money, 
and spending it—continue to remodel 
and repair homes; install new kitchens, 
bathrooms, heating plants; buy new 
furniture, furnishings, major appliances; 
take vacations and send their kids to 
private schools. They are an $11 billion 
market—equal to a national suburbia! 

And there is no more effective way 
of reaching them than by SuccessruL 
Farminc. The circulation is limited, 
selective—1,300,000. But there is 
no substitute for its influence 

in any other medium. Because 

for fifty years, SF has been 
helping this country’s best 
farmers make more money and 
helping farm families to live better. 
No money spent for media buys 
more reception and response! 

To balance national schedules where 
general media run thin—and find more 
sales in 1957—you need SuccEssFruL 
Farminc. Any SF office can show why! 


MerepitH Pusiisninc Company, Des Moines... 
with offices in New York, Chicago, Detroit, Philadelphia 


Cleveland, Atlanta, San Francisco and Los Angeles. 
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said to be capable of high preg. 
sures above 2,000 pounds per square 
inch. 

Volumetric efficiency and over. 

all efficiency are described gg 
“unusually high.” The pump is 
claimed to exhibit excellent low. 
speed pumping characteristics, 
with the capability of maintain. 
ing high pressures and high voly. 
metric efficiencies at very low 
speeds; yet, Farr stated, “it hag 
practically no high-speed limit.” 

According to Farr, “there are 
practically no bearing loads, the 
cylinder blocks being run with 0.093 
to 0.007 inch clearance in the die. 
cast housing. Running clearance of 
the 7/16 inch diameter sleeves jg 
held within a tolerance range of 
0.002 inch, and end clearance of the 
cylinder blocks is maintained by 
pressure balance and “not by cloge 
machining dimensions.” 

© * = 

Cost Is Kept Low 
— extreme precision is not 

required, the manufacturing 
cost is said to be “relatively low’— 
while the free-running clearances 
and lack of radial loads contribute 
to long pump life. 

Farr cited results of tests in 
which these power steering pumps 
have been run on 50,000-mile car 
endurance tests and “have shown 
no drop in oil flow and no adverse 
wear within the pump mechanism.” 

With suction and discharge 
ports available at both ends of 
the pumping mechanism, the 
sleeve pump may be designed for 
a variety of positions of outlet 
and inlet connections. Farr indi- 
cated that this type of pump finds 
its most suitable applications in 
automotive power steering and 
central hydraulic systems and 
tractor hydraulic steering and lift 
systems. 

In regard to oil flow control, Farr 
explained that all presently used 
automotive power steering systems 
are of the “open center” type. The 
fluid flows from the pump through 
an open-center valve, which directs 
oil to one end or the other of a 
power cylinder or back to the 
pump. It is desirable that oil flow 
be nearly constant regardless of 
variations in pump speed. 

= = > 


iownvan, steering pumps are 
belt-driven from the crankshaft 
either directly or through the gen- 
erator shaft. This results in vary- 
ing pump speed, which causes vary- 
ing discharge from the basic pump 
mechanism. 

It is, therefore, necessary to util- 
ize flow control and pressure relief 
valves to bypass excess flow within 
the pump and limit actual flow 
through the system to the desired 
constant rate. 

In the Thompson sleeve pump, 
a combination flow-control and 
pressure-relief valve is built into 
the pump. This allows a prede- 
termined rate of discharge from 
the outlet at all speeds and pres- 
sures, since the excess oil is by- 
passed within the pump. 

As soon as the specified rate of 
flow is attained, excess oil returns 
to the reservoir or to the pump 
suction port. When higher engine 
speeds raise the pump speed, the 
additional rate of discharge from 








the basic pump mechanism merely 

causes greater flow through the 

passages and back to the reservoir. 
. * * 


Pump Roundup 


N ADDITION to detailed design 
information on the power steer- 
ing pump, Farr’s article will in- 
clude comprehensive technical dis- 
cussions of positive-displacement 
pump design considerations and 
efficiency. 

Also covered in detail are such 
engineering aspects of the subject 
as -hydraulic systems and fluids, 
and descriptions of varied pump 
types, including spur gear, external- 
internal, vane, plunger and axial 
piston. 


Goodyear Chief Engineer 
Wins Litchfield Award 


AKRON. — Mart B. Riggs, chief 
engineer in automobile tire develop- 
ment at Goodyear Tire & Rubber 
Co., has been awarded the P. W. 
and Florence B. Litchfield Award 
of Merit for the most outstanding 
suggestion for the year 1955. 

Riggs received Goodyear’s top 
suggestion award of $2,500 in De- 
cember, 1955. The suggestion con- 
cerned a new type machine used in 
tire production. Faster and simpler 
to use, it makes a myriad of small 
tread cuts to improve traction. 
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‘Gurysler, Ford Switch to Paper... 


Oil-Bath Air Cleaner Dying 


(Continued from Page 27) 
state of flux.” Thinking underlin- 
ing the possibility that the pre- 
dominant GM choice could well 
be something other than the pa- 
per type which is preferred by 
the rest of the industry is typi- 


“We fully appreciate the merits 
of the paper element, but I con- 
sider the hog’s hair filter to be a 
better compromise.” 

The hog’s hair element is making 
its first appearance this year on 
Pontiac’s Bonnéville fuel-injection 
model. It also had been slated for 
use on the injection version of the 
Eldorado Brougham engine. This 


application was postponed by Cad- 
illac’s decision to hold off on pro- 
duction release of the Brougham 
injection system. 

It may be anticipated that 1958 
models should see full-scale emer- 
gence of the hog’s hair element as 
an important factor in the air- 
cleaner field, with the possibility of 
growing acceptance during the next 
several years. 

” + * 
Hog’s Hair Filter 
Vies with Paper Element 
— by Martin J, Case- 
rio, AC’s director of engineering 
and equipment sales, as “a new type 
of automotive air cleaner with max- 


imum filtering efficiency in a small 
space,” the unit uses filtering mate- 
rial consisting of curled hog’s hair 
fibers bonded with nitrile latex, a 
synthetic rubber compound. 
“Millions of tiny 
pockets are 
formed between 
the fibers to trap 
dirt before it en- 
ters the engine,” 
Caserio said, 
While describing 
the new unit as 
suitable for any 
car engine, Case- 
rio declared that 
its compactness 
“makes it particu- 





M. J. Caserio 


larly adaptable for fuel injection, 
since limited space is available un- 
der the hood for an air cleaner.” 

Explaining the current flurry of 
air-cleaner development activity, 
Caserio said: “The need for a 
change in the air-cleaner and si- 
lencer construction became evident 
as the stylist continued to impose 
lower hood lines.” 

Keeping pace with demands of 
the original equipment and re- 
placement markets, AC has intro- 
duced two new types of air clean- 
ers, One is the so-called paper air 
cleaner, which is constructed of a 
resin - impregnated paper with 
plastisol and seals, 

According to Caserio, this unit 
has a higher initial efficiency and a 
shorter life than the oil bath. -“Of 
necessity,” he said, “it becomes a 
replaceable type.” 


The other AC development is the} Co 


bonded hog’s hair element, which 
reportedly has shown favorable re- 
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sults in Arizona road dust tests. 

“The life of this element is some- 

what longer than the paper type, 

although its initial efficiency is just 

slightly lower,” Caserio asserted. 
* 


Win its present product lineup, 
AC offers a choice of either pa- 
per, hog’s hair, oil bath or the alu- 
minum mesh oil-wetted type of air 
cleaner. 

Contrasting with the multi- 
pronged approach along diverse de- 
velopmental paths as exemplified 
by the thinking of AC air-cleaner 
specialists and GM automotive engi- 
neers, is the apparent concentration 
of passenger-car air filter efforts on 
dry-type paper elements at Ford 
Motor Co., Chrysler Corp. and such 
major suppliers as Fram Corp., Pur- 
olator Products, Inc., and Bendix- 
Skinner division of Bendix Aviation 


rp. 
“Paper” actually is an unfortu- 
(Continued on Page 40, Col, 1) 


New Passenger Car Registrations, 12 Months’ Total, 1956-1955 
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and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability by reason of 
inaccuracies or omissions.’’—R. L. Polk & Co, 
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“The contained in this report has been compiled from official state 
extent of the registrations received 
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Precaution has been exercised to insure accuracy of this report to the 






















Follow the mailman. Siop at the houses where he 
delivers TIME. And it’s no coincidence at all that you'll be 
saying “‘hello”’ to the people who bought your new cars last year, 
the people you’re selling cars to this year, the people ‘you con- 
tinue to call your customers year after year. 
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TIMEtown, U.S. A. wants more, buys more, uses more 
and enjoys more than any other town anywhere. And what 
will interest you most of all is the way it feels about cars. 


Practically every TIMEtown family owns a car today— 
and a great many TIMEtown families own two or three. 


Even more to the point, TIMEtown buys its cars new and 
often, drives’them hard and far. 


Although it is not true that TIMEtown families throw 
their cars away when the ash trays are filled up, they form 
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the biggest concentrated market for new cars available any- 
where in the world today. 


What a franchise! And who owns it? You do. 

For the manufacturer you represent has given you this 
matchless franchise by advertising in TIME. Week after 
week, the mailman strengthens the link between you and 
your best customers as he delivers that red-bordered magazine. 


Want to prove it? Follow the mailman as he delivers 
TIME. He’s calling on your best customers. 


TIME ...a great 
advertising medium 





FLOOR MAINTAINER — A lightweight 
floor maintainer, the Clarke FM-12, has 
been introduced by Clarke Sanding 
Machine Co., Muskegon, Mich. The FM- 
12, with 12-inch brush diameter, is said 
to weigh 31 pounds. It is equipped with 
a new %-h.p. constant duty motor and 
has interchangeable attachments for wax- 
ing, scrubbing, polishing, steel wooling 
and buffing. The power unit is equipped 
with lifetime lubricated ball bearings and 
precision matched gears including a syn- 
thane silencing gear for quiet operation. 
it has exceptionally high starting torque 
and runs at rated brush speed on any 


15 amp. circuit, it is claimed. 
>: oi 


AIR CONDITIONER — A compact Mo- 
Por air conditioner has been marketed by 
Parts Division, Chrysler Corp., P. O. Box 
1718, Detroit 31, Mich. The unit is said 
to ft all 1957 model Plymouth, Dodge, 
DeSoto and Chrysler cars. Designed to 
be installed under the instrument panel, 
the evaporator is 154% inches long, 7 
inches high and 12% inches in depth, 
end weighs 16¥% pounds. It features a 
plastic grille and fiber glass insulation. 
The compressor is mounted on the engine, 
with condenser mounted ahead of the 
engine. 


BRUSH ATTACHMENT—Handling Devices 
Co., inc., 43 Peari St., Brookline 43, Mass., 
has announced a brush attachment 
designed for use with the Floormobile 
suction floor cleaner. The brush is said 
to be used in applications where it is 
necessary to loosen sticky materials or 
powder film residue from the floor before 
it can be lifted into the air stream by 
suction. 


* a « 
Bar’s Leaks Solution 
‘Homogenized,’ Firm Says 
Bar’s Leaks, automobile cooling 


system solution, has been “homo- 
genized,” according to Fred Burton, 
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president of the Bar’s Leaks or- 
ganization. 

With the new product, Burton 
said, the user merely “shakes and 
pours” in applying it to the auto 
radiator. Previously, he said, it was 
necessary to add water and mix 
vigorously with a screwdriver or 
other instrument. 


ANGLE WRENCH — A gear right angle 
wrench, said to be the answer to countless 
problems in turning inaccessible nuts and 
bolts on motive and stationary engines, 
has been marketed by National Reechet 
Co., 2093 E. 19th St., Cleveland, O. Aces- 
sibility is accomplished through the use 
of the Reechet geared-head patented 
wrench which not only gets around the 
obstruction, but multiples the power ap- 
plied by 200 percent, it & claimed. 


HYDRAULIC LIFT — Blackhawk Mfg. Co., 
5325 W. Rogers St., Milwavkee 46, Wis., 
has introduced the 1957 model of its 
hydraulic one-end lift, the 1%-ton $J-25 
Service Chief, with a variety of features 
thet enable it to lift all 1957 cars by 
bumper, brackets or pads, it is claimed. 
To accommodate the different style 
bumpers, tail pipes and extreme widths of 
some new cars, the unit's lifting arms 
now close to 14 inches and extend to a 
full 48 inches. A universal saddle, meas- 
uring 5 by 5 inches, has been incorpo- 


rated in to the lift. 
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FUEL REGULATOR — To meet specific 
needs of the many types of gasoline 
engines, the Filt-O-Reg fuel pressure regu- 
lator is being packaged in two styles, 
according to Alondra Sales, inc., 959 
Crenshaw Bivd., Los Angeles 19, Calif. 
They are (1) a combination fuel pressure 
regulator and fuel filter all in one unit, 
and (2) straight fuel regulator with screw 
plug. Both styles are available in three 
models. They are (1) standard 2 psi model, 
(2) heavy-duty 3 psi model, and (3) special 
% psi model. The units are designed to 
stop flooding, stalling, hard starting and 
fuel waste due to over-pressure conditions 
ot the carburetor, it is cdaimed. 


SERIES-PARALLEL SWITCHES — A line 
of heavy-duty series-parallel switches, fea- 
turing both 12 and 24-volt models, has 
been announced by the Leece-Neville Co., 
1374 E. 51st St., Cleveland 3, O. The 
units make possible the use of 24 volts 
for the starting motors on vehicles and 
engines having 12-volt electrical systems, 
it is claimed. They are applicable to 
trucks, buses, tractors and other off- 
highway equipment, industrial, marine 
and railroad engines with cranking mo- 
tors up to 20 horsepower and generating 
systems up to 100 empores. 


BLOWER ATTACHMENT — The Fangard 
No. 226 is an attachment designed for 
portable electric blowers produced by Ace 
Co., 112 W. Washington St., Ocala, Fla. 
Used in connection with other available 
suction attachments, the Fangard is said 
to convert Ace blowers into limited capac- 
ity tank type industriel yecuum cleaners. 


CAR WASHER — An All-purpose cor 
washer that is shipped completely assem- 
bled for installation has been marketed 
by Wohlert Corp., Lansing 5, Mich. One 
man can wash 27 to 60 cars a day with 
this cor washer, with a car ready for 
delivery in 10 minutes, it is claimed. In 
operation, the spray moves around the 
car automatically, making a complete cir- 
cuit in 1%, 2% or 34-minute cycles. 
Said to be ideal for use in service stations 
and by fleet and car dealers, the unit is 
50 inches wide end 196 inches long. 


LICENSE PLATE CLAMP — A license 
plate clamp designed to fit on the bumpers 
of all cars has been marketed by R. E. 
Rodgers, P. O. Box 5114, Philadelphia 41, 
Pa. Pressure supplied by two springs holds 
the cadmium-plated domp to the bumper. 


Wholesale Price Guide 


Lists New-Car Costs 


“The Official Automotive Whole- 
sale Cost Index for 1957” has been 


published by Automotive Publish- 
ing Co., 310 Lakeside Ave. West, 
Cleveland 13, O. Ray Chamberlain 
is sales director. 

The book is said to provide cost 
comparisons of all 1957 models, 
classify dealers’ basic costs accord- 
ing to model and detail the whole- 
sale cost of accessories and equip- 
ment. 


LUGGAGE CARRIER — The Roll King 
TrunKarrier fits on the rear deck of any 
model automobile where it is said to be 
more convenient for carrying luggage, 
parcels, groceries or spare tire, as well as 
for sports or camping equipment. The 
unit does not interfere with raising the 
trunk lid, being attached to the lid it- 
self either with suction cups or straps, or 
permanent mounting, it is claimed. A. J. 
Industries, Corp., 540 S. Second St., Dela- 


van, Wis. 
* » x 
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VISOR ATTACHMENT — U. S. Associ- 
ates, Inc., Los Angeles, Calif., is packaging 
a car-visor attachment that holds ciga- 
rettes, tissues, a mirror and other articles 
in a folding carton that clearly displays 
the product while protecting it from shop 
weor and breakage. The carton is pro- 
duced at the folding carton plant of 
Robert Gair division, Continental Can Co., 


Los Angeles, Calif. 
>_>. 


Rubber Cleaning Solvent 


Camel Rubber Cleaning Solvent, 
designed for use in cleaning the 
area around tube and tire injuries 
both before and after buffing, has 
been added to the line of products 
produced by H. B. Egan Mfg. Co. 
Muskogee, Okla. The solvent is said 
to remove grease, mold lubricant 
and other foreign matter, insuring 
a thoroughly clean surface to make 
a perfect bond of the patch to the 
repaired article. 
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TUBELESS TIRE—The Lee Ultra Deluxe Ny- 
lon Tubeless, marketed by Lee Rubber & 
Tire Corp., Conshohocken, Pa., is said to 
offer greater protection against blowouts, 
punctures and flats; increased traction; 
higher mileage; driving comfort, and quiet 
operation. Nylon cord used in carcass 
of the 14-inch tire is said to be elec- 
tronically prestretched to maximum 
strength ‘to prevent impact and bruise 
damage. The inside of the tire is lined 
with a double-layer of soft rubber which 
closes tightly around puncturing of ob- 
jects, sealing them off, preventing loss of 
air, it is claimed. 


TIRE CHANGER—The 1957 model of 
Salsbury Cam-Lok Tiremaster fire ch 
featuring five improvements, has 
marketed by Salsbury Corp., 1161 E. Figg 
ence Ave., Los Angeles 1, Calif. Featury 
are said to include reversible gripper 
blocks to hold ‘57 Ford, Mercury ond 
Chevrolet wheels without marring pain 
lower adjusting block plate pins provide 
adequate clearance with new-style wheely 
heavy-duty hammer-lock handle; com 
brake prevents cam from rotating whes 
wheel is locked; welded steel supporting 
members for rigid support. Unit handles 
all size wheels from 14 to 17 inches with 


out use of adapters. 
. .s 2 


WHEEL BALANCER — The Alemite Elec 
tronic Balancer, designed for balancing 
all sizes of car, truck and trailer wheels, 
has been marketed by Alemite Division, 
Stewart-Warner Corp., 1826 Diversey 
Pkwy., Chicago 14, Ill. The unit is said 
to balance wheels on the car, and without 
removing hub caps or fender skirts. Meter 
indicates the amount of unbalanced and 
strobe light shows where to place weight. 

ae 


SPARE TIRE COVER—A spore tire cover 
that matches the trunk mat in 1957 cans 
is being distributed by Mats Unlimited, 
Danville, Ill. Known as Hide-a-Spare, the 
unit is designed to slip over the spare 
tire, and is said to prevent soiling and 
scuffing luggage. Handy pocket (on most 
models) keeps tools and other items from 
rattling and getting misplaced, it is 
claimed. 


PARTS BINS—Transparent Add-A-Bins 
for small parts have been introduced by 
Dorman Products, Inc., Cincinnati 2, 0. 
The drawers are made of crystal-cleor 
transparent plastic which slide into the 
5-inch-long by 2%-inch-wide by 2'%-inch- 
high patented interlocking steel shell that 
can be built into a storage bin unit of 
any size or shape. Add-A-Bins contain 
cap screws, nuts, washers, cetter pins 
sheet metal screws, and other Dorman 
products. Also available empty, through 
automotive parts wholesalers. 
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Two Signalclips | ‘ = Take a look at 
OVER the ignition : = | the screen — there’s 
the engine fault... 





Set the tach 
switch for number 
of cylinders.. 
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Chrysler, Ford Switch to Paper . . . 


Oil-Bath Air Cleaner Dying 


(Continued from Page 35) 

nate choice of the word for media 
in the new air cleaner elements. 
This particular type of “paper” is a 
special form which required inten- 
sive research and testing in both 
laboratory and field service. 

Essentially, it consists of spe- 
cially processed resin-impreg- 
nated cellulose in the form of a 
membrane having a high degree 
of porosity combined with the 
ability to filter out minute par- 
ticles from the air stream. The 
“paper” also is treated with sili- 
cone compounds for water repel- 
lancy —and, in some instances, 
with another chemical that im- 
parts flame-resistance to with- 
stand the effects of backfires. 

Commenting on the significance 
of recent air-cleaner design trends, 
B. Gratz Brown, director, Dexter 
Engineering division, Fram Corp., 
said, “With the advent of the 
pleated paper filter, the idea of a 
replaceable element has, for the 
first time, been successfully com- 
bined with high efficiency. 

“In normal operation and with 





proper servicing,” he continued, “it 
now is possible to do a filtering job 
that is so effective that there will 
be only a negligible amount of wear 
for the life of an engine.” 

* + 7 


Ae to the superiority of | 


the paper air cleaner over the 
oil-bath type in comparative wear 
tests, Brown cited a typical test in 
which the top compression ring gap 
increased 0.068 inches and the cyl- 
inder bore increased 0.0046 inches 


at a critical point near the top of | 


the block. 

For a similar test using the) 
pleated paper air filter, both wear 
figures were less than 10 percent of | 





Mini-Mite Set Screws 


BARTLETT, Ill.—Mini-Mite Nos. 
0, 1, 2 and 3 set screws, in socket, 
socket cap and slotted styles and 
in a variety of points have been an- 
nounced by Set Screw & Mfg. Co. 
They are designed for use in minia- 
turized equipment such as servo- 
mechanisms and electronic equip- 





ment. 
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the values obtained with an oil-bath 
unit. Top compression ring gap in- 
crease was 0.005 inches and cylinder 
bore increase 0.0003 inches, 

Expressing a view shared by a 

number of others, Brown referred 
to the oil-bath cleaner design di- 
lemma involved in the need for 
low-speed oiling of the filter ele- 
ment in a unit which also avoids 
high-speed pullover of the oil into 
the carburetor throat. 

“Because of limited vertical space 
(due to lower hood lines) and high 
air flow requirements, you can’t do 
both,” Brown declared. For today’s 
air-cleaner needs, he regards the 
oil-bath type as unsatisfactory be- 
cause of the design and perform- 
ance compromises necessary to 
avoid high-speed oil pullover into 
the engine. 

Filter efficiency in removing dirt 
particles from the incoming air 
stream, pressure drop across the 
filter, variation of efficiency with 
engine speed or air flow and the 
effect of dust buildup on filter effi- 
ciency and pressure drop are other 


, 





Filter Dis-Assembly— 

Components such as _ flame-arrestor 
screen, pleated paper filter medium, plasti- 
sol end seal and paper-retaining screen 
are shown in this dis-assembly view of 
the Fram filtronic carburetor air cleaner 
cartridge. 

. «& 

important criteria used to evaluate 


air cleaners. 
* * = 


Unhampered Air Flow 
Demanded by Engine 
Rowe explained that unre- 
stricted air flow to an engine is 
necessary to assure efficient opera- 
tion and delivery of rated power. 
The engine’s air flow, in turn, is a 
determining factor in air-cleaner 
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design because it establishes the ajp 
flow range and the amount of dirt 
the air filter must handle. 


A carbureted engine has an air 
consumption which is dependent on 
its displacement, volumetric eff. 
ciency, operating speed and throttle 
opening or load. Basically, « four. 
stroke cycle engine has an air flow 
requirement which is almost exactly 
proportional to the indicated horse. 
power it develops. 

Translating this relationship in 
terms of the more commonly used 
brake horsepower terminology, 
the proportion still remains ap. 
proximately true. For example: 
at the speed (r.p.m.) correspond. 
ing to maximum power, a 10 
horsepower engine requires ap- 
proximately 180 cubic feet of air 
per minute, while a 250-horse- 
power engine has a capacity of 
approximately 450 cubic feet per 
minute. 

These figures were cited by 
Brown to illustrate the change that 
has occurred in the last few years 
and to show the large increase in 
air flow that must be handled by an 
air cleaner for the present-day 
engine. 

Opinions differ somewhat on the 
important question of initial effi- 
ciencies of various types of filters 
at rated air flow. Representative 
values place original efficiency of 

|the paper element at 98 to more 
| than 99 percent, the oil bath at 96 
lor 97 percent maximum and the 
conventional oil-wetted type at a 
much lower level of about 70 to 80 
percent initial efficiency. 

Air-cleaner engineers, such as 
Brown at Fram and Walter Kasten, 

|chief en gineer, Bendix-Skinner, 
| point out, however, that it is the 
| “inefficiency” that is most impor- 
tant in any comparison, since this 
|is the figure that is proportional to 
the quantity of dirt passing through 
the filter and causing engine wear. 
> * > 


— goal is an “efficiency that is 
as high as practical without 
causing too high a restriction or too 
low a dust capacity.” Both Brown 
and Kasten explained that the 
benefit derived by an increase from 
96 percent to 98 percent efficiency 
can be visualized better as a de- 
crease from 4 percent to 2 percent 
in inefficiency, allowing only half 
as much dirt to enter the engine. 

Since the modern, high-powered 
automobile operates most of the 
time in the range of low horse- 
power and low air flow, the rela- 
tionship between air cleaner effi- 
ciency and engine speed or air flow 
is of vital importance. 


In this respect, the paper element 
is conceded an advantage over the 
oil bath type. As engine speed falls 
off from maximum rated r.p.m., the 
paper element filtering efficiency 
holds uniform or increases slightly, 
while the oil bath cleaner efficiency 
typically declines sharply to a value 
in the range of 80 to 85 percent at 
traffic speeds of 20 miles per hour. 

The need for air cleaner effi- 

ciency at low rates of air flow is 
shown by the fact that an idling 
engine consumes only about 10 
cubic feet of air per minute, while 
an automobile at a constant road 
speed of 50 miles per hour may 
be using only 50 cubic feet per 
minute. 

Extent of the air cleaner design 
problem is realized when it is un- 
derstood that these low-level air- 
flow ranges must be handled effec- 
tively in a unit that also has a max- 
imum capacity which, in some 
cases, approaches or exceeds 500 
cubic feet per minute. 

On the question of relative effi- 
ciencies for the various types of air 
cleaners as mileage builds up with 
increasing time in comparable serv- 
ice conditions, data from different 
sources varies in detail—but there 
is general agreement on character- 
istic trends. 

Typically, in actual service, the 
paper element efficiency will remain 
constant or increase slightly, while 
the original efficiency of the oil- 
bath unit drops off gradually and 
that of the conventional oil-wetted 
type decreases more rapidly from 
an initial value lower than the other 
two. 

* * 7 

IR-CLEANER engineers rate the 

particle-size _ specification 
equally as important as the effi- 
ciency. (A 90 percent efficient filter 
will stop 90 percent of the dirt 
thrown against it—but this specifi- 
cation alone is incomplete without 
information on the diameter of the 

(Continued on Page 49, Col. 1) 






7} 




































— 












rela- 


flow 


nent 

the 
falls 

the 
oncy 
ntly, 
ncy 
alue 
t at 
our. 


is 
ing 

10 
ile 


Der 


sign 
un- 
air- 
fec- 
\ax- 
yme 


pffi- 


vith 
rv- 
ent 
ere 
ter- 


the 
ain 
nile 
oil- 
and 


om 
her 


the 
ion 
»ffi- 
iter 
lirt 
‘ifi- 
out 
the 

















genta 


—_—_»—— 














Market Trend 


A decline of $5 marked the 
overall average price of used cars 
sold at wholesale auction last 
week, according to Automotive 
News’ index. The new average 
was $975. 

Two models, ’53s and ‘51s, re- 
mained unchanged from the pre- 
vious week’s price averages. 

The price of 56s went up $11, 
while ’52s climbed $4. 

Setbacks included $3 on ’54s, $5 
on 50s, $13 on ’55s and $39 on ’57s. 
None of the losses was severe 
enough to result in a new low. 

At a group of representative 


averaged 167.1 
cent, compared 
a week arlier. 


terisk indicate 


power steering. 
= 





| Super Riviera, $2,285*° (ps), $2,250° (ps) ; 
RM Riviera, $2,235* (ps); 


era, $2,175* (ps), 


auctions last week, consignments | 
with 164.4 the previous week, 
The sales ratio was 70.6 per- 
Prices marked with an as- 


with an automatic transmission 
or overdrive and (ps) indicates 






era, $2,040*, 
. 
units, compared seers A 


era, $665°. 
with 722 5 t 480° (ps), 
(ps). 
$3,650* 


a unit equipped 


(ps). 
CHEVROLET — 
wagon, $2,600*, 


$2,015*, 


CADILLAC—’57 (62) 
$4,900* (ps); 
"56 

(ps), 


"54 


Super Riviera, $1,590* 


Special Riviera, $1,190*. '53 Super Rivi- 


2 at $1,965°, 
$1,945*. 55 Century Riviera, $1,- 
(ps). 


ray 





2 at 
"4 


sedan de Ville, $5,- 


(62) 


(62) 


$2,475*; 


coupe de Ville, 
coupe, $3,900 
$3,490° 


(60) 


. "55 Eldorado conv., 
coupe, $2,335° 


'57 Two-ten (8) station 
Two-ten (6) 2- 


dr., $1,890. ’56 Bel Air (8) conv., $1,995° 


$2,360*; 4-dr., 
Regis, $2,080*; 


Century Rivi- 


$2,100°; Special Rivi- 


St. Regis, $2,825* (ps) ; 
$2,225° (ps). 
4-dr., 


* * (ps); Two-ten (8) 4-dr., $1,536, $1,525. 

55 Bel Air (6) Sport coupe, $1,370*. °53 

LITTLETON, COLO. Two-ten 4-dr., $675°, $635°. ‘50 4-dr., 
(Colorado Auto Auction, Sale every Mon- $165. 

day. Prices are for sale of Feb. 11.) CHRYSLER — ‘57 NY Hardtop, $4,065* 

BUICK—’57 RM Riviera, $3,475* (ps). "56 (ps); Sport sedan, $3,835*° (ps). '56 NY 


Windsor Hardtop, 
’55 NY St. 


$1,980° (ps), $1,- 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of "56s added and ’48s dropped in November, 1955. Prices of '57s added and '49s dropped in November, 1956. 
Figures alongside bars represent dollars. 


840° 
(ps), 


Windsor Newport, $1,735* 
$1,705* (ps). 
DeSOTO—’57 Firesweep Hardtop, $2,920*. 


(ps) ; 


DODGE—’57 Royal (8) 4-dr., $2,575*; Cor- 
onet (8) 2-dr., $2,335. °56 Royal (8) 
a $1, 965°. "55 Royal (8) 4-dr., 
$1,200 

FORD — 57 Country sedan, $2,650°, $2, 
535° (ps), $2,305; Fairlane (8) 500’ Vic- 
toria, $2,525°, $2,475* (ps), $2,475*, $2,- 
425; Custom (8) 300 2-dr., $2,045. ‘56 
Country sedan, $1,920*; Fairlane (8) 
Victoria, $1,840°; Ranch Wagon, $1,580; 
Custom (8) 2-dr., $1,305, $1,300. °55 
Fairlane (8) Crown Victoria, $1,550*; 
4-dr., $1,290, $1,190; Country sedan, $1,- 
395°. °54 Country sedan, $1,170*; Crest 
(8) 4-dr., $980° (ps). 

HUDSON—’55 Hornet (6) Hardtop, 
450°; Custom (8) 4-dr., $1,375* (ps). 
Wasp 4-dr., $145. 

LINCOLN—'56 Premiere Hardtop, $3,225* 
(ps); 4-dr., $3,080° (ps). 


$1,- 
"52 


MERCURY—’'57 Monterey Sport sedan, $2,- 








i—Carroll K 
Denver: SUnset 1-7821 
Wire Colorado Auto Auction FAX 
Denver, Colo. 


Auctioneers: 
Colonels Johnny Wood and Dean Davis 
All cars paid for by our own check through 
The Bank of Denver 








DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 


6% S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We issue Auction Checks and Guarantee Titles 








MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 


Burden-Dudley-Caswell 
Sale every Tuesday at I! A.M. 
Phone Sherman 4-3263 





| 


CONNECTICUT 





NEW ENGLAND'S OLDEST AND BEST 


10 YEARS CONTINUOUS OPERATION | 


Sale Every Wednesday at 11:00 


SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 





ILLINOIS 





Charlie Thale’s 
QUINCY AUTO AUCTION 
10 years old 
3220 Broadway (Ill. Hwy. 104) 
Quincy, lil. (U. S. Hwy. 24) 
EVERY MONDAY 
Checks Guaranteed 
© 


IOWA 





TOM FLETCHER’'S 


DES MOINES AUTO AUCTION 
lowa's Oldest Auto Auction 
In the Heart of the Clean Car 
4701 S.E. 14th Des Moines 15, 
Phone ATlantic 2-8353 
Sale Every Thursday — 12 Noon 
Guaranteed Titles and Checks 


eet ee 


MASSACHUSETTS 





PEABODY AUTO AUCTION, 
INC. 


For Dealers Only 
Checks and Titles Guaranteed 


Auction Every Thursday at 11 A.M. 


Joseph Herbert 





| 

Newburyport Turnpike, U. 5. Rt. 1 
‘est Peabody, Mass. 

| 


Jefferson 1-7500. 
Phillip Glick 











MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 

Phone Franklin 1-3845 


mCweAN SALES EACH TUESDAY 
: AND FRIDAY 
GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half mile west of Grandville, Chocks end Titles Guavantecd 
Mich. Owned and Operated by 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 


Auctioneer: Col. 


“Michigan's Best" 
Phone: ARdmore 6-4720 





WwW. E. “Bill” Nagy 


BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only! 
Operating Since 1946 





| 








AUTO DEALERS AUCTION, 
INC. 


Friday is Sale Day in Kansas City, Mo. 
Auction Company Checks to Sellers 
Gvaranteed Titles to Buyers 


Bob Ring—Owner Fred Reed—Mgr. 
Open 6 days a week. Sale Friday 10:30 A.M. 


6200 Independence Hy 3-7470 
Auctioneers 

Geo. Workman Phil Spurgeon 

Jack Erwin Jr. Whitman 


Checks and titles guaranteed 


MISSOURI 


MICHIGAN 


8 Years Old 


MELVINDALE, MICHIGAN 


Conveniently located Y mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 
19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 


NEW YORK 


Detroit's Barometer 
APTCO AUTO AUCTION 


Phone Dunkirk 3-0150 

















NEW YORK CITY'S 


SKYLINE pc eens 
AUTO AUCTION || MURFREESBORO—Don Kelly Auto 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 








NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, N. Y. 
Every Monday — I! O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Insured 
Checks and Titles (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 





|MONTPELIER AUTO AUCTION CO. 


| 


MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MiSs” 


Your Good Willi—Our Most Valuable Asset 
On U. S. Rowte 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
Manheim. e 


ie 


On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 





JOHNSON AUTO 
AUCTIONS 
Lawrenceberg, Tenn.—Tuesday 

Huntsville, 


Ala.—Friday 
100% Insured—wNeo Registration Fee 


41 


875* (ps). ‘56 Monterey 4-dr., $1,900* 
(ps), $1,790*, °55 Custom Sport coupe, 
$1,375, '54 Monterey station wagon, $1,- 
340; Sport coupe, $950*; Custom 2-dr., 
$920. ’°53 Custom Sport coupe, $695. 
OLDSMOBILE—’57 (88) Holiday, $2,840*. 
'56 (88) 4-dr., $2,150* (ps). °55 (98) 
conv., $1,875* (ps); (88) Super Hardtop, 
$1, 860° (ps). "53 (98) 4-dr., $985* (ps); 
2-dr., $865*. '561 (98) 4-dr., 
PACKARD—’54 4-dr., $605" 
dr., $285*. 
PLYMOUTH—’57 Belvedere (8) 
400*; Plaza (6) 2-dr., $1,795. 
(8) 4-dr., $780*. 'S4 Plaza 
$755*; Savoy 4-dr., $625. '53 Cranbrook 
4-dr., $440. '50 Deluxe 4-dr., $115. 
PONTIAC—’57 Chieftain (8) 2-dr., $2,- 
400*. '56 Star Chief (8) Catalina, $2,- 
010*, $2,000° (ps); 4-dr., $1,925*; Chief- 
tain (8) Catalina, $1,500°. "55 Chieftain 
(8) station wagon, $1,555*. '54 Star Chief 
(8) Catalina, $1,360* (ps). 
STU DEBAKER—’56 Commander 4-dr., $1,- 
465; 2-dr., $1,400*. '55 Commander 2-dr., 
$1,480, °55 


$1, 005*, 
‘51 station wagon, 


4-dr., ome 
55 Plaza 
Suburban, 


WILLYS—’56 station wagon, 
station wagon, $1,295. 
$3 


00. 

MISCELLANEOUS—’57 Willys %-ton pick- 
up, $2,095, $2,020. '55 Chevrolet %-ton 
Pickup, $825°. ‘54 Dodge %-ton pickup, 
$725; Chevrolet 1-ton pickup, $705. '52 
Chevrolet %-ton pickup, $485. '48 Chev- 
rolet 2-ton truck, $265. 


CHICAGO 


(Arena Auto Auction, Sale every Tues- 
day. Prices are for sale of Feb. 12.) 
(Sold 261 cars out of 389 offerings.) 
BUICK—’56 Special Riviera, $2,100* (ps); 
2-dr., $1,615. °55 Super conv. $1,825° 
(ps): Riviera, $1,635* (ps), $1,600* (ps), 
$1,510*; Special 4-dr., $1,410°. '54 Super 
Riviera, $1,290*, $1,205*, $1,200°, $1,- 
150° (ps), $1,110*, $1,105*; Century 
Riviera, $1,225*; 4-dr., $1,050*; Special 
Riviera, $925*, $895*, ws Ga dr., $865; 
2-dr., $765*. ‘53 Super Riviera, " $840°, 
$760*, $620*, $560° (ps), $505* (ps); 
Special Riviera, $745*, $725*, $715*, 
$595*, $570°, $535, $500°. °52 RM Rivi- 
era, $375*, $345*; Special Riviera, $325*. 
’51 Special 4-dr., $310*; Riviera, $275°. 
CADILLAC—’57 (62) conv., $5,450° (ps). 
"56 (62) sedan de Ville, $4,175* (ps); 
conv., $4,000* (ps). ‘55 (62) coupe de 
Ville, $3,025* (ps), $2,745* (ps); 4-dr., 
$2,550° (ps), $2,495° (ps); (60) 4-dr., 
$2,905* (ps). "54 (62) coupe de Ville, 
$2,720* (ps); coupe, $2,390° (ps); 4-dr., 
$2,025* (ps); (60) 4-dr., $2,425° (ps). 
"53 (62) 4-dr., $1,500° (ps). "51 (62) 
4-dr., $675*, $665°, $615°; conv., $405. 
"49 (62) 4-dr., $535°*. 
CHEVROLET—'56 Bel Air (8) Hardtop, 
$1,785*; Two-ten (8) station wagon, $1,- 
650, $1,620°; 4-dr., $1,585°; Two-ten (6) 
4-dr., $1,550*; station wagon, $1,535; 2- 
dr., $1,400, $1,290. ‘55 Bel Air (8) conv., 
$1,465*, $1,425°; Hardtop, $1,315*; Bel 
Air (6) Hardtop, $1,370°; Two-ten (6) 
4-dr., $1,175, $755; Two-ten (8) 2-dr., 
$1,050, $910; 4-dr., $1,025; One-fifty (6) 


2-dr., $905. °54 Bel Air Hardtop, $965*, 
$910*; Two-ten 2-dr., $800, $730, $720; 
Delray, $795. °53 Two-ten 2-dr., $565°, 
$520. 52 SL Deluxe 4-dr., $400°, $240°. 
"51 SL Deluxe 2-dr., $315°. 
CHRYSLER—'55 Windsor 4-dr., $1,500°; 
NY Hardtop, $1,425* (ps). "54 Windsor 


4-dr., $995°. 

DeSOTO—'55 Fifefite sedan, $1,215*. ‘54 
Powermaster 4-dr., $975°. ‘53 Firedome 
2-dr., $580° (ps). 


DODGE—’56 Royal Lancer 4-dr., $1,985° 
(ps); Coronet 2-dr., $1,735*. "54 Coronet 
4-dr., $775°*; Meadowbrook 4-dr., $530°. 
"53 Meadowbrook 4-dr., $300°; ‘Coronet 
4-dr., 

FORD — ‘56 Fairlane (8) 2-dr., $1,760° 


Victoria, $1,600°; station 
Custom (8) 2-dr., 2 at 
$1,200, '55 Thun- 
Fairlane (8) Vic- 

$1,185°; 4-dr., $1,- 
$1,050° ; ‘Custom (6) 


(ps), $1,515°; 
wagon, $1,725°; 
$1,350; Main (8) 2-dr., 
derbird, $2,210° (ps); 
toria, $1,470° (ps), 
250° 2 dr., 


$735; Custom (6) 2-dr., 
(8) 2-dr., $470, $305; "4-dr., 
tom (6) 4-dr., $360°; Main 


$355. 

HUDSON—’S4 Hollywood 2-dr., $600°; Jet 
4-dr., $390. ‘53 Hornet 4-dr., $455°; 
Wasp 2-dr., $285. 

MERCURY—'55 Monterey Hardtop, $1,380* 
(ps). "54 Monterey Hardtop, $1,015° (ps); 
2-dr., $895°. ‘53 Monterey 4-dr., $295°. 
"46 station wagon, $355. 

NASH—’55 Ambassador Country club, $1,- 
400°; Rambler 4-dr., $1,180. "54 States- 
man 2-dr., $570°. "52 Statesman 4-dr., 


(98) Holiday, $2,475° 
(ps), $2,400° (ps), $2,290° (ps); (88) 
Holiday, $2,250* (ps), $2,130° (ps), $2,- 
120° (ps); 2-dr., $1,785* (ps), $1,700° 
(ps). "55 (98) Holiday, $1,970° (ps), $1,- 
675° (ps); 4-dr., $1,655° (ps); (88) Holi- 
day, $1,850° (ps), $1,745°, $1,665°; 2-dr., 
$1,610°; 4-dr., $1,590°. "54 (98) Holiday, 
$1,505* (ps), $1,275° (ps); conv., $1,500° 
(ps); 4-dr., $1,450*°; (88) Holiday, $1,- 
485°, $1,390°; 4-dr., $1,325*, $1,260°. "53 
(88) Holiday, $900°; 4-dr., $755°; (98) 
4-dr., $900°; Holiday, $485°. "52 (88) 
conv., $500°. "51 (98) 4-dr., $295°; (88) 


2-dr., ” $280°. 
PACKARD—’53 Clipper 4-dr., $555*, $500°; 
Hardtop, 


2-dr., $515°. 
PLYMOUTH — ’55 Belvedere (8) 

$1 300°; Savoy (8) 4-dr., $1,025; 2-dr., 
$990, $895; Plaza (6) 4-dr.,. $905*. ‘54 
Savoy 4-dr., $620. 53 Cranbrook Belve- 
dere, $770*; 4-dr., $410, $330; 2-dr., $375. 
*52 Cambridge 4-dr., $225. '51 Suburban, 
$325 


PONTIAC — ’56 Star Chief (8) Catalina, 
$2,090* (ps); Chieftain (8) station wag- 
on, $1,685*. "55 Star Chief (8) conv., $1,- 


(8) | 2-dr., 


540° (ps); Chieftain (8) Catalina, §$1,- 
290°, $1,150°; 4-dr. $1,265°, $1,185°; 
2-dr., $1,075. ‘53 Chieftain (8) 2-dr., 
$805*, $550°; 4-dr., $710°, $585°, $575*, 
$540°, $530°, $460°. "52 Chieftain (8) 
2-dr., $410°, $335°; Catalina, $390°. 
STUDEBAKER — ‘53 Champion 2-dr., 
. 
WILLYS—’'55 Custom 4-dr., $790* 
JENISON, MICH. 


(Grand Rapids Auctions, Inc. Sale every 
. Prices are for sale of Feb. 12.) 
(Seld 81 cars out of 135 offerings.) 
BUICK-——'56 Super 2-dr., $2,115* (ps); Spe- 
cial Riviera, $1,990°. '55 Special 
$1,650°. °54 Century Riviera, $1,215*; 


CADILLAC—'56 (62) conv., ™'$3,900° (ps); 
club coupe, $3,515* (ps). °55 (60) 4-dr., 
$2,735° (ps). '54 <) 4-dr., $2,200° (ps). 
"49 (62) 4-dr., ane 

CHEVROLET— ce Twe-t (8) 4-dr., $1,- 

(Continued on Page 44, Col. 1) 











You project your' 


with a “Balanced Volume” 


With a Studebaker-Packard “Balanced Volume” Franchise, your future can be just as 
big and bright as you want to make it. Because, with Studebaker-Packard, you’re the 
man who runs the show. You control your own business. . . all of it!. That’s the way it 
should be . . . the way it is with Studebaker-Packard. You do the business you and your 
facilities are capable of handling. As opportunities for growth, increased sales and greater 
profits present themselves, you’re ready to meet them soundly, realistically. 


If you’re interested in becoming part of a strong team, sparked by sound management 
and progressive policies . . . if you’re interested in a full line of cars and trucks that 
will let you control your own business . . . and bring substantial profits, too, 

call or write Dealer Development, Dept. A, Studebaker-Packard 

Corporation, South Bend 27, Indiana. 


> 





Packard Clipper Town Seda 


— a 
Studebaker Goiden Hawk with built-in supercharger 


own future... 


Franchise 


Studebaker Y2-ton Transtar Pickup 
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Used-Car Auction Prices 


(Continued from Page 41) 


510*; Two-ten (6) 4-dr., $1,250; 2-dr.,| MERCURY—’56 Custom 2-dr., $1,735*. 
$1, 240, $1,225. "55 Bel Air (8) 2-dr., $1,- Monterey station wagon, $1 
415°; 4-dr., $1,250*; Two-ten (8) Delray, coupe, $1,435*, $1,310*; 
: , $1,006, "54 Two- $1,170°. '54 Monterey 4- ar., $925", 
3 , $710*; One-fifty ’52 station wagon, $525°. bo 4-dr., 
76; Carryall, $550, '53 Two-ten | NASH—'54 4-dr., $515. 
wagon, $825*; 4-dr., $525; Bel Air | OLDSMOBILE—’56 (88) 4-dr., $1,915", 
4-dr., $725° (ps). '51 SL Deluxe 2-dr., 855°. °54 (88) Holiday, $1, 540°. 
5 $850*. 


\e Super 2-dr., 
YSLER—'55 Windsor Nassau, $1,500*°| PACKARD — ‘55 ‘Panama 2-dr., $1,400*° 
(ps), "52 Windsor 4-dr., $275* (ps). (ps). 51 4-dr., $205. 
DODGE—’'55 Coronet club coupe, $1,255.| PLYMOUTH—’55 Savoy $950. 
"54 Coronet (8) sedan, $825*, °52 Coro- *53 Cambridge sedan, $335. 
net sedan, $245. PONTIAC— 56 Chieftain (8) 2-dr., $1,355. 
FORD—'57 Fairlane (8) 500 4-dr., sg 


’55 Chieftain (8) Catalina, $1, 505", ’ 
$2,235°. ‘56 Fairlane (8) 4-dr., 480°; 4-dr., $1,030*; 2-dr., $1,025; Star 
(ps). °56 Country sedan, $1,600*, $1,395, Chief (8) 4-dr., $1,335* (ps). '54 Chief- 
$1,385*; Fairlane (8) conv., $1,325°; tain (8) 2-dr., $795°. °53 Chieftain (8) 
Custom (8) 2-dr., $975°. °54 Country Catalina, $725*. ‘52 Chieftain (8) Cata- 
Squire, $1,215* (ps); Crest (8) Victoria, lina, $365*. "51 2-dr. $230°; 4-dr., $115. 
$540*; Custom (8) 2-dr., $850*. "53 Cus- | MISCELLANEOUS — '56 Chevrolet %-ton 
tom (6) sedan, $490. "52 Custom (8) 2- 


pickup, $1,100. 
dr., =" "51 4-dr., $215°. °31 4-dr., 
$100 DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Prices are for sale of Feb. 8.) 

(Percentage sold, 218 out of 291, very 
good with lots of action, Prices slightly 
stronger.) 
BUICK—'57 Special 

675*. "56 Special 4-dr., 
Riviera, $1.390* (ps). 
era. $1,240*, $1,195* (ps), $1,170*; 4-dr., 
$760; Super Riviera, $1,100*; RM Rivi- 
era. $950* (ps). °53 Super Riviera, $780*, 
$750°. 

CADILLAC—'56 (62) coupe de Ville, $3,- 
<60° (ps); sedan de Ville, $3,875* (ps); 
coupe, $3,725* (ps), "55 (62) 4-dr., $2,- 
475° (ps). °54 (62) 4-dr.. $2,450° (ps). 
50 (62) 4-dr., $520*, $455°. 

CHEVROLET —'57 Bel Air (8) coupe, $2,- 
340°: Two-ten (8) 4-dr., $1,985*. °56 Bel 
Air 4-dr.. $1.705*; Two-ten (8) sta- 
tion wagon, $1.700°; Two-ten (6) 2-dr., 
$1.105 55 Two-ten (8) station wagon, 
$1.480* «ps'; Bel Air (8) conv., $1,400*° 
‘psi: coupe, $1,395*; Two-ten (6) 2-dr., 
$900. ‘54 Bel Air coupe, $955; 2-dr 
SSS5*. $825; Two-ten 2-dr.. S835. $700. 
53 Two-ten 4-dr.. $650, $600*. $590 

CHRYSLER—'55 NY St Regis. 
pe? $1.3805°* ‘ps) ‘51 Saratoga 

$205*; Windsor 4-dr $110. 
$260; Windsor 4-dr.. $135 

53 Powermaster 2-dr., $400°. 

DODGE—'53 Meadowbrook station wagon. 
$595°; 2-dr., $405; Coromet 4-dr., $415. 
"51 Coronet club coupe, $265. "50 Way- 
farer 2-dr., $100. 

FORD—'57 Fairlane (8) 500 conv., $2,550*° 
(ps); 4-dr., $2,445°; Fairlane (8) 4-dr., 
$2,050; Custom (8) 300 4-dr., $2,050*; 
Custom (8) 2-dr., $1,690. ‘56 Country 


$1,- 
"53 (88) 


(8) 4-dr., 


Book Gives Tips 
On Advertising 
For Used Cars 


SAN FRANCISCO. — Gilbert 
Press has published “Money Mak- 
ing U$ed Car Adverti$ing,” a 160- 

book written by Del Wake- 
man, of Del Wakeman Co. adver- 
tising agency. 

The volume contains advice on 
the when-what-how-where of ad- 
vertising used cars. whether by 
strictly used-car or franchised 
dealers. 

The various media — newspaper. | 
radio, television. direct mail and | 
others—are discussed as are prob-| 
lems of writing copy. 

Wakeman also outlines ways to 
check results of advertising and 
how to interpret them. 

“The book was written,” said 
Wakeman, “as a plea to used-car 
merchants to give their advertising 
the attention it deserves. It’s writ- 
ten just as used-car men talk.” 


Riviera, $2,775*, $2,- 
$1,925*. "55 Super 
"h4 Century Rivi- 
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Foreign cars? Sports cars? Passenger 
cars? Light trucks? John Bean’s new 
Universal Wheel t Rack handles ‘em all . . . any 
treadwidth from 40” to 68”! Roller bearing mounted runways 
adjust in a jiffy ... ee eee 
And no more jacking jockeying to position a car for rear 
checks. You move runways easily and quickly . . . 
while the car is on the rack! 
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| STUDEBAKER 


$2.000° } 


sedan, $1,875*; Fairlane (8) Victoria, 
$1,800° (ps), $i, 475; conv., $1,575*, $1,- 
435°; 2-dr., $1,650° oe). $1,590* ; ” Cus- 
tom (8) 2-dr., $1,260, $1,250, $1,050. °* 
Custom (8) 4-dr., $1,000, $995, $990, 
$985, $980, $960, 

HUDSON — °'54 Super Wasp 4-dr., $500; 
Hornet 4-dr., $370*. °53 Hornet 4-dr., 
$345*; Jet 4- dr., $290. 


LINCOLN—'49 4-dr., $100*. 

MERCURY—’55 Montclair coupe, $1,590*; 
Monterey 4-dr., $1,400* (ps); Custom 2- 
dr., $890. "54 4-dr., $775*, $745, ‘53 Mon- 
terey station wagon, $935*; coupe, $695*; 
4-dr., $650. 

NASH—’55 Rambler station wagon, $1,- 
275°. '563 Statesman 4-dr., $395*, $380*, 
$335*. "52 Rambler station wagon, $330; 
Ambassador 4-dr., $280*, $200*; States- 
man 4-dr., $200°. 

OLDSMOBILE—’56 (98) Holiday, $2,520* 
(ps); (88) Holiday, $2,280* (ps), $2,075* 
(ps); 4-dr., $2,075* (ps). "55 (88) Holi- 
day, $1,655*; 4-dr., $1,410*; (98) Holi- 
day, $1,650° (ps). '54 (88) 2-dr., $1,065*. 

PACKARD—’53 Clipper 4-dr., $545*, °51 
4-dr., $245*, $115°*. 

PLYMOUTH—’57 Belvedere (8) Hardtop, 
$2,735*. °56 Suburban, $1,475. °55 Savoy 
(8) 4-dr., $950. °54 Plaza 2-dr., $455, '53 
Cambridge 2-dr., $415. °51 Cranbrook 4- 
dr., $250. '50 2-dr., $100. 

PONTIAC—’56 Chieftain (8) station wag- 
on, $1,805*. °55 Star Chief (8) 4-dr., 
$1,340*; Chieftain (8) 4-dr., $1,000. °54 
chieftain (8) 2-dr., $815*; Star Chief (8) 
conv., $795*; 4- dr.. $655* (ps). °53 Chief- 
tain (8) 2- dr., $405. 

"55 Commander 4-dr., 
$850*. ‘53 Commander 2-dr., $350°*. "52 
Champion 2-dr., $205*, $180*. °51 Cham- 
pion 2-dr., $210*; Commander coupe, 
$175*. "50 Commander 4-dr., $100*, 

MISCELLANEOUS "56 Volkswagen, $1,- 
450. °54 Dodge %-ton pickup, $600. ‘50 
International wrecker, $640. *41 Hupmo- 
bile 4-dr., $115. 


FT. WAYNE, IND. 


(Carl Markers Auto Auction. Sale every 

Tuesday. Prices are for sale of Feb. 12.) 

(Prices good, but not enough cars avail- 

able in the medium-price field. Sold 43 

out of 61.) 

BUICK—'56 Century station wagon, $2,350* 
(ps); Special Riviera, $1,945°. "55 Special 
Riviera, $1,410*, $1,400° (ps). "54 RM 
4-dr. $1.030° (ps); Super 4-dr., $1.025* 
(ps). "53 Super 2-dr.. $735*. °51 Special 
4-dr., $285*. '50 Super 2-dr., $185* 

CHEVROLET— ‘56 Bel Air (8) Sport coupe. 
$1.600*: 2-dr.. $1.510, $1.430°. °55 Bel! 
Air (8) 2-dr.. $1.069: Two-ten 2-dr.. $915. 
‘53 Be) Air 2-dr.. $650* 

CHRYSLER—'55 NY 4-dr., $1,575* (ps). 

DODGE—'57 Coronet (8) 2-dr., $1,975*. °53 
Coronet 2-dr., $420°. '50 Coronet 2-dr., 
$200. 

FORD—'56 Fairlane (8) 2-dr. 
Fairlane (8) 2-dr., $1,230*: Victoria, $1. “| 
195°, $1,110*; Custom (8) 4-dr., $1.015. 
"51 Custom (8) Victoria, $325. j 

LINCOLN — '55 Capri Hardtop. $1,230° | 
(ps). 

MERCURY—'56 Monterey Hardtop, $1.775* | 
(ps); 2-dr., $1,665* 

NASH—'56 Ambassador 4-dr., 
Ambassador 4-dr., $1.225°. 

OLDSMOBILE—'56 (98) Hardtop. 
(ps). °55 (98) 4-dr., $1,530° (ps) (88) 
Super 4-dr., $1.475* ‘ps’. $1,390* 52 
(88) Super 2-dr.. $490*. ‘51 (88) 4-dr., 
$295*. 

PLYMOUTH — ‘55 Savoy (6) 2-dr.. 
"53 Cranbrook station wagon, $605. 
Cranbrook 2-dr., $255. 

PONTIAC—'55 Chieftain 
on, $1,410* 
$675°*. 


$1.520°. "55 | 


$1,660. “55 


$2,175* 


77 
‘S51 


(8) station wag- 
"53 Star Chief (8) Catalina, 
"51 2-dr., $260. 


FARGO, N. D. | 


(Tri-State Auction Co. Sale every Thurs- 

day. Prices are for sale of Feb. 14.) 

(Large cons t—lots of buyers. 

Sold 89 out of 145.) 

BUICK—'56 Super Riviera, $2,330* (ps). 
"54 Special 4-dr., $905*, $900. °53 Super 
Riviera, $625°. ‘51 Super Riviera, $330°. 

CADILLAC—’54 (62) 4-dr., $2,180° (ps). 

CHEVROLET—'56 Two-ten (8) Handyman, 
$1,860; 4-dr., $1,530*, $1,525, $1,510; Bel 
Air (8) 4-dr., $1,745°. ‘55 Bel Air (8) 
4-dr., $1,250; Two-ten (8) 4-dr., $1,100, 
$1,090; club coupe, $1,075; Delray coupe, 
$1,075. "54 Two-ten 4-dr., $790*; Bel Air 
2-dr., $785*. "53 Bel Air 4-dr., $715, $710; 
Two-ten 2-dr., $640°, $615*. "51 FL De- 
luxe 4-dr., $205. "50 SL Deluxe 4-dr., 
$175*. 

CHRYSLER—'52 Windsor 4-dr., $390*. 

DeSOTO—’53 coupe, $495*. 50 '4- dr., $150. 

DODGE—'53 Coronet 4-dr., $480*. 

FORD—'57 Custom (6) 2-dr., $1,775. °56 
Country sedan, $1,925*; station wagon, 
$1,705*, $1,570; Fairlane (8) Victoria, 
$1,700; Custom (8) 4-dr. $1,540*, $1,- 
475, $1,415; Main (6) 4-dr. $1,240. °55 
Custom’ (8) 2-dr., $990; Main (8) 2-dr., 
$945. °54 Crest (8) 4-dr., $1,040; Custom 
(8) 4-dr., $990°, $765; 2-dr., $875*. °53 
Ranch Wagon, $830; Custom (8) 4-dr., 
$700, $670*, $630*; Crest (8) Victoria, 
$755°; Main (6) 4-dr. $430. '52 Country 
sedan, $705; Main (8) 4-dr., $410; Cus- 
tom (8) 2-dr., $340. °51 Custom (6) 2- 
dr., $245. "50 Custom (8) 4-dr., $265, 49 
Custom 2-dr., $165. 

HUDSON—’'55 Rambler Cross Country, $1,- 


105. 

MERCURY — °54 club coupe, $1,170. '53 
Custom 4-dr., $760. ‘52 Custom 4-dr., 
rie 2-dr., $540°. "51 sedan, $375; 4-dr., 

OLDSMOBILE—'56 (88) 4-dr., $1,985*, $1,- 
950°, $1,875°. °55 (88) Super Holiday, 
ss ,865* (ps). "53 (88) Super 4-dr., $840; 

PLYMOUTH. _°56 Savoy (8) 4-dr., $1,490. 
"55 Savoy (6) 4-dr., $1,000, "4 Savoy 
2-dr., $600*. ‘53 Cambridge 4-dr., $400; 
Cranbrook 4-dr., $470, $450*. °52 Cran- 
brook Belvedere, $310; club coupe, $225. 
"51 Cambridge 4-dr., $250. '50 Deluxe 
coupe, $125. 

PONTIAC—’56 Chieftain (8) Catalina, $1,- 
815°; 4-dr., $1,715*. °55 Chieftain (8) 
4-dr., $1, 175*, $1,105*. '53 Chieftain (8) 
2-dr.. , $545. 

MISCELLANEOUS — °55 Chevrolet %-ton 
pickup, $980; Ford 2-ton truck, $1,240. 
"54 Chevrolet 2-ton truck, $1,095; %-ton 
$700, °52 Chevrolet %-ton pickup, 


OMAHA 


(Richard Abel Auto Auction. Sale every 
‘Thursday. Prices are for sale of Feb. 14.) 
(Clean cars are bringing good money. 
We need more °52 through °55 models.) 
BUICK—"56 Super Riviera, $2,050* (ps). 
*54 Century 


075* (ps). ’51 (62) conv., $1,060*. °50 


Model Breakdown 
Of Auction Averages 


Feb., 1957 dan., Dee., 
To Date 1957 1956 


.. $2416 $2432 $2,393 
1,764 1,860 
1,289 «=: 347 
898 938 
609 625 
394 412 
266 283 
200 213 


Model 
1957 .. 


608 
387 


190 


Average $ 975 $ 981 $1,009 


(62) coupe, $950*. °49 (62) 4-dr., $300°. 


CHEVROLET—’57 Bel Air (8) conv., $2,- 
400°. °56 Bel Air (8) 4-dr., $1,675* (ps), 
$1,500*; station wagon, $1,610; Two-ten 
(8) 2-dr., $1,475*; 4-dr., $1,380, '55 Bel 
Air (8) 4-dr., $1,450* (ps); Bel Air (6) 
4-dr., $1, 260°: Two-ten (8) 2-dr., $1,070*. 
54 Bel Air 4- dr., $940; Two-ten 2-dr., 
$725; Plaza 2-dr., "$580. *53 Bel Air Sport 
coupe, $820; Two-ten 2-dr., $605. '°52 SL 
Deluxe 4-dr., $495*; 2-dr., $435, $390. ’51 
SL Deluxe 4-dr., $350, $265; 2-dr., $310. 


DeSOTO—’50 4-dr., $115*. 
DODGE—’53 Meadowbrook 4-dr., $400. 


FORD—’57 Fairlane (8) 500 Victoria, $2,- 
400*. °56 Fairlane (8) 2-dr., $1,705* (ps); 
4-dr., $1,700* (ps). °55 Thunderbird, $2,- 
130* (ps); Fairlane (8) club sedan, $1,- 
150*; 2-dr., $1,055*; Custom (8) 2-dr., 
$1,125*. $1,055*; Main (8) 2-dr., $885. 
"54 Crest (8) Victoria, $1,060*, $920; 
Custom (8) 2-dr., $840*; 4-dr.. $800*; 
Main (8) 2-dr., $725; Custom (6) 4-dr., 
$695; Main (6) 2-dr., $670. °53 4-dr., 
$635; 2-dr., $545. °51 2-dr., $370*. 

LINCOLN— 53 Capri Hardtop, $1,050°. 

MERCURY "57 Monterey 4-dr.. $2.785* 
(ps), $2,645*. "56 Monterey station wag- 
on, $2.310* (ps); Montclair coupe, $2.- 
025*. °55 Monterey 4-dr.. $1,495*, $1,- 
480*. ‘54 Monterey coupe, $1,220*. 

NASH—'54 2-dr., $615. 

OLDSMOBILE—'57 ‘88) Holiday, $2,700*. 
56 «88: Holiday. $2.225* (ps). "55 (88) 
Holiday, $1.975* ‘ps); 4-dr.. $1,400*°. ‘54 
98) Holiday. $1,560*% (ps). “53 (98) 
conv., $910° «ps». “51 (88) 2-dr., $505*. 

PLYMOUTH — 53 Cranbrook club coupe. 
$380. '51 Concord 2-dr., $140, '47 Deluxe 
4-dr., $185*. 

PONTIAC— ‘57 Star Chief (8) station wag- 
on, $2.770*. °55 Chieftain (8) Catalina. 
$1.440*. “51 Catalina, $380 

| STU DEBAKER—'‘53 Champion 4-dr., $510*. 

MISCELLANEOUS— 56 Ford *,-ton pick- 
up. $1,150. "53 Dodge %-ton pickup, $490; 
GMC %-ton pickup, $575. "51 GMC %-ton 
nickup, $465. "49 Chevrolet %-ton pickup, 
$375. 


ALBANY 


Tim Anspach Auto Auction. Sale every 

Monday. Prices are for sale of Feb. 11.) 
(Again more buyers than cars. When 
the auction finished today, only 37 units 
remained unsold out of 162. A large num- 
ber of buyers im attendance accounted 
for the brisk prices paid, especially on 
clean, money-back-cuaranteed cars. °53, 
"34 and ‘55 models showed the highest 
percentage sold while "56s were difficult 
to sell at prices asked. New-car operators 
are taking them in teo high for whole- 
sale liquidation. Older models, unless 
clean, sold very low and junkers sold for 
salvage prices.) 

BUICK—'57 Special 
"55 Special conv.. 
era, $1.460° ‘ps); 
410°; Century 4-dr.. 
Riviera, $1.340* (ps); Super Riviera, $1.- 
250*. °53 Super Riviera, $710*, S690*. '52 
Super 4-dr.. $500°. ‘50 Super Riviera, 
$300*; RM 4-dr., $160°. "49 RM 4-dr., 
$290°*. 

CADILLAC-— 
"55 (62) 4-dr., 
"54 (62) coupe 
conv., $2.400* (ps); 
"53 (62) 4-dr., $1,610° (ps), 
"50 (61) 4-dr.. $620°. °49 (62) conv.. 
$440*; (61) coupe, $320*. 

CHEVROLET—’57 Bel Air (6) 2-dr., $1,- 
925. "56 Two-ten (6) station wagon, $1,- 
670; One-fifty (6) 2-dr., $1,200. "55 Two- 
ten (6) station wagon, $1,330; 4-dr., 
$1,100, 2 at $950; 2-dr., $1,000, $970, 
$950; Two-ten (8) 2-dr., $765; One-fifty 
(6) 4-dr., $925, $825. °54 Bel Air Sport 
coupe, $920; 4-dr., $860; Two-ten 2-dr., 
$750; 4-dr., $670, $500. °53 One-fifty sta- 
tion wagon, $775; Bel Air 4-dr., $750, 
$510; 2-dr., $570; Two-ten 4-dr., $600; 
2-dr., $590. "*52 SL Deluxe Bel Air, $440*; 
2-dr., $440. °51 SL Deluxe 4-dr., $350*, 
$270. 

CHRYSLER — °57 Windsor coupe, $2,900* 
(ps). °53 Windsor 4-dr., $640* (ps), $640; 
coupe, $420°. *51 Windsor 2-dr., $260*. 

DeSOTO—’50 Custom club coupe, $175*. 

DODGE—’S4 Coronet 4-dr., $460. "53 Coro- 
net conv., $420. °50 Wayfarer 4-dr., 
$150°. 

FORD—’57 Country Squire, $2,675* 
$2,550*; Fairlane (8) 500 2-dr., $2,285* 
(ps). '56 Country Squire, $1,920*; Coun- 
try sedan, $1,760*; Fairlane (8) Victoria, 
$1,660; 4-dr., $1, 490°; Custom (8) 4-dr., 
$1,450; 2-dr., $1, 410°; Main (6) 2-dr., 
$1,165. °55 Ranch Wagon, $1,400; Fair- 
lane (8) Victoria, $1,350; Custom (8) 
2-dr., $1,160*, $990; 4-dr., $1,070*; Main 
(8) 2-dr. $870. °53 Crest (8) _—— 
$900*; Custom (8) 4-dr., $720; 

(6) 4-dr., $400. °52 Custom “s) Sane 2-dr., 
aoe 51 ‘Custom (8) 2-dr., $225; station 
$220. °50 Deluxe (8) 2-dr., $200. 

KAISER 52 Deluxe 4-dr., $270*. 

MERCURY — '54 Montclair 4-dr. $1,050*° 
(ps); Monterey 4-dr., $1,025* (ps); Sun 
Valley, $875* (ps). °51 Custom club 
coupe, ag 4-dr., $325. 

NASH—’53 Statesman 2-dr., $480. 

OLDSMOBILE—’'55 (88) 4-dr. , $1,650°. '54 
(88) Super 4-dr.. $1,250* (ps); Deluxe 
2-dr., $1,135*. °53 (88) 4-dr., $600. '52 
(88) 4-dr., $425*, $400*. "49 (88) coupe, 
$130*. 

PACKARD—’53 Clipper 2-dr., $385; 4-dr., 
$400*. 

$1,- 


PLYMOUTH—’55 Belvedere (6) 4-dr., 
250°; Savoy (8) 4-dr., $1,030, ’54 Belve- 
dere (8) station wagon, $900* (ps); 4-dr., 
$800*; Plaza station wagon, $900. ‘51 
Cambridge 4-dr., $260. 

a oe Star Chief (8) 4-dr. $1,- 

$1,430* (ps); Chieftain (8) ‘4-dr., 
$1, s1.1s0% "54 Chieftain (8) 2-dr., $920*. 
"53 Chieftain (8) Catalina, $675; 2-dr., 
$410. °50 Silver Streak (8) 4-dr., $220*. 


Riviera, $2,950° (ps). 
$1,.650* (ps); RM Rivi- 
Special Riviera, $1,- 
$1,875*. °54 Special 


$4,500° (ps). 
$2,860° (ps), $2,675* (ps). 
de Ville, $2,650* (ps); 
coupe, $2,300° (ps). 
$1,390* (ps). 


—"S7 (62) coupe, 


—_., 


WILLYS — '57 Jeep, $1,750, '45 Jeepety 


$180. 


MISCELLANEOUS — °57 Ford Y -tom 


Tuesday. 
BUICK — 


650* 


era,, 
4-dr., 
Special 4-dr., 

CADILLAC 
$2,730* 
$1,500° 

CHEVROLET - 
$2,295* (ps); 
2 at 
$1,750; 
dr., 
wagon, 
$1,210, $1,170; 2-dr., 


Two-ten 
$1,135, $1,100. "54 Bel Air Hardtop, 
095* ; 
ten Delray, $910*; 
Two-ten 
dr., 
club coupe, $515. 
$390° ; 
dr., 
"49 
CHRYSLER — 
sor club coupe, $745*. 


Rancher pickup, $1,650. °55 Inte 

%-ton pickup, $650*. "54 Dodce ton 
pickup, $570. ‘53 Ford %-ton Delivery 
sedan, $300. °49 Ford %-tor 

$130; Studebaker i1-ton tow, 5270, 8 
Ford %-ton pickup, $240. 


PORTLAND, ORE. 


(Portland Auto Auction, Inc. Sale 
Prices are for sale of Feb, 12) 
"566 RM Riviera, $2,400* (pa), 
’55 Century Riviera, 2 at $1,800; 
Riviera, $1,770* (ps); Special 4 dr., $1. 
(ps), $1,530°; Riviera, $1,635, "54 
RM 4-dr., $1,395* (ps). 53 Super Riy. 
$850* (ps); 4-dr., $610*. "50 Supe 
$360*, $165*; Riviera, $300°. 


$145". 
de Ville, 


"54 (62) 
"52 (62) de Ville 


coupe 
(ps). coupe 
(ps). 

*56 Nomad station w: 
Two-ten (8) station wean 

$2,030*, $2,025*, $1,895 
$1,505; Two-ten (6) 4 
"55 Two-ten (8) station 
4-dr., $1,350°, $1,285 
$1,300, $1,175, $1, 
$1,450*°, $1,255. 
$1,025; 2-dr,, 
$1,- 
$945; Two. 
club coupe, $695, "53 
2-dr., $775*, $710; Bel Air 4 
"52 SL Deluxe Bel Air, $585; 
"51 SL Deluxe 4-dr., 
2-dr., $150. ‘50 FL Deluxe 2 
$250; SL Special club coupe, $250, 
SL Deluxe 4-dr., $250; 2-dr., $140, 
53 NY 2-dr., $835°* Wind- 
*50 Windsor club 


$2,050*, 
4-dr., 
$1,350. 
$1,680* ; 
120; Bel Air (8) 
(6) 4-dr., 


4-dr., 
$1,145, 


One-fifty station wagon, 


$750° 


coupe, $320*. 


DeSOTO 


"55 Fireflite 4-dr., 
(Continued on Page 45, Col. 


$1,775* (ps). 
1) 


— 


More people 
Ci 


Waa 
Stay at.. 


Perhaps they like the 
quiet dignity . . . the con- 
venient location...the 
warm and hospitable 
service. But whatever the 
reason—our registrations 
show that more people 
from Detroit stay at The 
Drake than any other 
city but one. We are al- 
ways happy to have you 
... and remember, it costs 
no more to stay at The 
Drake... 


...Now 
$8,000,000 
NEW 


for your comfort! 
Completely 
Air Conditioned 
FOR RESERVATIONS 


Veteghene Stpeder 7.2208 
Teletype No. CG 


a eae 





Used-Car Auction Prices 





(Continued from Page 44) 


$850*; Custom 2-dr., 
$465, $350, $335. 

"53 Statesman 4- -dr. 
$295; Rambler station 


54 toe 4-dr.,  — vee (ps). 


"55 Royal (8) 4-dr., 
*59 Coronet Diplomat, 
’57 Fairlane (8) Victoria, $2,- 
56 Fairlane (8) Victoria, $1,925*; 


Ambassador 4-dr., 
wagon, $255. 
OLDSMOBILE = 
(88) Super Holiday, $2,460* 
Deluxe rease? $2,130* $2, 
"55 (98) bee $1, O75 


590°: " County sedan, 2 at $1, 900; Custom 
$1, 550; Custom (6) 2- 
(8) Victoria, 
Crown Victoria, foe « 
; $1, “450: 2-dr., 
, $1, 215; * Ranch Wagon, % 500°, 
; Custom (8) 
" $1,100, $1,090* (ps), 


S00 


"55 Fairlane 
(88) Super “ dr., $1, 110* (ps). 
"51 oe: 4- Sates 
50 (88) Super 4- ar., 
(98) Hardtop, $365°. 
PACKARD — ’51 2-dr., 


"$1, 090, ‘$1. - 
PLYMOUTH 


(8) Victoria, 5, 56 Belvedere (8) 4-dr., 
, Custom (8) 4-dr., 
: Custom (6) 4- dr., 


$1,015; "Plaza (6) 2- 
tom (8) 2-dr., ' 


"54 Belvedere 4-dr., ; 
° ° . . "53 Cambridge 
club coupe, $650; 4-dr., $450, $280; Main "50 Suburban, §280; 4-dr., 
"51 Custom 
$350; conv., $275; Deluxe . 4- dr., 
50 Deluxe (6) 2-dr. 
49 Custom (8) 4-dr., 


PONTIAC—’56 Chieftain (8) station wagon, 
. "55 Star Chief (8) Catalina, $1,- 


, $1,225. '54 Star Chief (8) Cat- 
'53 Chieftain (8) 
2 at $690; Catalina, 


sactRY—'56 Custom Hardtop, $1,835". 
. 49 (8) 2-dr., 


55 Montclair Hardtop, $1,725*; 





. Bl (8) 4-dr., 
= 


‘54 Monterey Hardtop, $1,110°: STUDEBAKER 
*53 Monterey Hardtop, 


a 
——————————————————————————————— 


"52 Champion 4-dr., 
; Commander 4-dr., K 


Commander 4-dr., 50 Champion 





"55 station wagon, $950, 
"56 Ford %-ton pickup, $900. 
%-ton pickup, $850, 2 at $825, 
"54 Chevrolet 
. "51 Ford %-ton pickup, $530; 
%-ton pickup, $460. '50 Chevrolet %-ton 
pickup, $480; Ford %-ton pickup, $325. 
%-ton pickup, $225, 
$215; Ford %-ton pickup, $305. ‘46 Ford 
Dodge %-ton pickup, 


WILLYs — 


$820, $795, $745. 


International 


%-ton pickup, $300; 
245. 


Auto Auction, 
Prices are for sale of Feb. 


HAYS TO GUARD 
ey 


5 (No decided change in prices from pre- 
vious week. Sold 92 cars out of 146 offer- 


zs.) 
BUICK—’'55 Century 4-dr., . 
Riviera, $1,575* (ps), $1,275* (ps); 
‘ ; Riviera, $1,300*. 
Super Riviera, $1,145*; _ a Riviera, 
Super Riviera, $285°* ; 
CADILLAC — ° 
CHEVROLET—’57 Bel Air (8) 4-dr., 
7 (8) club coupe, ° 
$1,300, '55 Bel 


"51 (62) 4-dr., 


; Two-ten (8) 2-dr., 
Air (8) club coupe, $1,365*, 
$1,205; Two-ten 
(6) 2-dr., $890*. 
club coupe, $950; Two-ten 4-dr., 
"53 Bel Air 4-dr., 


"54 Bel Air 


club coupe, = 
SL Deluxe 4- x ‘$345, $325°; 


54 Meadowbrook 4-dr., 
"53 Meadowbrook 4-dr., 
club coupe, $115. 

FORD—’'56 Fairlane (8) conv., 
dr., $1,550*; 


Custom (8) 4-dr., $1,325*; 


‘55 Fairlane 


$1,205*; station wagon, $1,085*; 
$610; 2-dr., $850. ’54 
$850, $695°; 
, $620; Main (6) 2-dr., $545. 


Custom (8) 


'52' Crest (8) Vic- 
. "51 Custom (8) 2-dr., 


Main (6) sedan, $380. 
toria, $450*, 


‘53 Super Jet 4-dr., 

Hornet 4-dr., 
LINCOLN — °'54 Cosmopolitan club coupe, 
. ‘51 Custom 4-dr., b 
MERCURY — ’'56 Monterey 2-dr., 
. "54 Monterey club coupe, 
Custom 4-dr., ‘53 Custom 2-dr., 
‘52 Statesman 4-dr., 
OLDSMOBILE 


; Deluxe 2-dr., 
PLYMOUTH — ’ 
"54 Savoy 4-dr., ° . 
$510; Plaza 4-dr., . *53 Cranbrook 
. "52 Cranbrook 4-dr., $135. 

"56 Chieftain 





(8) 2-dr., $1,- 
. "55 Star Chief (8) Catalina, 
; Chieftain (8) 2-dr., 
’54 Star Chief (8) 


PONTIAC — 


"_ *50 Chevrolet %-ton pickup, $210. 


LITTLETON , COLO. 


(Denver Auto Auction, Sale every Friday. 

Prices are for sale of Feb. 8.) 

BUICK — ’'57 Special 
Century coupe $2,000*. 
era, $1,600* (ps); 
RM coupe, $1,330* 





’55 Super Rivi- 
, $1,590° (ps). "4 
Super coupe, 
° . '53 Super 4-dr., 
. ‘52 Super coupe, $435*; 





CADILLAC—’56 (60) 4-dr., 
(62) sedan de Ville, $4,000*° (ps); conv., 

’ coupe $3,780* 
(62) coupe de Ville, $2,775* (ps); 4-dr., 
$2,605* (ps). 

CHEVROLET—’ 57 Bel Air (8) station wag- 

Sport coupe, 


Ease up— 
and relax 





Sport coupe, $1,885*; 
. "55 Bel Air (8) conv. 
; Two-ten (6) station wagon, $1,250; 
, $935, $900, $800. 
. *563 Bel Air conv., 
Two-ten 2-dr., 

Two-ten 4-dr., b 
CHRYSLER—’55 Windsor Hardtop 

’53 NY 4-dr., 
A ; Saratoga 4-dr., 
DeSOTO—’57 Firesweep 4-dr. 







6 Help fight 
heart disease 


Coronet 4-dr., 
Coronet 2-dr., 


DODGE — '57 


° 53 Coronet 4-ar. 
FORD—’57 Fairlane (8) ‘500 Victoria, b 
385* (ps); Custom (8) 300 4-dr., $2,385*. 
"56 Country sedan, $1,800*, 
lane ” Victoria, $1,755* 






$1,720; Fair- 
$1,720; 4-dr., 
$1,450, $1,445; Ranch 
*55 Thunderbird, "$2, 110°; 
$1, 150; Cus- 
$1, 045; Main (6) 2-dr. 


Fairlane i) 4-dr. 
tom (8) 2-dr 


RT FUND ar 
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$670. ’54 Ranch Wagon, $835. ’°53 Coun- 
try sedan, $675*. 

HUDSON—'52 Wasp 4-dr., $140. 

MERCURY—’ 56 Monterey 4-dr., $2,030*, 
$1,815". °55 Monterey 4-dr., $1,345". '54 
Monterey coupe, $1,175*; * 4-dr., $985, 
$740* (ps). 50 4-dr., $275*. 

OLDSMOBILE — ’57 (88) Super Holiday, 
$3,350*. °56 (88) Holiday, $2,175*. °55 
(98) Holiday, $2,015*; (88) Holiday, $1,- 
495*; Super 4-dr., $1,400*. °54 (88) 4-dr., 
$1,250*; 2-dr. $805; Super 4-dr., $1,040*. 

PLY MOUTH—’37 Belvedere (8) 2-dr., $2,- 
305*. '56 Belvedere (8) 4-dr., $1,580*. '55 
Savoy (6) 2-dr., $1,025; Plaza (6) 2-dr. 
$780. '54 Belvedere coupe, $920. '53 Cran- 
brook 4-dr., $425, $205. °51 Cambridge 
4-dr., $150. 

PONTIAC—’50 2-dr., $225; 4-dr., $195, 

WILLYS—’ 54 Jeep, $820. 

MISCELLANEOUS — ’52 Chevrolet %-ton 

Pickup, $520. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co, Sale every 
Thursday, Prices are for sale of Feb, 14.) 
(Prices and demand very good in spite 

of blizzard weather conditions, Sold 144 
cars out of 181 offerings.) 

BUICK—’56 RM Riviera, $2,275* (ps). '53 
RM Riviera, $730* (ps); Special 4-dr., 
$690°. 

CADILLAC—’49 (60) Special 4-dr., $295*. 

OHEVROLET—’57 Two-ten (6) 2-dr., $1,- 
790. ’56 Bel Air (8) 4-dr., $1,500*; Two- 
ten (8) 2-dr., $1,550. 55 Bel Air (8) 4- 
dr., $1,170*%; Two-ten (8) 2-dr., $1,100; 





4-dr., $1,025. 54 Bel Air 2-dr., $865, "51 
FL Deluxe 2-dr., $275, $105*, ’50 SL De- Stainless Steel Cooler— 


luxe Bel Air, $355*. 

DeSOTO—’ 53 Powermaster 4-dr., $510 (ps). 

DODGE—’50 Coronet 4-dr., $100. 

FORD—'56 Country sedan, $1,700*; Cus- 
tom (8) 4-dr., $1,330. °55 Fairlane (8) 
4-dr., $1,275*; Custom (8) 2-dr., $1,060, 
$1,055. °54 Custom (8) 4-dr., 2 at $750. 
"53 Crest (8) Victoria, $680*; Main (6) 
2-dr., $435, 52 Crest (8) Victoria, $730; 
Main (8) 2-dr., $410. 

NASH — ’'53 Statesman club coupe, $540; 
(600) 4-dr., $290. 

OLDSMOBILE—’53 (88) Super 4-dr., $895*, 
$635. °51 (88) Super 4-dr., $405*; Deluxe 
4-dr., $260*, $225°. °50 (88) 2-dr., $100*. 

PACKARD—’53 Clipper 4-dr., $620. 

PLYMOUTH—’56 Savoy (8) 4-dr., $1,395. 
"55 Savoy (8) station wagon, $1,210, '54 
Savoy station wagon, $800. °52 Cranbrook 
4-dr., $370, $105. "50 2-dr., $150. 

PONTIAC—’ 55 Chieftain (8) 4-dr., $1,395*. 
’54 Chieftain (8) 4-dr., $825*. ‘52 Chief- 
tain (8) 4-dr., $355. 

STUDEBAKER — ‘51 Commander 2-dr., 
$135*; Champion 2-dr., $125. "50 Cham- 
pion club coupe, $130. 

WILLYS—’51 station wagon, $640. 

MISCELLANEOUS—’53 White tow truck, 
$825. °51 Chevrolet %-ton pickup, $315; 
utility, $300. | 


CHICAGO 


(Greater Chicago Auto Auction, Inc. Sale 
every Thursday. Prices are for sale of Feb. 
14.) 

(Sold 229 cars out of 378 offerings.) 

BUICK — ’'56 Special 4-dr., $1,600° (ps). 
"55 Century Riviera, $1,580*; Special 
Riviera, $1,500°; 2-dr., $1,270°. "54 RM/ 
4-dr., $1,190* (ps); conv., $1,095* (ps); | 
Super Riviera, $1,100* (ps), $960° (ps); 
Special 2-dr., $950°. "53 Super Riviera, 
$590°* ; Special 4-dr., $560. 

CADILLAC—'56 (62) conv., $3,900* (ps). 
’55 (62) coupe, $2,750*° (ps). "54 (62) 
coupe, $2,505* (ps), $2,325* (ps); (60) 
4-dr., $2,305* (ps). "52 (62) coupe, $1,- 
280° (ps), $1,180°; 4-dr., $1,100° (ps). 
"51 (60) 4-dr., $750°; (62) 4-dr., $595°. 
"50 (61) coupe, $800*; 4-dr., $450°. °49 
(60) 4-dr., $500°. 

CHEVROLET—’57 Nomad station wagon, 
$2,700* (ps). '56 Bel Air (8) Sport se- 
dan, $1,795*; conv., $1,675; Bel Air (6) 
Sport sedan, $1,600; Two-ten (6) 2-dr., 
$1,305; One-fifty (8) 2-dr., $1,125. '56 
Bel Air (6) station wagon, $1,435; 4-dr., 
$1,180*, $1,090; Bel Air (8) Sport coupe, 
$1,420*, $1,390°; 2-dr., $1,400°; Two-ten 
(6) 4-dr., $995. °54 Bel Air conv., $830*; 
Two-ten 4-dr., $700*°. 53 Bel Air Sport 
coupe, $765, $645; Two-ten 2-dr., $495, 
$310; 4-dr., $450. '52 SL Deluxe Bel Air, 
$320° ; 4-dr., $315*. 

CHRYSLER—’56 Windsor Nassau, $2,095* 
(ps). °55 Imperial 4-dr., $1,705° (ps); 
Windsor Newport, $1,415*. °53 Saratoga 
2-dr., $500* (ps); NY 4-dr., $435°. 

DeSOTO—’55 Firedome 4-dr., $1,380° (ps). 
'53 Custom 4-dr., $410*. °52 Firedome 4- 
dr., $225* (ps); Sportsman, $200°*. 

DODGE — ’'55 Royal Lancer (8) Hardtop, 
$1,425* (ps), $1,400*, $1,335*. °53 Coro- 
net (6) 4-dr., $450°; Coronet (8) 4-dr., 
$430*. °52 Coronet 2-dr., $315°; 4-dr., 
$280*. 

FORD — '56 Thunderbird, $2,620* (ps); 
Fairlane (8) conv., $1,775; 4-dr., $1,745°; 
Main (8) 4-dr., $1,255. °55 Thunderbird, 
$2,250* (ps); Fairlane (8) Victoria, $1,- 
390°; 4-dr., $1,210; Custom (8) 2-dr., 
$1,035*; 4-dr., $925, $900, $790°. ‘54 
Crest (8) Victoria, $975*, $950*; Ranch 
Wagon, $965. °53 Crest (8) conv., $775*; 
Ranch Wagon, $550; Custom (8) 4-dr., 
$550*; 2-dr., $440°. '52 Crest (8) Vic- 
toria, $575*, $505*; Main (8) 2-dr., $300. 
49 Custom (8) conv., $450*. 

HUDSON—'55 Wasp 4-dr., $900; Hornet 
4-dr., $820*. '54 Hornet 4-dr., $400. '53 
Hornet 4-dr., $380*, $250. '52 Hornet 4- 
dr., $245°. 

MERCURY—’56 Custom 2-dr., $1,595. '55 
Monterey 4-dr., $1,500* (ps); coupe, $1,- 
315*; Custom 2-dr., $950*, $900; 4-dr., 
$850*. ’54 Monterey coupe, $1,025*, $990*; 
Sport coupe, $900; Custom 2-dr., $670. 
’53 Monterey coupe, $645*; Custom 2- dr., 
$625*, $605*. '52 Sport coupe, $450°. 

NASH — '55 Rambler station wagon, $1,- 
250°; 4-dr., $680. ’54 Statesman Country 
club, $725*. ’'53 Rambler Country club, 
$520. '52 Rambler Country club, $355. 

OLDSMOBILE—’'56 (98) Holiday, $2,460* 
(ps), $2,265* (ps); 4-dr., $2,195* (ps); 
(88) Super Holiday, $2,125* (ps), $2,- 
100°. °55 (98) Starfire conv., $1,875* 
(ps), $1,850*° (ps); Holiday, $1,725* (ps); 
(88) Super Holiday, $1,800* (ps), $1,750° 
(ps); 4-dr., $1,540* (ps); Deluxe Holiday, 
$1,545°. "54 (98) Holiday, $1,440*; (88) 
Super 4-dr., $1,300* (ps), $1,100* (ps); 
Deluxe 4-dr., $1,145*. °53 (88) Super 4- 
r., $815*, $785* (ps); 2-dr., $495; (98) 
Holiday, $720* (ps) ; 4-dr., $710*. '52 (88) 
Super 4-dr., $510* 

PACKARD—’51 (200) 4-dr., $265*; 2-dr., 
$205*. 

PLYMOUTH—'55 Savoy (8) 2-dr., $1,000*. 
‘64 Belvedere 4-dr.. $675; Plaza 2-dr., 
$485. ‘53 Cambridge Suburban, $650*; 
2-dr., $225; Cranbrook Belvedere, $355. 
"52 Cambridge Suburban, 

PONTIAC — ‘55 Star Chief (8) Catalina, 
$1,620* (ps), $1,515* (ps); Chieftain (8) 
Catalina, $1,380*; 4-dr., $1,200°. '54 Star 
Chief (8) Catalina, $860° (ps), °53 Chief- 
tain (8) 4-dr., $610° (ps), $415°. °52 





BUICK—’55 Century Sport coupe, $1,475*; 
RM 4-dr., $1,700* (ps). °54 Super Sport 
coupe, $1,100* (ps); Special 4-dr., $950". 
53 RM 4-dr., $715* (ps); Special 4-dr., 
$420*. ’51 Special 4-dr., $290. 


CADILLAC—’56 Eldorado coupe, $4,750* 





Stainless steel, noted for its resistance to 
corrosion at high temperatures and 
good ductility, will be used as a material 
in the cooling of automatic transmission 
oils on part of Ford's production this 
shown at bottom 
is an envelope of metal 7 
1% inches wide and a'l4-inch 
thick which is located in the bottom tank 
of the radiator and operates as a heat 
Allegheny Ludium Steel Corp., 
Pittsburgh, assisted Ford and McCord 
Corp., Detroit, manufacturer of the cooler, 
in the selection and grade of stainless 
steel in this application. 


inches long, 





STUDEBAKER—’54 Champion 2-dr., 

*51 Champion 2-dr., . 
MISCELLANEOUS — '56 Volkswagen, $1,- 
. "55 English Ford Prefect, 
Volkswagen 2-dr., 
, $630; Ford %-ton pickup, $290. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Feb. 15.) 

(Cars were on the up-grade today as 
buying was very active and selling good, 
too, Weather warm as we sold 
out of 300 offerings.) 
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EARN more MONEY 


from your wheel aligning 5 


ERNIZE with John BEAN 


Cm a ae me a ee ee ee oe 


CONVERT to Visualiner 
Speed and Precision Accuracy 
Practically any wheel alignment or 
frame straightening rack can be 
modernized to new and profitable 
efficiency by adding Visualiner 


ee ee 
you're already 0 ee 


_ investigated the ne the new, easily 


. '52° MG road- 











ADD John BEAN'S Step-Saving 
Remote Control Wheel Turner 


Save countless steps . . . conserve 
30% of your wheel aligning time. 
With John Bean’s new Remote Con- 
trol Wheel Turner, 
and hold position o 
with any of three remote control 
buttons. No more pushing and pel 
ing on wheels... better accuracy, too 


ou turn, sto 
front whee 


















EXPAND Your Business 
with John BEAN’S Adjustable 
Tread Alignment Rack 


Now, handle iligning on any car— 
sports cars, foreign cars and li 
trucks included . . . any tread-wi 
from 40” to 68”. And no more jack- 
ing and jockeying. With roller loam 
ing runways, just a push positions 
the car after it’s on the rack! 


( John Beon Wheet 


send me Alignment Modernizers Cor Wheel Balancer 


data on Sieenel Nomen 


ATTACH COUPON TO YOUR LETTERHEAD OR A POST CARD 
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(ps); (62) sedan de Ville, $3,875* (ps). 


"62 (62) 4-dr., $1,050*. °49 (62) 4-dr., 
. 


$325*. 

CHEV ROLET—’ 57 Bel Air (8) Sport coupe, 
$2,400" (ps); 4-dr., $2,275", $2,200*; 
Two-ten (8) Sport coupe, $2,175*. '56 Bel 
Air (8) 4-dr., $1,750* (ps), $1,510*, $1,- 
435*; station wagon, $1,700*; Two-ten 


(8) 2-dr., $1,400*; 4-dr., $1,330*, '55 Bel 


Air (8) conv., $1,250°; 4-dr.. $1,050*; 
Two-ten (8) 2-dr., $900. '54 Bel Air 4-dr., 
$810*; Two-ten 2-dr., $740; 4-dr., $725; 
One-fifty 4-dr., $600, °53 Two-ten 2-dr., 
$580, $545. "52 SL Deluxe 2-dr., $410; 
4-dr., $390. 51 SL Deluxe 4-dr., $415, '50 
SL Deluxe 2-dr., $250; 4-dr., $190. "49 
SL Deluxe 4-dr., 4 $110; 2-dr., $105. 

CHRYSLER—’53 NY 4-dr., Ms 

DeSOTO—'57 Firedome 4- dr., $2,950* (ps). 
’56 Firedome 4-dr., $1,690°. 


DODGE — ’57 Royal Lancer, $2,660. '55 
Coronet Sport coupe, $1,415*, °52 4-dr., 
$370. 


FORD—’57 Fairlane (8) Victoria, $2,300° 


(ps), $2,165*. 56 Country sedan, $1,720*; 


Fairlane (8) Victoria, $1,700*; 4-dr., $1,- 
605*; Custom (6) 2- dr., $1, 230. "55 ‘Fair- 
lane (8) 4-dr., $1,100*, $1,025*; Ranch 
Wagon, $950*; Custom (8) 2-dr., $925, 
$710. 54 Crest (8) Victoria, $890; Cus- 
tom (8) 4-dr., $770. ’53 Custom (8) conv., 
$640°,. ‘52 Custom (6) 2-dr., $280; Main 


(8) 2-dr., $350. '°51 4-dr., $260, '50 4-dr., 


$250; 2- dr., $190. 
LINCOLN — ‘56 Premiere 4-dr.., $2, 930* 
, $725 


(ps). °53 Capri coupe, 


MERCURY — '56 Monterey coupe, $1, 750. 
*55 Monterey Sport coupe, $1,465*, °54 
Custom 2-dr., $725. "51 4-dr., $175. '50 
4-dr., $170. 

OLDSMOBILE — ‘56 (88) conv., $2,225* 


(ps); 4-dr., $2,075* (ps); (98) Holiday, 


$2,220° (ps). ‘55 (88) Super 4-dr., $1,- 

760° (ps). °53 (88) 2-dr., $680*; 4-dr., 

$650°. ‘50 (88) 2-dr., $285*. 
PLYMOUTH—'57 Belvedere (8) Hardtop, 


$2,600° (ps), $2,550* (ps). 55 Savoy (8) 


station wagon, $1,125*; Plaza (6) 2-dr., 


$810. '52 Cambridge station wagon, $440. 
"50 coupe, $175. 


PONTIAC—’55 Chieftain (8) 4-dr., $1,125*, 


"53 Chieftain (8) 4-dr., $350°. 


STUDEBAKER — ‘56 Commander Sport 


coupe, $1,600°,. "55 Champion coupe, $750, 
$675. 53 Champion 4-dr., $280. "47 coupe, 
$115*. 


WILLYS—’53 station wagon, $510, $390. 
MISCELLANEOUS—’55 Ford %-ton pick- 


up, $765. 


DANVILLE, VA. 


(Danville Auto Auction, Sale every Wed- 


nesday. Prices are for sale of Feb. 13.) 


(Sale was active, however, prices 


seemed to lag $50 to $75 per car. Most 
dealers report their lots full and retail 
slowed up. Sold 144 out of 181.) 

BUICK—’'55 Super 2-dr., $1,685*. °54 Spe- 


cial 2-dr., $1,025°. "50° Super 2-dr., $205. 


CADILLAC—’53 (62) coupe de Ville, $1,- 


(Continued on Page 48, Col. 3) 














Modernize your existing equip- 
ment... it's a sure way 
te boost your wheel aligning 


WRITE FOR DETAILS TODAY. 


4 John BEAN 






DD Self-Centering On-the- : 
t 

(C Wheel Alignment and e 
Bolancing Accessories 











The extra safety of nylon cord tires. 


@ An important safety improvement in tires gives change-over business a real 


boost. That’s why the lasting strength and safety of nylon cord tires have special meaning 
for you. Each time you suggest a change-over to nylon, you do both yourself and your customer 
a service. Nylon cord’s safety extras give your customer added protection 


against the hazards of blowout... permit mile-after-mile driving 
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Already highly publicized, the advantages of nylon cord tires are featured in Du Pont’s powerful advertising campaign appearing 
throughout the year in these leading magazines. It brings the story of nylon’s safety and dependability directly to your best cus- 


tomers. Surveys and the rising sale of nylon cord tires show that the public knows and wants nylon’s extra strength and extra safety. 


NYLON CORD PROTECTS AGAINST 
THE 4 MAJOR CAUSES OF BLOWOUTS 


In the toughest tire test of all. . . billions 
of miles of heavy-duty trucking have proved the 
extra safety of nylon cord tires under the most 
rugged road and load conditions. 


1. BRUISE DAMAGE 
caused by hitting a rock, hole 
or bump is a frequent cause 
of tire blowout. Nylon’s shock- 
absorbing toughness guards 
against impact damage, gives 
you extra safety, added pro- 
tection mile after mile. 


2 MOISTURE seeping in 
through cracks or cuts in tire 
rubber weakens ordinary cord; 
results in dangerous, unseen 
damage to your tires. Nylon 
ends blowouts due to moisture 
damage because water can’t 
rot nylon cord. 


3. FLEX STRAIN that oc- 
curs every time a tire turns 
can sap its strength, lead to 
premature failure. Nylon's re- 
silience guards against dam- 
aging flex fatigue, gives lasting 
protection against this cause 
of blowout. 


4. WEAT can permanently 
weaken tire cord, lead to blow- 
outs. Nylon gives two-way pro- 
tection: it has greater heat 
resistance—also makes cooler- 
running tires. That’s why rac- 
ing tires are made with nylon. 


s means extra change-over business 


Du Pont produces nylon fiber. 
Tire manufacturers 
make nylon cord tires. 


with complete confidence in his tires. 

@ It pays to suggest nylon cord tires. It’s a piece of 
change-over business that will not only influence sales, 
but mean more satisfied customers. That’s good 


REG. U.S. PAT. OFF 


business in any book. BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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Attention Car Dealers 












The buyer of every car you sell is a 
prospect for a Great Lakes Trailer 
Home. Today . . . tomorrow .. . or 
anytime in the future. 


A Mobile Home for business, travel, 
or just “getaway” living. Will he 
remember you? If you sell the Great 
Lakes Line of Trailer Homes, he'll re- 
member, because a Great Lakes 
Home has the reputation from coast 
to coast for quality, design, practa- 
bility and down to earth dollar value. 

















it will pay you to investigate the 
Great Lakes Plan for dealership. 






Call or write. 






















GUERDON INDUSTRIES, INC. 


MARLETTE, MICHIGAN PHONE 6611 








LOWER COST, SIMPLER, 
FASTER ASSEMBLY with 


PRINTED CIRCUITS 


for Radios, Instruments, Panels 
Gages and Switches 











Your Benefits: Shorter assembly lines, Re- 


duced assembly time, Exact circuit reproducibility, Im- 
proved reliability, Easier servicing, Miniaturization, Lower 
inspection costs, Product improvement. 







Ask for full information! 


@ Photocircuts 


Sena Ff 28 at 
DEPT. AN, GLEN COVE, NEW YORK 


World's Largest Producer of “Exclusively Printed Circuits.” 


Offices in principal cities. 
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Public Relations Man 


Large Toledo firm is looking for a young man to assist Director of Public 
Relations. 














Duties will include preparing publicity releases for newspapers, 








magazines and radio; handling of special events; writing correspondence and 













working on product exhibits. Offers interesting assignments and opportunity for 






varied experience. Previous public relation experience or newspaper work 
desirable. Include photo and complete resume. Write Box AN-7, Automotive 
News, Detroit 26, Mich. 
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Used-Car Auction Prices 





(Continued from Page 45) 


530°. °52 (62) 4-dr., "49 (62) 
coupe de Ville, $655*. 


CHEVROLET—’57 Bel Air (8) 2-dr., $2,- 
035*; 4-dr., $2,095, '56 Two-ten (8) 4-dr., 
$1,470. °55 Bel Air (8) 2-dr., $1,515*; 
4-dr., $1,205*; Two-ten (6) 4-dr., $985. 
'54 Two-ten 2-dr., $790, $765, $705; 4-dr., 
$680. '53 Bel Air 4-dr., $510; 2-dr., $610. 
’52 SL Deluxe 4-dr., $495; 2-dr., $355, 
$305, $100. ‘51 SL luxe 4-dr., $275°*, 
$270; 2-dr., $260*. "50 SL Deluxe 2-dr., 
$255, $175; 4-dr., $165. '40 2-dr., $195. 

DeSOTO—’52 Firedome 4-dr., $265. '50 De- 
luxe club coupe, $230. 

DODGE— 55 Coronet 2-dr., $1,265. °53 Cor- 
onet station wagon, $650; 2-dr., $370; 
Meadowbrook 2-dr., $430, °51 Coronet 
4-dr., $370; 2-dr., $205. 

FORD—'57 Fairlane (8) 2- dr., $2,305*. '56 
Country sedan, $1,355*; Fairlane (8) 4- 
dr., $1,605*, $1,475°; 2-dr., $1,485%; Cus- 
tom (8) 4-dr., $1,455*. °55 "Ranch thagen, 
$1,005; Fairlane (8) Victoria, $1,415; 
4-dr., $1,240, $1,070*, $915°; Custom (8) 
4-dr., $1,060*; 2-dr., $1,030, $995, $975. 
54 Ranch Wagon, $785, $760; Custom 
(8) 4-dr., $615, $430. °53 Custom (8) 
2-dr., $650, $600°, $525; 4-dr., $685, $530; 
Custom (6) 4-dr,, $625; Crest (8) 2-dr., 
$585; conv., $485; Main (8) 2-dr., $480. 
’52 Crest (8) 2-dr., $655*, $580; conv., 
$455; Custom (8) 2-dr., $465; 4-dr., $460, 
$405; Main (6) 2-dr., $285. °51 Custom 

4-dr., $455, $205*; station wagon, 

; club coupe, $365; 2-dr., $315*, 
$230, $210, $170; Deluxe (8) 2-dr., $165*, 
$155. '50 Custom (8) 2-dr., $365, $360, 
$355, $315*, $290, $230; 4-dr., $345, $260; 
Custom (6) 2-dr,, $180, '49 Custom (8) 
2-dr., $255, $235; coupe, $145. '40 coupe, 
$305, $280. 

MERCURY—’'56 2-dr., $1,605°. 
rey Sport coupe, $1,365°; 2-dr., $1,280*. 
’53 Custom 2-dr., $710*; + dr. $680". "51 
2-dr., $335°, $295. "49 coupe, $305; 4-dr., 


$285. 
OLDSMOBILE—’53 (88) 4-dr., $650°. °52 
(88) 2-dr., $430°. '50 (88) 4-dr., $380°, 


Hawaiian Holiday 
Awarded to 61 in 
Willys Contest 


TOLEDO. — Twenty-one “Jeep” 
dealers and 40 field sales represent- 
atives visited Honolulu this month 
on eight-day expense-paid vacations 
as guests of Willys Motors, Inc. 

They were the winners in the 
company’s three-month “Hawaiian 
Holiday” sales contest. With their 
wives, they comprised two spe- 
cial United Air Lines flights leav- 
ing San Francisco Feb. 12 and Feb. 
19, with return via Los Angeles. 


The top dealers were Ray Stout, 
Salt Lake City; Douglas E. Howes, 
Gallup, N. M.; Ralph Slavich, 
Fresno, Calif.; E. J. Casperson, 
Pendleton, Ore.; Andrew Olden- 
burger, Bozeman, Mont.; Max Hem- 
mert, Salmon, Id.; Don Blouch, Hot 
Sulphur Springs, Colo. 

Sandy Durant, Missoula, Mont.; 
Charles Galloway, Tucson, Ariz.; 
Leland L. Stenovich, Elko, Nev.; 
Lawrence Simonetti, Watertown, 
Miss.; James Roof, Miami; Edward 
Schott, Hanover, N. J.; William 
Echer, Ferndale, Pa., and Lyle Pee- 
bles, Titusville, Pa. 

Sam Palumbo, Chicago; Russell 
Reed, Cincinnati; Roy E. Box, Cor- 
pus Christi, Tex.; Louis Burger, 
Montville, O.; Dale Mountain, 
Omaha, Neb., and Harold Bovee, 
Belle Fourche, S. D. 

Field sales winners were James 
J. Beattie jr. Eastern divisional 
manager; E. K. Bridgeman, Boston 
zone manager; L. P. Randall, New 
York zone manager; F. M. Lukacs, 
Philadelphia zone manager; R. A. 
Bradfield, assistant New York zone 
manager, and J. J. Schell, assistant 
Philadelphia zone manager. 

District Managers: Cincinnati 

Zone, R. E. Boone, J. E. Lawson 
and M. E. Hudson; Chicago, R. D. 
Burnham, D. R. Luellen and J. R. 
Jacobs; Kansas City, W. A. Irwin, 
E. D. Reinig and R. W. Goodyear; 
Minneapolis, H. S. Floraday; Cali- 
fornia, G. G. Gutting; Boston, D, H. 
Browne, A. W. Kellas, H. E. Glover, 
F. H. Butterworth and D. A. Ben- 
field. » 
Pittsburgh, W. J. O’Mara and A. 
W. Roscoe; Atlanta, W. Pancoast, 
E. E. Smith, W. H. Oxley, L. Mesh, 
H. H. Murphy, R. Parker and J. H. 
Shipp; New York, G. E. Sears, D. F. 
Heineman, R. T. Van Zandt, C. V. 
Durkin, E. Noe and F. J. Titus, and 
Philadelphia, R. F. Baker, J. H. 
Burtis and R. K. Howell. 


McMahon Rejoins Deal 

Samuel F. McMahon, formerly 
president of Sugar-McMahon Ford, 
Inc., Chicago, has disposed of his 
interest in that firm and has re- 
turned to Litsinger Motor Co. 
(Ford) as vice president. He pre- 
viously had been with Litsinger 19 
years. 


$1,165*. 


’55 Monte- 








$315*, $245°; 
$205*. 

PLYMOUTH—’ 57 Belvedere (8) 4-dr. 
245°. '55 Belvedere (8) 4-dr., $955. 
Cranbrook 4-dr., $205; Cambridge 4-dr., 
$285. °49 2-dr., $145. 

PONTIAC—’56 Chieftain (8) 2-dr., $1,640*. 
"55 Chieftain (8) 2-dr., $1,330*. '54 Chief- 
tain (8) 4-dr., $665*. °52 4-dr., $380*, 
$305. °51 2-dr., $255. °50 2-dr., $280*. 

STUDEBAKER—'50 4- dr., $155. 

MISCELLANEOUS—’55 Ford %-ton pick- 
up, $715. '54 Ford %-ton pickup, $600; 
GMC %-ton pickup, $505. 53 Ford %-ton 
pickup, $450. °'50 Ford ‘%-ton pickup, 
$175. 


2-dr., $270*; (76) 4-dr., 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Feb. 13.) 
(West Coast buyers in attendance here 

as market on clean cars still very solid.) 
BUICK—’56 Special 4-dr., $1,535. '55 Spe- 
cial conv., $1,325*. °54 Special Riviera, 


$950. 
CADILLAC—’54 (62) 4-dr., $2,395* (ps). 
CHEVROLET—’'57 Nomad station wagon, 


$2,500* (ps); Bel Air (8) 4-dr., $2,205*; 
Two-ten (8) 4-dr., $2,020*. °56 Corvette, 
$2,325; Bel Air (6) 4-dr., $1,740*; Bel 


Air (8) 4-dr., 2 at $1,700, $1,695, $1,690; 
2-dr., $1,695; Two-ten (8) station wagon, 
$1,545; Two-ten (6) 4-dr., $1,480°, °55 
Two-ten (8) 4-dr., $1,125*, $1,000, $960; 
2-dr., $1,105, $1,000. "54 Two-ten 4-dr., 
$645. °53 Bel Air conv., $925, $700; 4-dr., 
$755*; 2-dr., $725*; Two-ten 2-dr., $665°. 
CHRYSLER—’54 4- dr., $1,485° (ps). 
DeSOTO—' 56 Firedome 4-dr., $1,965*. 
DODGE—’53 Coronet 4-dr., $620*. 
FORD—’'57 Fairlane (8) 500 Victoria, $2,- 


360°. ‘56 Fairlane (8) 2-dr., $1,410°*; 
Custom 2-dr., $1,410*. "55 Fairlane (8) 
4-dr., $1,290° (ps). °51 conv., $325. 


HUDSON—’56 Rambler station wagon, 
650°. 


$1,- 


MERCURY—’57 Monterey Hardtop, $2,625*. 
OLDSMOBILE—’56 (98) Holiday, $2,385* 
(ps). °55 (88) Super Holiday, $1,815* 
(ps); 4-dr., $1,495*; Deluxe Holiday, $1,- 
655°. °54 (98) Holiday, $1,615* (ps). °52 
(88) Super 4-dr., $600*. °50 (98) 4-dr., 


$120°. 
PLYMOUTH — '55 Belvedere (8) Hardtop, 
$1,365*; Savoy (8) 4-dr., $1,185*; Savoy 
(6) 4-dr.. $1,085*. "53 Cambridge 2-dr., 
$515. °51 Cranbrook 4-dr. , $150, '50 Cran- 
brook 4-dr., $110. 
PONTIAC—’57 Chieftain (8) 2-dr. $2,115. 
55 Star Chief (8) 4-dr., $1,360°, 
MISCELLANEOUS—Chevrolet %-ton pick- 
up, $660. "52 Ford 1%-ton truck, $490. 


PEABODY, MASS. 


(Peabody Auto Auction, Inc, Sale every 
Thursday. Prices are for sale of Feb. 14.) 
(Weather sunny and cool. Clean cars 
sold fast today as prices are on the up- 

grade. Sold 102 out of 174.) 

BUICK—’56 Super Riviera, $2,265* (ps); 
4-dr., $1,905*; Special 2-dr., $1,810*. °55 
Special Riviera, $1,285*, $1,250° (ps); 
Century Riviera, $1,715*. ‘54 Super Rivi- 
era, $1,490*°; RM Riviera, $1,175* (ps); 
Special 2-dr., $935°. °53 Super Riviera, 
$775*; Special 2-dr., $690°. ‘52 Super 
Riviera, $595*. °51 ‘Super 4-dr., $335°; 
Special 2-dr., $360; 4- dr., $275°. "'50 RM 
4-dr., $195; Special 2-dr.; $180°. 

CADILLAC—’56 (62) conv., $3,775* (ps). 
= (62) 4-dr., $2,800* (ps). "51 (62) 4- 

$700*, *49 (61) 4-dr., $165*. 
cuEVRoET’se Two-ten (8) 2-dr. $1,- 
445°, $1,390*; Two-ten (6) 2-dr., $1,425. 
55 Two-ten (8) 4-dr., $1,125°; One-fifty 
(6) 2-dr., $910. '54 Two-ten 2-dr., $780, 


CLINTONVILLE, Wis. — There 
is little difference between the 
cornering, stopping and traction 
abilities of the traditional 15-inch 
tire and the 14-inch tire recently 
adopted by several manufacturers, 

This was the conclusion of 
scientific skidders — test drivers, 
engineers, college professors and 
public officials — who have com- 
pleted a 10-day research project 
to make driving safer for the 
National Safety Council. 

Edward L, Smith, traffic engineer 
for the Council, said, “We can as- 
sure ’57 car buyers there is no ap- 
preciable difference in performance 
of the new smaller tires on snow 
or ice. 

“After the full committee of 32 


Rental Volume Up 
In Resort Areas 


CHICAGO, — A survey by Hertz 
Rent-A-Car System in Miami, 
Tampa, Fla.; Los Angeles, Palm 
Springs, Calif.; Phoenix, Ariz.; Las 
Vegas, Nev.; Hawaii, and Mexico 
City reveals that car-rental busi- 
ness in those areas is up an aver- 
age of 57 percent over the winter 
season of 1956. 

Joseph J. Stedem, Hertz execu- 
tive vice-president, said the great- 
est increase was noted in Miami, 
where car rentals are up 61 per- 
cent. 

“This year,” he said, “we have in- 
creased our fleet of cars in Greater 
Miami by more than 25 percent, and 
have added a substantial number of 
sports cars and convertibles.” 


Scientific Skidders Report 


14-Inch Tires Corner and Stop as Well 
As 15-Inchers, Tests Show 


$750; One-fifty 4-dr., $560. '53 Be} Air 
4-dr., $685; Two-ten 4-dr., $550: 
2-dr., $555; One-fifty 4-dr.,. 285. '52 er 
Deluxe 2-dr., $510; 4-dr., $490. '5] aL 
Deluxe 2-dr., $360, $135; station wagon, 
$235. 50 SL Deluxe 2-dr., $160. 

CHRYSLER—’50 Windsor 2-dr., $170, 

DeSOTO — '51 Custom 4-dr., $275; 2-dr,, 
$200. '49 Custom 4-dr., $180. 

DODGE — '57 Coronet (8) 2-dr., 
'53 Meadowbrook 4-dr., $310*. ‘50 Coro 
net 4-dr., $160. 

FORD—’57 Fairlane (8) 4-dr., $2,200°, 5g 
Custom (8) 4-dr., $1,435; Main (6) 2-ar 
$1,090. °55 Fairlane (8) 4-dr., $1,280" 
$1,115; 2-dr., $1,200; Custom (8) 4-dr,, 
$965; 2-dr., $945; Custom (6) 2-dr., 

"4 Custom (8) 4-dr., $840, °53 Custom 
(8) 4-dr., $610; Main "(8) 2-dr., $410, 50 
Custom (8) 4-dr., $405, ‘51 Custom (8) 
2-dr., $345; 4-dr., $170. ’°50 Custom (8) 
2-dr.. $125. ’49 Deluxe (6) 2-dr.. $135, 

LINCOLN—’55 Capri 4-dr., $1,725* (Ds), 
*52 Cosmopolitan 4-dr., $280. 

MERCURY — 56 Monterey conv., $1,750" 
(ps), °55 Montclair 2-dr., $1,635* (pa); 
Monterey coupe, $1,485*. '54 Monterey 
Hardtop, $1,100*. ‘53 Monterey 2-dr, 
$870; Custom 4-dr., $750. °49 Custom 
4-dr., $135. 

NASH—’55 Ambassador 4-dr., $1,155°, "% 
Statesman 4-dr., $610. '53 Statesman 4 
dr., $485, $470. 

OLDSMOBILE—’55 (88) Holiday, $1,800*; 
4-dr., $1,575*, $1,545°. °54 (88) Super 
Holiday, $1,475; Deluxe Holiday, $1,350, 


$2,155°, 


'53 (98) 4-dr., $850° (ps); (88) 4-dr, 
$810*, °51 (88) 4-dr., $425*. °49 (88) 4 
dr., $135. 

PACKARD—’55 Clipper 4-dr., $1,260* (ps), 
"53 4-dr., $410. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,. 
165. "54 Plaza 2-dr., $590. °53 Cranbrook 


Belvedere, $310, $305. 

dr., $195. 
PONTIAC—’'56 Chieftain (8) 2-dr., $1,400, 

’54 Star Chief (8) Catalina, $1,250*°, "53 

Chieftain (8) 4-dr., $650*. °51 (8) Cata- 

lina, $440*; 4-dr., $265°. 
STUDEBAKER — '51 Commander Land 

Cruiser, $160*. '50 Champion 4-dr., $110, 
WILLYS—’' 46 Jeepster, =. 

* * 


*51 Cranbrook 2- 


— Auctions in Brief — 


NEW YORK CITY 
Skyline Auto Auction. Bale every Tuesday 
(Feb. 12). Market strong here this week 
despite freezing weather. Dealers are be- 
ginning to show ‘“‘spring buying strength.” 
Sold 93 out of 127. 
* 


* * 
INDIANAPOLIS 

Ken Schaefer Auto Auction. Sale every 
Thursday (Feb. 14). All prices remained 
very steady today as 91 percent of our "52 
and older models sold and 56 percent of our 
late model constguasent Gung hands, 

* 


GALLIPOLIS, oO. 

Gallipolis Auto Auction, Inc. Sale every 
Tuesday (Feb. 12). We had a very hot sale 
today as we sold 137 out of 189. 

* * - 


BEL AIR, MD. 

Bel Air Auto Auction, Sale every Thurs- 
day (Feb. 14). In spite of weather condi- 
tions, we enjoyed an excellent sale. Prices 
were good, selling was active, and vouyers 
were on hand to absorb all of the cars 
entered. 

* * * 


PA. 

Manheim Auto Auction. Sale every Fri- 
day (Feb. 15). A large sale in spite of bad 
weather, with 391 cars consigned. Prices 
were unusually good and the demand for 
clean, older cars up to '55 was sharp. Three 
auctioneers sold 72 percent. 

* * * 


SYRACUSE 
Syracuse Auto Auction. Sale every Wed- 
nesday (Feb. 13). Today's sale was in nice 
balance with buyers preparing for spring 
business. New-car dealers are disposing of 
their trade-ins on the '57s. 


members has analyzed test results, 
which may take about two weeks 
because they are located coast to 
coast, the National Safety Council 
will issue a statement about con- 
clusions.” 


The following conclusions were 
revealed: 


1, Reducing the pressure of 
modern tires does not lessen the 
danger of skidding. Tests showed 
that sub-normal pressures in- 
creased skidding because treads 
buckled in the middle and only 
the outside edges of the tires pro- 
vided traction. 

2. Locking or power-dividing dif- 
ferentials are an aid to traction 
because they transfer power to the 
wheel having the most traction. 
When both wheels are on a slippery 
grade, however, wheels will still 
spin and chains may be needed. 

3. Snow tires are improving but 
reinforced tire chains are still best 
for reliable stopping and starting 
on hard-packed snow or ice. 

To be answered later are ques- 
tions about the effects of various 
tire pressures, the comparative 
value of snow tires and reinforced 
tire chains, the effect of locking 
differentials, the effect of weight 
distribution and the effect of 
smaller tires in snow of various 
depths, 

While the council tests ended 
here, B. F, Goodrich Co. and Good- 
year Tire & Rubber Co. will con- 
tinue working for another week on 
private research, 
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Ping against a hard surface, prove 
that the paper air cleaner is re- 
stored to approximately its original 


ler, Ford Adopt Pa 


(Continued from Page 40) 
particle that can pass 


through the filter.) 

Typical ratings are said to be 100- 
micron particle size for conven- 
tional oil-wetted types, 10-micron 

cles for an oil bath cleaner and 
fne filtration down to one-micron 
for paper elements. Chrysler engi- 
neers claim that the type of filter 
gsed on its cars “stops dirt and 
abrasive particles as small as four- 
millionths of an inch from entering 
the carburetor and the engine’s cyl- 
inders.” 

Most controversial of all com- 
parison criteria is the “restriction 
factor”—or pressure drop build- 
up (and accompanying effects on 
engine performance and econ- 
omy) as dirt accumulates on the 
yarious types of filters in passen- 
ger-car service. 

Even the paper element advo- 
cates concede that. in comparable 
service, pressure drop rises more 
rapidly for an equivalent amount 
of dust collected by a paper ele- 
ment than by an oil bath cleaner. 

On the other hand, the oil-bath 
deaner proponents readily grant 
that, for most normal urban serv- 
ice, the additional restriction effect 
due to dust collection by the paper 

dement does not constitute a seri- 
ous detriment if the paper element 
is serviced at intervals of 2,500 to 
10.000 miles and replaced every 
10,000 to 20,000 miles. 

= > 


> 

Severe Dust Conditions 
Chief Disputed Point 
_ principal area of argument 

centers around performance of 
the dry-type pleated paper element 
under severe dust conditions. Crit- 
ies charge that, in such service, the 
paper element either will require 
frequent cleaning and replacement, 
or will plug up so seriously as to 
impair engine performance by re- 
stricting air flow. 

Also, it is alleged that the dust- 
holding capacity (without excessive 
restriction) of the paper air cleaner 
is less than half that of the oil-bath 
type—which typically can accumu- 
late nearly a pound of dirt before 
losing its effectiveness. 

Those who favor the paper ele- 
ment answer by admitting that 
the more efficient paper air 
cleaner does have less dirt-hold- 
ing capacity than the oil bath 
type. But they contend that the 
paper element has an important 
advantage in its characteristic of 
maintaining high efficiency when 
dust-laden to capacity. 

This feature, they claim, assures 
the engine of protection when, un- 
der similar circumstances, over long 
neglect of either the oil-bath or oil- 
Wetted types would permit the pass- 
age of abrasive dust and dirt into 
the engine. 

Furthermore, they assert, the ris- 
ing pressure drop of the neglected 
Paper air cleaner will (when servic- 
ing is required) impede the intake 
of air and cause a dropoff of per- 

ce and fuel economy that 
can serve as a signal to the car 
owner that air cleaner servicing is 
needed 


Studebaker - Packard Corp. at- 
tempts to take maximum advantage 
of the differing strong points of 
Paper and oil-bath air cleaners by 

ing one type or the other, ac- 
cording to the geographical area in 
which the car is to be used. 
* ez * 
MICHAEL DE BLUMENTHAL, 
chief research engineer for 
S&P, considers the oil-bath unit su- 
Perior to the paper type in a very 
dusty climate, “since it will not clog 
48 rapidly.” 

Another disputed point is the 
Cleanability of paper elements. On 
One extreme are those who assert 
that cycling tests, in which the 
Paper element is “loaded-up” with 
dirt repeatedly and then cleaned 
with a gentle air blast and by tap- 


from restriction with such 


r so , 


Oil-Bath Air Cleaner Dying 


quick servicing. A typical recom-| mains in the a —— paper 
mendation is that the elements be| after each servicing. ese indi- f bypass rmit dirt to 
——, aan oo or five periods| viduals are inclined to recommend mar the Pc Sg 79 mae ain 
At the other extreme stand the 
engineers who are skeptical of 
the paper element’s ability to shed 
dust and dirt in a routine servic- 
ing procedure. They raise the pos- 













pressure 
store engine performance fully. 
They further contend that eac 
period of reuse will be shorter than|of the paper ele- 
the one preceding, because a|ment filter cart- 
slightly greater amount of dust re-| ridge equals or 


sary, 
ciencies of 99% percent. 


that paper elements be replaced 


operating under 
severe dust con- 
ditions. 
According to 
Frederick R. 
Gruner, chief en- 
gineer, Purolator 
Products, the life 





Kett Tool Expands 
In Cincinnati Move 
CINCINNATI — Expansion of | “Unlike other types of air cleaners,/ .tners who are of the opinion that 
Kett Tool Co. here to larger quar-|the dry-type extended area paper| ++. qual trends to iswer hood lines 
ters at 5055 Madison Road, has been | #!T filter is capable of excellent effi-/ ..4 more powerful engines paved 
the way for adoption of the more- 
efficient positive dry-type paper air 
cleaner. 
ments exhibit efficiencies of 98| At Ford engineering staff, N. Rob- 





























announced. 

Executive and engineering offices 
will be housed in the new location, 
in addition to all shop facilities. 


surpasses that of 
the oil- bath and 
oil-wetted air 
cleaners. Furthermore, he said, 





F. R. Gruner 


ciencies at all speeds.” 
> 


* * 


Gua asserted that paper ele- 
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percent or more and, when neces- 


Gruner for the paper element in- 
cluded: Positive filtering that is 
more effective than the viscous im- 
pingement principle; no possibility 


icing, 
(instead of merely serviced) at in- flexibilit 
y for configurations adapt- 
tervals of 5,000 miles or less when able to space and shape require- 
— ments of future passenger-car and 
truck engine air cleaners. 


clared, “It is common knowledge 
that the paper air cleaner is more 
efficient than others and that the 
oil-bath type is handicapped by a 
decline in efficiency with engine 
speed and air flow.” Kasten said 
under many common operating 
conditions, the dry-type paper air 
cleaner is “10 times as good as 
the oil bath, in that it passes only 
one-tenth as much dirt.” 





ert McManus, a unit supervisor in 
can be designed with effi- 


Further advantages cited by 
list low-hood style 
trends as the pri- 
mary reason for 
adoption of the 
paper element. 
While recognizing 
the importance of 
space limitations 
imposed by low 
hoods, he is of the ™_ 
opinion that the N. R. McManus 
rapid rise in engine air capacity 
was of even more significance as 
an influence on air-cleaner design. 
* + +. 
Engine Horsepower Trends 
Outgrow Oil-Bath Capacity 
cMANUS holds to the view that 
present-day engines simply 
have outgrown the feasible air flow 
operating range capabilities of the 
oil-bath type cleaner. In arriving at 
this conclusion, McManus took into 
account such factors as vertical 
dimensions and shape requirements 
of modern air cleaners, as well as 
the ali-important specifications for 
air flow requirements to provide 
low-speed wetting of the oil bath 
(Continued on Page 51, Col. 1) 








and design and mounting 








At Bendix-Skinner, Kasten de- 



















Kasten agrees with Gruner and 

















HIT of the NADA San Francisco SHOW! 
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warehouses at: 
Akron; 
Bethlehem, Pa.; 
Dallas; 
Jacksonville, Fia.; 
Kansas City; 
New York City; 
and Toronto, 
Canada. 














SALSBURY Air-0-Matic BEAD EXPANDER 


Quickly expands beads on tube- 
less tires. Automatic overload 
release for added safety. Uses 
regular service station air sup- 
ply. Only $19.50 





See your jobber or write 
for literature. 


SALSBURY 


CORPORATION 


Fastest handling — 


12” to 17” tires 


All tools—beadbreaker, mounting and dismounting tools 
— conveniently located on center post when not in use. 
No cones, hooks or rim adapters required. No need for 
special tool rack. No air or electrical connections needed. 
A completely self-contained unit! 


Hammer handle instantly locks wheel in place 


Swing-type, hammer action rotates 
triple cam, expanding three con- 
tact points into wheel felloe, lock- 
ing and centering wheel securely 
in place. Reversible gripper blocks 
give choice of wheel contact. 





Revolving ball-end dismount tool protects tires 


Free turning rollers on dismount tool provide fast, easy 
dismounting of tire with absolute safety. No danger of 
damage to sealing edge of tubeless tires. 

yo — 4 free turning rollers 


™, Revolving ball end 
Double roller tool mounts both beads simultaneously 


Exclusive wide tapered 
roller mounting tool 
rolls both beads of tube- 
less tires safely onto 
wheel in single opera- 
tion. 











Hi-power Bead Loosener quickly 
loosens both beads without turning 
wheel over. 










SALSBURY TRUCK & BUS TIREMASTER 


Handles all truck and bus tube-type tires from 
15” to 25” rim diameter. Quickly adjusted for 
various sizes. Smooth, precision action pro- 
tects tires and aluminum wheel rims from 
scuffing and scarring. Electrically powered 
hydraulic action develops 66,000 Ibs. pressure. 














1161 E. FLORENCE AVE. 
LOS ANGELES 1, CALIFORNIA 


























Affecting Factories and Dealers .. . 


Auto Advertising 





(Continued from Page 15) 


dex,” “Books In Print” and the 
“Publishers’ Trade List Annual.” 

Single copies of the bibliography 
are available upon request at ABP 
headquarters, 205 E. Forty-Second 
St., New York 17. Orders in quan- 
tity will be filled at cost. 


> * > 


Keystone Picks Gar field-Li 
Keystone Chevrolet, 3100 ®. 
Lawrence Ave., Chicago, has ap- 
pointed Gar field- -Linn Advertising 
and Marketing agency to handle 
its advertising. 


GM Wins Edison Award 

General Motors has been pre- 
sented the Thomas Alva Edison 
Foundation award for the tele- 
vision program, “Wide, Wide 
World.” 

The award for the “Television 
Program Best Portraying Ameri- 
ca” was presented by Edison 
Foundation trustees at a Founda- 
tions Award dinner at the 
Waldorf-Astoria in New York. 


Hughel Moves to Chicago 


Myron H. Hughel, associate ad- 
vertising director of “U. 8S. News & 


World Report” and formerly west- 
ern manager, has moved his head- 


Calendar 


(Continued from Page 10) 


General 
March 6-8—Annval Spring Technical Meet- 
ing, Pressed Meter Institute, Hotel 
Carter, Cleveland. 


March 7-10—9th Annual Pacific Automo- 
tive Show (jobber ppeaswres regional), 
Civic Auditorium, 

Merch 11-12—Annual Senvention. Cana- 
dian Automotive Wholesalers’ ‘&k Man- 
wlecturers’ Assn., Windsor Hotel, 
Montreal. 


Merch 13-14—National Automotive Serv 
ice Show, Show Mart Bidg., Montreal. 
1@-21—SP! Annual National Con- 


— Tochateal Meeting and Con- 

“Ea . Shamrock Hilton -—— 

oan ‘47—\4th Annual Southwest Automo- 
tive Show (jobber 


sored regional), 

Automobile Bidg.. Foie Park, Dallas. 

April 10-12—Point-of-Purchase Advertising 
Institute, tith Annual Symposium and 
ton tt Palmer House, Chicago. 

Apr. 25-27—international Automotive Ex- 
ition (southeast jobber sponsored), 
Diener Key Auditorium, Miemi. 
12 — Midwest Automotive Trade 
Kiel Auditorium, St. Louis. 

Mey 12-15—Automotive Engine Rebuilders 
Assn. 35th Annual Convention, Shera- 
ton-Cadillec Hotel, Detroit. 

23-26—Natione! Automotive Service 
(national regione! designated), 
Commonwealth Armory, ton. 

dene 16-21—Annuel Meeting, American 
Society for Testing Materials, Chalfonte- 
Heddon Hell, Atlantic City. 

June 20-23—Independent Garage Owners 
of America, National onvention, 
; bi Deal 

20-22—Floride Automobile alers 
oe Belmore! Hotel, Bel Harbour, 
Mies’ ite fale! Nees Bet terme nnn ee | conv. $3'361.35. Pincmite ava. Sed, '$3,-| andor Custom V-6-—4-dr. sed, $2,040; 2-ar. | (Overdrive standard oni Golden Hawk.) h 


| 


quarters from Chicago to New 
York. 

Robert A. Guilford, formerly as- 
sistant western manager in Chi- 
cago, becomes western manager. 

* 


Autocar Reappoints Gray 


Autocar, for 27 years the oldest 
account of Gray & Rogers, Phila- 
delphia advertising and public re- 
lations agency, is the agency’s 
newest client. - 

The heavy-duty truck and tractor 
manufacturer, a division of White 
Motor Co., Cleveland, has reap- 
pointed Gray & Rogers after an 
absence of two years. Autocar is 
located in Exton, Pa. | 


OIC Shab esate 


The Oil Industry Information 
Committee has shortened its name 
to “Oil Information Committee,” 
and its initials will be “OIC” instead 
of “OIC,” according to M. S. 
Hauser, 1957 national chairman. 


New Présene Conmiiin 


A spring sales campaign on 
“Prestone” automotive service prod- 
ucts has been announced by 
National Carbon Co., a division of 
Union Carbide & Carbon Corp. 

The campaign, which will last 
through April, is built around the 
“Aurora Maid” deep fryer. During 
the spring campaign, one deep fryer 
will be given to every dealer with 
each order of six cartons (72 cans) 
of any assortment of “Prestone” 
Sealer, Heavy Duty Sealer, Cleaner, 


10-Minute Flush, or Anti Rust. 
"* 


Westtnghenee Picks McDonald 


David L. McDonald has been ap- 
pointed manager of advertising 
planning for Westinghouse Elec- 
tric Corp. McDonald will be in 


charge of planning corporate ad- 
vertising programs for magazines 





“Invite those kids in to look at 
the cars, Mike. In a few years 
theyll be at the purchasing age.” 





and television and _ coordinating 
special companywide advertising 
activities. 

McDonald has been with -West- 
inghouse two years. 


Names 


Frank C. Armstrong jr. and 
Stephen H. Richards have been ap- 
pointed vice-presidents of Kudner 
Agency, Inc. Richards has been ap- 
pointed account manager for Buick, 
and Armstrong is the agency’s di- 
rector of public relations. 

Ernest A. Jones, president of 
MacManus, John & Adams, Inc., 
has named Darrell C. Roberts as 
his personal assistant. Roberts, a 
veteran member of advertising 
agency’s executive group, has been 
closely associated with many of the 





The following advertised - delivered 
prices include the suggested base fac- 
tory Mst prices, Federal .sstes Ses 


such as 
charges and optional 
equipment. 


BUICK — Special —4-dr. sed., $2,659.83; 
2-dr. sed., $2,595.83; 4-dr. hardtop, $2,- 
779.83; 2-dr. hardtop, $2,703.83; conv., = 
986.83; 4-dr. 2-seat stat. wag., $3,046.83 
4-dr. 2-seat hardtop stat. wag., $3,166.83. 
Century—4-dr. sed., $3,234; 4-dr. hardtop, 
$3,354; 2-dr. hardtop, $3, 270; conv., $3,- 
598; 4 dr, 2-seat hardtop stat, wag., $3,- 
706. Super—4-dr. hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901. Roadmaster 
—4-dr, hardtop, $4,053.33; 2-dr, hardtop, 
$3,944.33; conv., $4,066.33. (Dy naflow 
standard on Century, Super and Roadmas- 
ter. Power steering standard on Super and 
Roadmaster.) 

CADILLAC — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 


Sedan deVille hardtop, $5, 255. 96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2- ar. hard- 


top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96. Sixty Special—4-dr. ae *,- 
614.32. Series 75—S8-pass. sed., $7,43: 
Imperial limousine, $7,677.88. ascites 
Matic, power steering, power brakes stand- 
ard.) 

CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) One-Fifty— 
4-dr. sed., $2,048.32; 2-dr. sed., $1,996.32; 
util. sed., "$1,885.32; 2-dr. 2-seat’ stat. wag., 
$2,307.32. Two-Ten—4-dr. sed., $2,174.32; 
2-dr. sed., $2,122.32; club cpe., $2,162.32; 
4-dr. hardtop, $2, 270. 32; 2- dr. hardtop, 
$2,204.32; 2-dr. 2-seat ‘stat, waz., $2,- 
402. 32; 4-dr, 2-seat stat. wag., $2,456.32; 
4-dr. 3-seat stat. wag., $2,563.32. Bel Air— 
4-dr. sed., $2,290.32; 2-dr. sed., $2,238.32; 
4-dr. hardtop, $2,364.32; 2-dr. hardtop, 
$2,299.32; conv., $2,511.32; 4-dr., 2-seat 
stat. wag., $2,580.32; 2-dr. 2-seat_ Nomad 
stat. wag., $2,757.32. Corvette—Hardtop 
cpe. or conv. (V-8 only), $3,465.32. 

CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr. hardtop, $3,217; 2-dr. hardtop, 
$3,153; 4-dr. 2-seat stat. wag., $3,575. 
Saratoga—4-dr. sed., $3,718; 4-dr. hard- 
top, $3,832; 2-dr. hardtop, $3,754. New 
Yorker—4-dr. sed., $4,172.50; 4-dr. hard- 
top, $4,258.50; 2-dr. hardtop, $4,201.50; 
conv., $4,638; 4-dr. 2-seat stat. wag., $4,- 
745.50. 300-C—2-dr. hardtop, $4,929; conv., 
$5,359. (TorqueFlite, power steering stand- 
ard on Saratoga and New Yorker. Torque- 
Flite, power brakes standard on 300-C.) 

CLIPPER—(Prices are for 1956 models.) 
—Deluxe—4-dr. sed., $2,731. Super—4-dr. 
sed., $2,866; 2-dr., hardtop, $2,916. Custom 
—4-ar. sed., $3,069; 2-dr. hardtop, $3,164. 

CONTINENTAL — 2-dr. hardtop, $9,- 
966. (Turbo-Drive, power steering, power 
brakes standard.) 

DeSOTO — Firesweep — 4-dr. sed., $2,- 
777.25; 4-dr. hardtop, $2,911.75; 2-dr. hard- 
top, $2,835. 75; 4-dr. 2-seat stat, wag., $3,- 
169.25; 4-dr. "3-seat stat. wag., $3,310.25. 
Firedome—4-dr. sed., $2,957.75; 4-dr. hard- 
top, $3,141.75; 2-dr., hardtop, $3,084.75; 
conv., $3,361.25. Fireflite—4-dr. sed., $3,- 
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firm’s major accounts and at one 
time headed the New York office. 


Michael M. Ducody, 37, formerly 
manager of presentations for 
Chrysler Corp.’s engineering divi- 
sion, has been named manager of 
special events for the corporation’s 
public relations department. Du- 
cody joined Chrysler in 1942. 


John Heiney, formerly with Ford 
Motor Co. central staff, has joined 
the Detroit office of J. Walter 
Thompson Co. as an account repre- 
sentative specializing in television 
and radio. He had been with Ford 
since 1952, 


Elaine Kortas has been named 
media manager of the Chicago 
office of Marsteller, Rickard, Geb- 
hardt & Reed, Inc. Bernard A. 
Beggan jr. former media director, 
has left the agency to become a 


Current Prices on New Cars 


wag., $4,123.75. Adventurer—2-dr. hardtop, 
,996.75; $4,272.25. (TorqueFlite 

standard on Fireflite and. Adventurer. Power 

brakes standard on Adventurer.) 

. DODGE—Coronet 6—4-dr. 
dr. 


conv., 


sed., $2,451; 
sed., $2,370.25. Coronet V-3—4-dr. 
sed., $2,558.50; 2-dr. sed., $2,478; 
hardtop, $2, 665; 2-dr. hardtop, 

conv., $2,841.50. ‘Royal V-8—4-dr. sed 
711. 50; 4-dr. 


4-dr. 
=. 580; 
-, $2,- 
hardtop, $2,818; 2-dr. hard- 


top, $2, 768.50. Custom Royal V-8—4-dr. 
sed., $2,881; 4-dr. hardtop, $2,990; 2-dr. 
hardtop, $2, 920; conv., $3,146. Station 


Wagons—2-dr. 2-seat Suburban, $2,860; 
4-dr. 2-seat Sierra, $2,945; 4- dr. 3-seat 
Sierra, $3,073; 4-dr. 2-seat Custom Sierra, 
$3,087; 4-dr. 3- -seat Custom Sierra, $3,214. 

FORD — (Prices are for 6-cyl. models. 
For V-8s, add $99.98.) Custom—4-dr. sed., 
$2,041.88; 2-dr. sed., $1,990.60; bus. 2-dr., 
$1,878. 64. Custom 300 — 4- dr. sed., $2,- 
156.56; 2-dr. sed., $2,105.28. 
4-dr, sed. $2,286.36; 2-dr. sed., $2,235.08; 
4-dr. hardtop, $2, 357. 44; 2-dr. hardtop, $2,- 
292.80. Fairlane 500—4-dr. sed., $2,332.68; 
2-dr. sed., $2,281.40; 4-dr. hardtop, $2,- 
403.76; 2-dr. hardtop, $2,339.12; conv., $2,- 
505.32. Station W: 2-dr, 2-seat Ranch 
Wagon, $2,300.72; 2-dr. 2-seat Del Rio 
Ranch Wagon, $2, 397. 32; 4-dr, 2-seat Coun- 
try sedan, $2,451.32; 4- dr. 3-seat Country 
sedan, $2,556.08; 4- dr. 3-seat Country 
Squire, $2,683.64. Thunderbird — hardtop 
cpe. (V-8 only), $3,408.12. 

HUDSON—Hornet Super V-8—4-dr. sed., 
$2,750; 2-dr. hardtop, $2,840. Hornet Cus- 
tom V-8—4- dr. sed., $2,940; 2-dr. hardtop, 
$3,030. standard on Cus- 
tom.) 

IMPERIAL — Imperial — 4-dr. sed., $4,- 
837.50; 4-dr. hardtop, $4,837.50; 2-dr. hard- 
top, $4,735. Crown—4-dr. 
4-dr. hardtop, $5,406; 2-dr. hardtop, $5,- 
268.50; conv., $5,597.50. LeBaron—4-dr. 
sed., $5, 742. 50. Limousine prices ‘not avail- 
able. (TorqueFlite, power steering, power 
brakes standard.) 

LINOOLN—Capet—4- dr, sed., $4,794; 4- 
dr, hardtop, $4,794; 2-dr. hardtop, $4, 649. 
Premiere—4-dr. sed., ‘$5,293.50; 4-dr. hard- 
top, $5,293.50; 2- dr. hardtop, $5,148.50; 
conv., $5,381. (Turbo-drive, power steering, 
power brakes standard.) 

MERCURY — Monterey —4-dr. sed., $2,- 


(Power brakes 


sed., $5,406; 


644.80; 2-dr. sed., $2,575.80; 4-dr. hardtop, 
$2, 762.80; 2-dr. hardtop, $2, 692.80; conv., 
$3,004.80. Montelair—4-dr. sed., $3, 187.80; 
4-dr. hardtop, $3,316.80; 2-dr. hardtop, $3,- 
235.80; conv., $3,429.80. Turnpike 
4-dr. hardtop, $3,848.80; 2-dr. hardtop, $3.- 
757.80. Station Wagons — Commuter—2- dr. 
2-seat, $2,902.80; 4-dr. 2-seat, $2,972.80; 
4-dr. 3-seat, $3,069.80. Voyager—2- dr. 2. 
seat, $3,402.80; 4-dr. 3-seat, $3,569.80. Col- 
ony Park—4-dr. 3-seat, $3,676.80. (Mere- 
O0-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 
steering and power brakes standard on 
Turnpike Cruiser.) 

METROPOLITAN — 2z-dr. hardtop, $1,- 
527; conv., $1,551. 

NASH. — Ambassador Super V-8 — 4-dr. 
sed., $2,750; 2-dr. hardtop, $2,840. Ambas- 


486.75; 4-dr. hardtop, $3,670. 75; 2-dr. hard- 
top, $3, 613.75; conv., $3,890.25; 4-dr. 2-seat 
stat. wag., $3,981. 75; 4-dr. "3-seat stat. 

sador Custom V-8—4-dr. sed., $2,940; 2-dr. 


~~ —a 
sales representative for Banking 


magazine. 

R. J. Flick has been ap 
assistant merchandising m 
automotive division, American Mo. 
tors Corp, Flick formerly Was ag. 
sistant sales training manager for 
the automotive division. He joineg 
Hudson in 1948, 


Victor W. Canever, account exes. 
utive on D, P, Brother & Co,’s ac 
Spark Plug account, has 
namded a vice-president of the 
national advertising firm. Canever 
joined D, P, Brother in 1952, ang 
has served on the Oldsmobile and 
AC Spark Plug accounts. He hag 
been account executive on the latter 
account for the last 18 months, 


Morgan J, O’Connor, former pub. 
lic relations director at Nash, hag 
been appointed Reynolds Metal Co's 
public relations representative, 


hardtop, $3,030. (Power brakes standard 
on Custom.) 

OLDSMOBILE — Series 88 — 4-dr. sed,, 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard. 
top, $2. 932. 47; 2-dr, hardtop, $2,854.47; 
conv., $3,182.47; 4-dr. 2-seat stat. wag. 
$3,202. 47; 4-dr. "2-seat hardtop stat. wag, 
$3,313.47. Super 88—4-dr. sed. $3,030.47: 
sed., $2,968.47; 4-dr. hardtop, $3,- 
257.47; 2- dr. hardtop, $3,180.47; conv., $3. 
447.47; 4-dr. 2-seat hardtop stat. wag, 
$3,541.47. Series 98—4-dr. sed., $3,740.55; 
4-dr. hardtop, $4,012.55; 2-dr. hardtop, $3,- 
936.55; conv., $4,216.55. (Jetaway Hyd 
Matic, power ' steering, power brakes stand- 
ard on Series 98.) 

PACKARD CLIPPER—4-dr. sed., $3,212; 
4-dr. 2-seat stat. wag., $3,384. (Flighto- 
matic standard.) 

PLYMOUTH—(Prices are for 6-cyl. mod- 

Plaza—4- 


2-dr. 


els. For V-8s, add $100.) dr. sed., 
$2,055; 2-dr. sed., $2,008.50; bus. cpe., $1,- 
899. Savoy—4- -dr. sed., $2, 193.75; '2-dr, 
sed., $2,147.50; 2-dr. hardtop, $2,229.25; 
4-dr. hardtop, $2,317.25. Belvedere—4-dr. 
sed., $2,310; 2-dr. sed.. $2,263.50; 4-dr, 


hardtop, $2, 418. 50; 2-dr. hardtop, $2, 348.50; 
conv. (V-8 only), ‘s2, 638. Fury—2-dr. hard- 
top (V-8 only), $2,925.50. Suburban—(sta- 
tion wagons) — 2-dr. 2-seat Deluxe, §2,- 
330.50; 2-dr. 2-seat Custom, $2,440.25; 4-dr, 
2-seat Custom, $2,494; 4-dr. 3-seat Custom, 
$2,649; 4-dr. 2-seat Sport, $2,622; 4-dr. 


3-seat Sport, $2,777. 
PONTIAC — Chieftain — 4-dr. sed., $2,- 
527.39; 2-dr. sed., $2,463.39; 4-dr. hardtop, 


$2,614. '39; 2-dr. ‘hardtop, $2,529.39; 2-dr, 
2-seat stat. wag., $2,841. 39; 4-dr. 3-seat 
stat. wag., $2,898.39. Super Chief—4-dr, 
sed., $2,664.39; 4-dr. hardtop, $2, 793.39; 
2-dr. nore. $2,735.39; 4-dr. 2-seat stat. 
wag., $3,021.39. Star Chief—4-dr. deluxe 
sed., $2,839.39; 4-dr, custom sed., $2,596.39; 
4- dr. hardtop, $2,975.39; 2-dr. hardtop, $2,- 
901.39; conv., $3,105. 39; Bonneville conv. 
(fuel injection), $5,782.39; 2-dr., 2-seat 
Safari stat. wag., $3,481. 39; 4-dr, 2-seat 
Safari stat. wag., $3,636.39. (Hydra-Matic, 
power steering, power brakes standard on 
Bonneville.) 

RAMBLER—Deluxe Six—4-dr. sed., $1,- 
925. Super Six—4-dr. sed., $2,065; 4-dr. 
hardtop, $2,150; 4-dr. 2-seat stat. wag., 
$2,352. Custem Six—4-dr. sed., $2,155; 4 
dr. 2-seat stat. wag., $2,442. Super v-3— 
4-dr. sed., $2,195; 4-dr, 2-seat stat. wag., 
$2,482. Custom V-8—4-dr. sed., $2,285; 4- 
dr. hardtop, $2,370; 4-dr. 2-seat stat. wag., 
$2, = 4-dr. 2-seat hardtop stat. wag., 
$2,65 

ST UDEBAKER—Chamsten 6—4-dr. cus- 
tom sed., $2,048.89; 4-dr, deluxe sed., $2,- 
170.79; 2-dr, custom sed., $2,000.59; "2-dr. 
deluxe sed., $2,122.99. Commander | V-8— 
4-dr. custom sed., $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr. deluxe sed., $2,242.09. President V-8 
—4-dr. sed., $2,407; 2-dr. sed., $2,357.99. 
President Classic —r 


— 4-dr. sed., 
Station wagons-—-2-dr. 2-seat Pelham 
$2,381.59; 2-dr. 2-seat Parkview V-8, 

504.69; 4- dr. 2-seat Provincial V-8, $2,- 
560.72; 4-dr. 2-seat Broadmoor V-8, $2,- 
665.97. Hawks—Silver Hawk 6 cpe., $2,- 
141.59; Silver Hawk V-8 cpe., $2, 263. 17; 
Golden Hawk V-8 2-dr. hardtop, $3,181. 82. 
(Overdrive standard on Golden Hawk.) 
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(Continued from Page 49) 

filter media without encountering 
t gil pullover at high speeds. 

a a Both McManus and Ford re- 
“8 AC search engineer C, Borden Chase 
‘Peet | ointed out that the life of the 
of the | Saper element is shortened by its 
2 h efficiency. In severe service, 
* and they said the paper type may have 
oan a shorter life than the oil-bath 


cleaner. 
latter However, they said that for the 





hs, average city driver, there will not 
Tr pub. be any noticeable difference in serv- 
h, has 4 ice life. oF 

An additional 


important advan- 
tage mentioned by 
McManus and 
Chase is that, re- 
gardless of condi- 
tions, “The dry- 
type paper ele- 
ment gives better 
engine protection 
than other types 
of air cleaners.” 
The reason is that 
the paper element 





$3,. C. B. Chase 
“g retains or increases its original effi- 
55; ciency as it plugs up. 


pS. AC Spark Plug engineers also 
aan have been wrestling with the di- 

Jemma presented by the definite 
3,212 relationship bet ween initial effi- 
a ciency of an air cleaner and its use- 


mod- ful life. Caserio and Wesley W. Mc- 
 aed., Mullen, staff engineer in charge of 
"oa, air-cleaner development, agree that, 
29.25: generally speaking, design ap- 
“2 proaches that promise to improve 
13.50. filtering efficiency often have a 
hard- drawback in that they also tend to 
= decrease life of the unit. 
$2,- > = > 
A. LINE with the policy of “offer- 
4-dr. ing the car designer any type of 
$2, air cleaner he wants,” AC has pur- 
rdtop, sued parallel development programs 
2-dr. J§ for both the paper element and a 
— new type of oil-wetted hog’s hair 
3.39; filter. McMullen said that the latter 
stat, type was developed for those who 
— want high initial efficiency com- 
 $2- bined with somewhat longer service 
conv, life than offered by the paper ele- 
to ment. 
atic, Caserio expressed the opinion 
i on that the need for something to re- 
$1- place oil-bath air cleaners has not 
4-dr. been brought about by the need to 
vag., do a better filtering job — but, 
lee, rather, by the squeeze on underhood 
rag., space available for air filtering and 
i; 4 silencing functions. 
~~ As a prelude to explaining the 
p merits of the hog’s hair element, 

cus- McMullen summarized the case 
=e for the paper type air cleaner 
3— thus: One reason for using the 
luxe paper type is that it lends itself 
ry to low hood lines and cramped 
99. spaces. It can be “wrapped 


around” other equipment and 
fitted into space available. 

From an engineering standpoint, 
the oil-bath type should get taller 
to meet the air demands of today’s 
powerful engines. But, instead of 
being permitted to stick up higher, 
it actually has been forced into less 
vertical height because of styling 
pressure for lower hood lines. 

The new hog’s hair element, Mc- 


@ SAE to Discuss 


| BSPPRE a8; 





+ 
4 | Design Features 
418 
* | Of Future Cars 
- DETROIT. — Design features of 
79 tomorrow’s automobiles will be dis- 
14 cussed March 5-7 when the Society 
78 of Automotive Engineers holds its 
+46 National Passenger Car, Body and 
” Materials Meeting in the Sheraton- 
eo Cadillac Hotel here. 
a SAE explained that the meeting 
7} will give auto men a chance to ex- 
39 change opinions on various new 
24 ideas. Decisions will come much 
27 later. of course. 
2b Among the topics expected to be 
85 considered are rear-mounted en- 
: gines, suspension systems, improve- 
3 ments in batteries, generators and 
7 headlights and use of different ma- 
4 terials. 
36 M. A. Thorne, of General Motors, 
2 will be general chairman of the 
9 Meeting. 
; Session chairmen for presentation 
i of technical papers will include H. 
. L. Hartzell, F. R. McFarland and 
5 C. A. Rasmussen, all of GM; J. T. 
8 OReilly, Ford; R. I. Schonitzer, 
: Schonitzer Engineering Co.; J. W. 


Greig. Woodall Industries, Inc., and 
R. P. Lewis, Dana Corp. 





sler, Ford Adopt Paper... 


Chrys Pp 
Oil-Bath Air Cleaner Dying 


Mullen contends. “has the same| paper “as we know it today.” 


advantage as paper in being adapt- 
able to odd shapes and fitting into 
existing underhood space.” There- 
fore, in his opinion, “The hog’s hair 
filter is equally as suitable as the 
paper element to the joint demands 
of style trends and engine air-flow 
requirements. 
+ = +. 

Lgrcsrage admitting that he is not 

yet certain that the hog’s hair 
air filter is “the ultimate,” McMul- 
len said frankly that he does regard 
it as “a better compromise” than 





“It is our opin- 
ion,” McMullen 
continued, “that 
paper lacks the 
dust capacity of 
an oil bath unit. 
Coupling this lim- 
itation with pa- 
per’s high effi- 
ciency, it neces- 
sarily follows that 
the periods be- 
tween servicing 
should be shorter 
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for paper than for an oil-bath 
cleaner.” 

Hog’s hair, on the other hand, is 
regarded by McMullen as having 
“the high-efficiency characteristics 
of an oil-bath type plus more dust 
capacity than paper.” 

The newly developed hog’s hair 
element is used in an oiled condi- 
tion, hence is classified as an oil- 
wetted type. However, it is 
claimed to be much more efficient 
than previous air cleaners follow- 
ing this principle of operation. 

McMullen attributes the effective- 
ness of this new type of air cleaner 
to the construction, which features 
densely packed hog’s hair in fibers 
or strands that are finer than the 
previously used metallic mesh oil- 
wetted media. 

Although designed as an easily 


51 


replaceable unit, the hog’s hair ele- 
ment can be cleaned by washing in 
suitable solvents and then rein- 
stalled after it has been oiled, How- 
ever, at this point in the develop- 
ment, it is not definitely established 
whether (in volume production) the 
replacement cost can be brought 
down to a point where it would be 
equivalent to the labor charge for 
cleaning the element. AC’s present 
comment is only that, “The cost of 
replacing a hog’s hair cleaner is 
comparable to that for other dis- 
posable types.” 

+ 





= = 
GM Air Cleaner Design 
Now at Crossroads 
PEAKING of future air-cleaner 


design, McMullen said, “We are 
(Continued on Page 54, Col. 1) 





"The best parts? Sure, they're made of Stainless" 


“As head of the Parts Department, I get a close-up 
view of this swing to Stainless Steel, and I think 
it’s the smartest move the auto makers could 
make.” This from the manager of the Parts Depart- 
ment of a large midwestern agency. 


“They say if replacement parts are made of cheap 
materials, our business would be better. We 
haven't found that to be true. Just the opposite in 
fact. As parts are improved, our business, anyway, 
has continued to grow. Our customers realize the 


added value of Stainless Steel.” 


Stainless trim and accessories keep cars looking 
better, longer, both inside and out. Stainless parts, 
like the rear fender plate, shown above, shrug off 


9979 


flying stones, road salt, etc., without marking, 
discoloring, peeling or corroding. 


Much of the Stainless Steel being used by leading 


automotive concerns comes 


from the mills of 


Sharon—where buyers know they can expect con- 
sistent quality plus the industry’s finest finish. 








SHARONSTEEL 






IN 1956... 


LOOK LED 
ALL MAGAZINES — 
IN AUTOMOTIVE 


ADVERTISING GAINS 


In 1956, versus 1955, LOOK gained more automotive advertising pages and 
revenue than any other magazine. 


The full significance of LOOK’s year-end report becomes clear when the 
advertising trend over the years is studied. The record—for the past year, the 
past five years, the past ten years—is in the tables on the right. Included are 

the five magazines in the weekly field with more than $1,000,000 annual 
automotive advertising revenue. In 1956, these five magazines received 75% 
of the total magazine automotive advertising dollars. It is interesting 

to note that, of these magazines, LOOK alone has enjoyed continuous growth 
in automotive advertising revenue each and every year for the past five years. 


Paralleling LOOK’s remarkable advertising growth, has been LOOK’s 
unmatched circulation growth. Over the past decade, LOOK circulation has 
grown bigger and bigger each year without exception. Since 1947, LOOK 

has gained more circulation than any other major magazine—in fact LOOK has 
gained more circulation than have Life and Post combined. 


People like LOOK. More than 20,000,000 people read an average issue of 
LOOK. And LOOK reaches more people per advertising dollar than any 
other major national publication. 








THE RECENT RECORD: 1956 VERSUS 1955 


























AUTOMOTIVE ADVERTISING GAINS OR LOSSES 


Advertising Revenue Advertising Pages 


+ $1,252,845 LOOK .....2++-+-4 
283,582 . + 
Newsweek .. — 161,342 Newsweek....... 
Post.......= 650,986 Life .... 
Life .......— 1,097,191 


AUTOMOTIVE ADVERTISING GAINS OR LOSSES 
Advertising Revenue Advertising Pages 


+ $5,061,651 
+ 4,131,288 
+ 2,235,472 
1,196,136 
Newsweek .. + 128,855 Newsweek... 





THE 10-YEAR RECORD: 1956 VERSUS 1947 


AUTOMOTIVE ADVERTISING GAINS OR LOSSES 


Advertising Revenue Advertising Pages 


Life ......* $10,655,213 Life ......+....+.* 267.65 
Post ......+ 7,779,389 LOOK..........+* 126.18 


3,877,534 Time eeeeeveen0e06c8e = 293.75 
2,009,187 36.52 


Source: P. |. B.—Automo- Newsweek . 647,066 Newsweek...... — 68.50 
tive, Automotive Acces- 
sories and Equipment in- 
dustry Classification. 





THE EXCITING STORY OF PEOPLE 
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Chrysler, Ford Adopt Paper . . . 


Oil-Bath Air Cleaner Dying 


“What the future holds in store is 
obvious, and that is the use of 
* 


(Continued from Page 51) 
at the crossroads right now. In the 
immediate future, the oil-bath 
cleaner will continue to be a factor 
in original equipment. With paper 
elements already used on approxi- 
mately 50 percent of the industry’s 
current production and a possible 
tendency of additional makes to 
standardize on this type of cleaner, 
paper obviously will be an impor- 
tant factor for some time to come. 

“Yet, for the long-term outlook, I 
think we must arrive at some solu- 
tion other than paper in its present 
form, Hog’s hair may find growing 
acceptance and achieve an impor- 
tant position in the air cleaner 
market.” 

Others are more optimistic con- 
cerning the paper air cleaner’s 
future. Ralph H. Card, vice-presi- 
dent of Fram’s Manufacturers 
Sales division, said, “As new air 
cleaners are tooled, manufactur- 
ers will adopt the paper type.” 
Purolator’s Gruner predicted, 
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Hog's Hair Cleaner— 





000 miles under normal use.” 


PLYMOUTH 


CHRYSLER 


Each one of the beautiful ’57 Chrysler Corporation 
cars features Enjay Butyl weather-stripping on the 
big, wrap-around windshield and rear window. 


With Enjay 


Butyl’s outstanding resistance to 


aging, moisture and sunlight, you can count on 
perfect performance for the life of the car. 





AC Spark Plug says its new type of 
hog’s hair air cleaner is “built to last 50,- 


this simple highly efficient (paper 
type) filter in all passenger cars.” 
Designwise, the dry-type paper 
filter media’s versatility opens up 
some intriguing possibilities. Engi- 
neers now have more latitude to 
locate the air cleaner in any de- 
sired attitude or position relative 
to the engine. Some design groups 
definitely are thinking in terms of 
the possibility of remote locations 
which could place the air cleaner 
in such places as the front-end 
sheet metal or ahead of the radia- 
tor. 
+ = + 
IR cleaners of irregular curva- 
ture, or in odd shapes such as 
squares and triangles, now are en- 
tirely feasible. They may be 
mounted at any angle or in any 
position, without regard to which 
axis is vertical or horizontal. 
Common-sense limitations with 
respect to location of the air 
cleaner must, of course, be ob- 
served—with consideration given 
to such factors as rain, road- 


















Dry Paper Element— 


For cars originally equipped with the 
new dry-type pleated paper air cleaner, 
AC Spark Plug offers replacement cart- 
ridges such as the one shown above. AC 


says the service life of this type of 
disposable filter is in the range of 10,000 
to 20,000 miles. 

+ 


* 7 
splash, exhaust-laden air, dirt 
thrown up by wheels, excessively 
long or torturous ducting, etc. 
Many new design ideas are under 
investigation for imaginative use of 








FRONT AND REAR...ENJAY BUTYL RUBBER 
WEATHER-STRIPPING SEALS FOR SURE! 


Come rain or shine, Enjay Butyl, the weather-proof rubber for window weather- 
stripping out-performs and out-lasts all other rubbers, synthetic or natural. 
Moisture-proof and impervious to sunlight, this is the rubber that combines 
outstanding shock resistance with unparalleled life-expectancy. 


In more than 100 places on today’s new cars, Enjay Butyl has demonstrated its 
profitable advantages over all other rubbers. Under the hood . . . in chassis and 


body... parts made from this super-durable, all-weather rubber have helped make 
today’s new cars safer, more comfortable, and mechanically more sound. For fur- 





ther information, and for expert technical assistance, contact the Enjay Company. 


BUTYL 


Pioneer in Petrochemicals 


ENJAY COMPANY, INC., 15 West Sist Street, New York 19, N. Y. 
Akron « Boston + Chicago « Los Angeles « New Orleans « Tulsa 


Enjay Buty! is the greatest rubber value 
in the world . . . the super-durable rubber 
with outstanding resistance to aging « 
abrasion « tear « chipping « cracking « 
ozone and corona « chemicals « gases 
heat « cold « sunlight « moisture. 





as 
paper elements. Present Production 
practice centers largely on the Use 
of an extended-surface paper ga 
ment, with relatively large Surface 
area obtained by pleating. The fu- 
ture may see further application of 
“depth” filtering principles, either 
alone or in combination with ex. 
tended -surface filters. Multi 
paper elements also appear to be in 
the offing, as promising experimentg 
are underway with both two. and 
three-stage units. 


R. G. Hogan, sales manager of 
Fram’s Manufacturers Sales divi- 
sion, correctly observed that, with 
the paper, element, they have a 
product that can keep abreast of 
future body styling and engine air- 
capacity requirements, 

An idea of just how challe 
the future may be for the air 
cleaner designer may be gleaned 
from an alleged yearning of the 
stylist to “draw the hood line right 
across the engine rocker covers,” 


Cast Diesel Ring 
Method Told by 
Allegheny Ludlum 


PITTSBURGH. — Allegheny Lud- 
lum Steel Corp, here has announced 
a new method of producing turbo- 
supercharger nozzle rings for use 
in diesel engines—where high tem- 
perature of exhaust gases is a 
major factor. 

The Almold casting process is 
utilized by Allegheny Ludlum in 
making the nozzle rings for turbo- 
chargers built by Alco Products, 
Inc., Schenectady, N. Y., and in- 
stalled on diesel engines used in a 
variety of applications, includ- 
ing diesel-electric locomotives, 

Allegheny Ludlum changed from 
the sand core casting method to 
the Almold process as a result of 
research by engineers at its forg- 
ing and casting and Watervliet 
Plants. 

In the Almold process, type 321 
stainless steel nozzle-ring vanes are 
placed in a box cavity. The pieces 
are accurately positioned and then 
type 410 stainless steel is cast 
around the vanes. 


Tolerance — a major considera- 
tion — is .010. The outside diameter 
of the nozzle ring hub is cast toa 
finish size between .000 to plus .020 
tolerance, with one-eighth-inch to 
finish on the face. 


The exhaust gases that beat upon 
the nozzle ring under operation on 
a diesel engine reach 1245 degrees 
for extended periods of time. 

































































Universal Cyclops Installs 
Are Melting Furnace 

BRIDGEVILLE, Pa, — A new 12- 
inch-capacity vacuum arc melting 
furnace for production melting of 
molybdenum and molybdenum al- 
loys is being installed here at the 
Universal Cyclops Steel Corp. plant. 

The furnace will be used for de- 
velopment and production of high- 
temperature metals and alloys, with 
initial work in molybdenum, The 
furnace can also be used for iron 
or nickel base alloys, titanium and 
zirconium. 















Esso Research Licensed 


To Use Dow Catalyst 

MIDLAND, Mich. — Esso Re- 
search & Engineering Co. has 
signed a license agreement to use 
Dow Chemical Co.’s Type B catalyst 
and process for making butadiene, 
one of the two major ingredients 
of GRS-type rubber, Dow has an- 
nounced. 

The license may be made avail- 
able to affiliates of Esso Research 
worldwide. Esso Petroleum, Ltd., @ 
British affiliate, plans to use the 
process at its new butadiene manu- 
facturing facilities in Fawley, 
England, which are expected to be 
in operation in 1958. . 


Vinyl Film Sanitized 

AKRON, — General Tire & 
Rubber Co.’s Pennsylvania divi- 
sion has adopted the Sanitized 
process in producing vinyl film. 
The process is said to impreg- 
nate the film with a lasting hy- 
genic character which repels bac- 
teria and retards formation of 
odors and fungus. 
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What will tomorrow's 
sales-weather” be? 


‘..-CHECK WITH 
THE ALMANAC...’”’ 


Years ago, the phrase “Check with the almanac” could be 
heard across the depth and breadth of our land. Farmers 
everywhere got the dope on weather, when to plant, harvest 
dates . . . on and on! They just wouldn’t be without the 
good old “almanac.” 


Another bit of disappearing Americana? Well, changed 
perhaps, but not disappeared. At least, not in the automo- 
tive field. 


Each year, a modern type of “Source-information” reaches 
the desks of over 44,000 car and truck dealers and factory 
executives—the Automotive News Almanac. 


This “jealously-guarded” volume is the basis of literally 
hundreds of decisions—policy and purchasing. 


You'll see the “Almanac” at that Board of Directors meet- 
ing . . . “Check those production and registration figures” 
“There's some marketing information on that in the 
Almanac” . . . “What do they say about Kenyon, President 
of Standard?” (from over 1000 biographical sketches)— 
all of these are oft-repeated statements in countless 
meetings. 
And in the dealerships . . . “Look up the complete figures 
on ‘new models’” . . . “See if you can locate the source 
for these parts, equipment and materials we need—it's 
in the Almanac!” 
Yes—to over 44,000 automotive executives and car and 
truck dealers, today’s Automotive News Almanac is the 
answer to “What will tomorrow's ‘sales-weather’ be?” 
Be sure your product story is represented in 1957's out- 
standing atmosphere of buying—the Automotive News 
Almanac! 


ISSUE DATE: April 29, 1957 
CLOSING DATE: March 18, 1957 


Write for these important pieces of Almanac literature: 
(1) Industry Leaders Comment on the Almanac 


(2) Almanac Advertisers from past 20 Annual Issues 


For more details, contact your nearest 
Automotive News Representative: 


NEW YORK: Edwerd Kruspak, Rey Billingham, Howard E. Bradiey, Murray 
Hill 7-6871. 

CHICAGO: J. Goldstein, William H. Gallagher, State 2-6273. 

DETROIT: R. L. Webber, William R. Meas, Roy Holihan, Woodward 3-0495. 

LOS ANGELES: R. H. Deibler, Dunkirk 3-0303. 


Keeps you in FRONT of the fast moving 
automotive industry. 


The Newspaper of the Industry * 


Au motiue News 
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EXHAUST 


APPLICATION LINE INLET 


Moisture Ejection Valve— 


Simplicity of design and operation are 
features of the new moisture ejection 
valve announced by the automotive di- 
vision, Wagner Electric Corp., St. Louis. 
Wagner says the valve eliminates the 
problems of moisture accumulation in air 
tanks. 


General Picks Mich. Rep. 

BOSTON. — General Control Co. 
has appointed Basic Service Corp., 
16544 Plymouth Rd., Detroit 27, 
Mich., as its exclusive sales repre- 
sentative for Michigan. 
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— hence a lesser tendency to 
create conditions that lead to for- 


mation of the silicate deposits on 
plugs and valves. 

Brown has a way of thinking of 
air filters in terms of their “ineffici- 
ency” instead of the more com- 
monly used “efficiency” term, To 
him, a filter that is 96 percent 
efficient, passes 4 percent of the 
dirt — and, therefore, is “4 percent 
inefficient.” 

On the other hand, for only a 2 
percent improvement to 98 percent 
efficiency, the “inefficiency” is 
reduced by half, to a mere 2 per- 
cent. Thus, there is a significant 
difference between the two filters. 
The filter that is 98 percent efficient 
permits passage of only half as 
much dust as one that is 96 percent 


efficient. 
s *. % 


Speed-Warning Signal 

Can’t Be Ignored 
MONG instrument engineers, 
there is a general feeling that 


the outlook is favorable for in- 
creased application of buzzers and 


lights as speed-warning devices. 


SOME DEALERS HAVE 100% ABSORPTION FIGURES! 
{National Average is 65°) 


We gvarantee to increase your service 
tomer paid labor . . . eliminate 


eguupnncen 


absorption figures and fill 
alunos dae, aks tame 





profit. 


After some personal driving experi- 
ence with the first of these speed 
alarms to appear as original equip- 
ment, I can understand why. 

Before setting out for my first 
evening’s cruise in a Buick Road- 
master, I set the dashboard speed- 
warning selector knob for a signal 
at 45 miles per hour, My wife knew 
nothing of this, as I wanted to sur- 
prise her. 

Well, when I finally did nudge 
the preset speed, I not only 
startled her — I also surprised 
myself and woke baby Diana! 
Believe me, when that buzzer 
comes on, you hear it. It’s a 
strident that resembles an 
over-loud telegrapher’s key. 

So annoying is it that you are 
more than willing to ease off on the 
pedal and allow the speed to drop 
to a level that silences the buzzer. 
Many of us in the industry are 
watching with keen interest for 
public reaction to this device. 

It’s a “built-in annoyance” that 
may save your life—or at least help 
to avoid an expensive traffic viola- 
tion ticket. 

Another noteworthy point about 
the new Buick is the distinctive 
cushiony ride that now is combined 
with a firmer suspension feel that, 
to me, is an improvement in handl- 
ing and roadability characteristics 
of this high-performance automo- 
bile. 





Self-Leveling Differs 
From Constant-Height 


A® NEW suspension features 
show up during the next two 
years, it will be interesting to 
watch for the distinction between 
constant-height and self-leveling 
action. Depending upon their own 
individual preferences, chassis and 
suspension men can argue this one 


¢ ¢ ¢ means more sales and greater 
A neat, attractive reception area creates 


customer confidence and good-will . . . result:—more sales. 

An orderly, easy-to-maintain service area creates efficiency, holds 

good mechanics. . . result:—more satisfied customers; more repeat business. 
Shure-equipped shops get and 


keep the profitable business! 





1601 S. HANLEY RD. 


& shure 


MANUFACTURING CORPORATION 


© ST. LOUIS 17, MO. 





Be sure to see the display of Shure Built Equipment 
at the NADA show—Booths 52-53-54 


either way. Actually, there appear 
to be advantages and disadvantages 


to either system. 

Among American cars, the first 
automatic self-leveling feature 
was embodied in Packard’s inter- 
dependent torsion-bar suspension. 
The first constant-height unit is 
being introduced on air suspen- 
sion as used by the Eldorado 
Brougham. 

The distinction is this: Constant- 
height means just what it says— 
automatic compensation that main- 
tains unvarying vehicle height 
regardless of static load changes. 
Self-leveling action keeps the car 
level over the range of load varia- 
tion from empty to full passenger 
and baggage load — but it does not 
attempt to hold constant height. 

= = + 

N PRACTICE, the Packard 

“design height” was established 
with a two-passenger load. With a 
driver as the only occupant, the car 
rode “level” — but half an inch 
above design height. Fully loaded, 
the Packard was depressed half an 
inch below design height. 

Thus, a fully loaded Packard 
was depressed only one inch from 
the empty height, And, in actual 
usage, the car operated through 
a range of no more than half an 
inch above or below design 
height, despite all normal load 
variations. 

With constant-height control, on 
the other hand, a vehicle theoreti- 
cally will not vary its distance 
above the pavement for the entire 
range of normal] static loadings. 
The Brougham, for example, should 
experience no height variations 
beyond what would be expected 
from normal manufacturing toler- 
ances in the vehicle and suspension 
system. 

> . > 

Car That's ‘Different 
Takes ‘Getting Used to’ 

E of the more interesting driv- 

ing experiences of this new- 
model season has been a week at 
the wheel of a Plymouth four-door 
hardtop. After having had an op- 
portunity to become familiar with 
this car, it seems to me that any- 
one who will make such an actual 
driving trial must be left with a 
favorable impression of ride and 
handling qualities attained with the 
front-end torsion-bar suspension. 

A noticeable feature is the com- 
bination of Plymouth’s traditional 
soft, comfortable ride with firm 
suspension control that contributes 
to roadability and excellent corner- 
ing. 

For all-around passenger-car 
service, this car appears to have 
a desirable balance of the some- 
times incompatible engineering 
goals associated with “ride” and 
“handling” characteristics. 

Originally, I had planned to 
report on some personal impres- 
sions related to specific design fea- 
tures. Upon further thought, how- 
ever, in summarizing what I had 
learned by actual driving experi- 
ence, it seemed to me that the most 
significant observation was a 
noticeable tendency for certain of 
my early impressions to change as 
I gained familiarity with the car. 
= . . 

N BRIEF, the more I drove this 

ear, the better I liked it, (This 
opinion is entirely apart from any 
influence of personal reaction to 
styling and appearance factors.) 

Long-standing habits take time 
te change. Personally, I found the 
Plymouth so different from cars I 
had been accustomed to that it 

more than just a “ride 
around the block” for me to make 
the necessary mental adjustments 
involved in erasing former im- 
pressions and opening my mind 
to the “message” this car's 
designers were trying to get 
across. 

If this feeling of “strangeness” 
upon first contact with the car is 
at all common, it would seem to me 
doubly important that the salesmen 
watch for it and be prepared to 
offer the thorough demonstrations 
that alone can overcome such a 
reaction and enable the prospect to 
progress toward personal apprecia- 
tion of the merits of an automobile 
with such advanced styling. 

° * + + 


Free Piston Origins 
Traced by. Engineer 
Atzmovucn the recent history of 


the free piston engine has been 
widely reported, its history prior to 


oa 
World War II is much more ob. 
scure. 


It was, therefore, interesting t» 
hear of a “library research” effox 
to track down the beginning, of 
the free piston engine. 

This information was pr 
briefly by Worth H. Percival, supep. 
visor of the mechanical develop. 
ment department of the GM Re 
search staff, at a meeting of 
Engineering Society of Detroit, 

He said, “Credit for the dey 
ment is largely given to Raoul de 
Pescara, an Argentine, who in his 
early years was intensely inter. 
ested in helicopters. 

“The invention came about w 
to eliminate troublesome gear trang. 
missions to the blades, Pescar, 
conceived the idea of driving a hej. 
copter by jets of air from the roto 
tips. To supply the air, a light, com. 
pact and efficient air compresgor 
was needed.” 

According to Percival’s report, it 
was the investigation of a free pig. 
ton air compressor for his helicop. 
ter that started Pescara on what 
proved to be a lifetime of develop. 
ment work on free piston ma- 
chinery. 

Pescara’s first machine wag 
built in 1922 in Paris. Then, his 
thinking apparently switched 
from aircraft to ground vehicles 
The next idea was to apply a free 
piston air compressor to railroad 
service merely by substituting 
the air compressor for the boiler 
in a steam locomotive. The com- 
pressed air was piped to the cyl- 
inders. 

This arrangement was said to 
have achieved a thermal efficiency 
of 26 percent, which was better 
than steam, but could not compete 
with performance of the conven- 
tional diesel locomotive. 

After finally making a successful 
machine of the air compressor. Pés- 
cara next proposed to pass all the 
compressed air through the diesd 
cylinder and from there to a tur 
bine, thus, producing shaft horse 
power. In this application, the free 
piston machine is known as a “gas 
generator,” or a “gasifier”—to dis- 
tinguish it from electrical ma- 
chinery. 

In 1938, Pescara was bought out 
by a Swiss-French organization, 
which then undertook to design and 
build a commercial gasifier. Pes- 
cara stated that none of these units 
apparently were sold until after 
World War Il—when the first 1,00 
horsepower gasifiers went into serv- 
ice on French minesweepers. 


GE Forms New Section 


EDMORE, Mich.—The local plant 
of General Electric’s metallurgical 
products department has become 
the magnetic materials section of 
the department, according to K. R. 
Beardslee, department general man- 
ager. General manager of the sec- 
tion, he said, is E. E. George, for- 
mer plant manager. 


USED CAR DEALERS 
We can supply you with 
CHEVROLETS 
FORDS 





1955 - MODELS - 1956 
other makes too 


lowest wholesale prices 
all cars clean 


As Near As Your Telephone 


EMKAY, INC. 


6850 Cottage Grove Avenue 
Caer 37, Illinois 
Phone: MUseum 4.6969 
Ask for Ben Geller 





THE FINEST 
QUALITY INDIVIDUALIZED 


DEALER NAME PLATES 


are made by 
Worgren-STEMAG. inc. 
(FORMERLY STEMAC, INC.) 


1281 Se. Cherokee, Denver 23, Colo. 
Ask for typical sample, complete details 





free folder. 
AMER- STAGE 


805 East 134 St. 
Bronx 54, N. Y. 
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Assault in Depth Pays Off for Chevy... 
Factories Push Hard 


At Speed Weeks 


(Continued from Page 1) 


In another event, it took the first 
18 places in a field of 20. 
Chevrolet can still claim to be 
the hottest, at least per dollar of 
jnitial cost. Of the stock cars, only 
a Chrysler 300C and two Pontiacs 
peat it—not by much—and they 


were running bigger engines. 
= + = 


RE is no doubt that top per- 
formance, publicly displayed, 
pays off in the showrooms. 
Halifax Motors, Daytona Beach 
Chevrolet dealership, reported 
9000 persons flooded its show- 
pooms, putting them out of busi- 
ness saleswise but leaving many 
good prospects who are now fil- 
tering back. 


Stephens Pontiac said hundreds of 
visitors and prospects were at- 
tracted by their display of the win- 
ning car. 

San Juan Motors said it sold 
three Chrysler 300Cs as a direct re- 
sult of Speed Weeks. 

* 


THE trials, Chevrolet swept 
the Class 5 Flying Mile, Class 5 
Standing Start Acceleration Trials, 
Class 4 Flying Mile, Big Three Fly- 
ing Mile and ran second in the 
160-mile Grand National race. 

Sole Ford solace in stock cate- 
gories was a Flying Mile win in 
Sports Class B with a super- 
charged Thunderbird. 

Everyone expected the 390-horse- 
power Chrysler 300C to be the fast- 
est car on the beach, and it was, 
but its winning margin was dis- 
appointing. In fact, its winning 
speed of 134.128 was more than five 
miles per hour slower than the 
139.373 set a year ago in a 1956 
Chrysler 300B. 

A Chrysler 300C also won the 
Class 7 acceleration trials. 

A NASCAR ruling that arbitrar- 
ily moved supercharged cars up one 
displacement class was the single 
note of controversy, Supercharged 
Ford sedans were therefore forced 
to compete in Class 7, where the 
fastest one placed third at a respec- 
table 130.058 m.p.h. They were also 
third in acceleration trials. 

However, even if Ford had run 
in its normal class, it would not 
have beaten Pontiac. 


= = > 


INTIAC, whose effort was 

sparked by a factory racing 
team and backed up by an equally 
potent team independently spon- 
sored by John Zink, of Indianapo- 
lis 500 fame, would have had the 
fastest stock car at the beach if 
the winner had not been disquali- 
fied because of a slight discrepancy 
in compression ratio. 

As it was, Pontiac’s second and 
third-place cars moved up a 
notch to take all Class 6 honors. 
Mercury suffered disappointment 

in the beach trials. Its best stock 


6 Goodyear Net 
Best in History 


AKRON.—Earnings of Goodyear 
Tire & Rubber Co. for 1956 were 
the highest in the company’s 58- 
year history, totalling $62,456,130, it 
isannounced by E. J. Thomas, pres- 
ident, and P. W. Litchfield, chair- 
Man of the board. 

Although sales to the automotive 
industry were down from the previ- 
0s year, Goodyear’s total sales in 
1956 practically equalled the all-time 
Tecord of 1955. Sales of $1,358,763,538 
last year compared with $1,372,176,- 
199 in 1955. It was the sixth year 
in succession that sales topped the 

n-dollar mark. 

Last year’s record net income rep- 
Tsented a gain of 4.7 percent com- 
with $59,665,845 reported for 
. The 1956 earnings were equal 
.02 per share on 10,361,605 
of common stock outstand- 
at the year-end, compared with 
“6 per share for 1955, based on 
Same number of shares. 
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performance was a second in Class 
7 acceleration. Mercury, however, 
ran one-three in the 160-mile race 
for convertibles, 

Mercury’s factory-engineered and 
finned prototype fuel-injection 
model in the experimental class 
was solidly beaten by a super-spe- 
cial Chrysler- powered Plymouth, 
which turned in a phenomenal av- 
erage of 159.893 m.p.h. 

The Plymouth was an essentially 
stock two-door sedan, while the 
Mercury was a custom streamliner. 

In the 160-mile Grand National 
race for hardtops and sedans, Pon- 


Utah Used-Car Tax 


Due in February 


SALT LAKE CIry.—Utah used- 
car dealers must pay personal 
property taxes on cars they own 
in January by the end of Feb- 
ruary, according to a ruling of the 
Utah State Tax Commission. The 
ruling emphasized that the tax 





must be paid whether the cars 


are sold or not. 

Previously, many counties in 
Utah had not been collecting the 
tax on used cars until they were 
sold, even if it was months past 
the tax deadline. 
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tiac chalked up the first win of its 
new racing career. 

Official results of the events fol- 
ow: 

TWO-WAY FLYING MILE 

Class 4 (213-259 cubic inches) 


Scenes from Daytona 


Driver M.P. 
1. °67 Chev. Smokey Yunick 102.157 
2. 57 Chev. Dick Joslin 95.7 
3. 57 Chev. James Quinn 95.112 
Class 5 (259-305 cubic inches) 
1. °57 Chev, Paul Goldsmith 131.076 
2. °57 Chev. Jesse Piatt 130.199 
3. °57 Chev. Speedy Thompson 129.310 


Class 6 (305-350 cubic inches) 


1. °567 Pontiac doe Littlejohn 131.747 
2. °57 Pontiac dim Stonebraker 131.531 
3. ’57 Pontiac L. 128. 


1. °57 Chry. 300C Red Byron 134.128 

2. °57 Buick Frank Ramey 130.766 

3. °57 Ford Fran Hernandez 130.058 
Big Three 

1. °57 Chev. Al Simonsen 118.460 
Prestige 


1. °57 Continental Ernie Walis 108.860 


ACCELERATION TRIALS 
Class 3 (under 213 cubic inches) 





And Then the Sudden Stop— 
Blistering through acceleration trials at NASCAR's Speed Weeks at Daytona Beach, 


. °57 Rambl Robert Ree 64.7 ; 
ee om Giase 4 - 7 Fla., this Thunderbird took wing and flipped four times end-over-end to smashing 
1. °57 Rambler Robert Reed 71.7385 | landing. Driver escaped with minor injuries. 


Class 5 
T. Winston Parker 85.006 
6 


1, °57 Chev, 
1. °57 Pontiac dim Stonebraker 85.308 
Class 7 
i. °67 Chry. 3000 Brewster Shaw 86.873 
Experimental 
1, Thunderbird ° 
Special Danny Eames 98.065 


RACE RESULTS 
160-Mile Convertible 
Mercury Tim Flock 
Ford Joe Weatherly 
Mercury Billy Myers 
160-Mile Grand National 


"57 101.320 
"67 


. "ST 


TT. 


1. °57 Pontiac Cotton Owens 101.600 
- "57 Chev. Johnny 
"S71 Mercury Fonty Flock 





Auto Credit Called Sound 
By GMAC’s Stradella 


DETROIT.—Efforts on the part 
of auto dealers, buyers and finan- 
cial firms to “maintain auto credit 
on a sound basis” were lauded last 
week by Charles G. Stradella, presi- 
dent of General Motors Acceptance 
Corp. 

“GMAC collection experience 
continues to be good, with losses 
and repossessions in no way ab- 
normal,” he said in his annual 
report. 

Stradella noted that the annual 
downpayment on new cars financed 
by GMAC “remains” at 40 percent. 

The average terms extended by 





Seal of Approval 
To Be Issued 
For Safety Belts 


CHICAGO. — The Automobile 
Safety Belt Institute has announced 
that it will issue a seal of approval 
to identify specific belts of all man- 
ufacturers who pass tests to meet 
standards recommended by the 
Society of Automotive Engineers. 

Richard L. Ekstrand, executive 
secretary of the institute, said that 
while most belts on the market are 
made to Civil Aeronautics Author- 
ity specifications, “there are known 
to be shoddy, unreliable belts 
widely available.” 

He continued, “Now ethical man- 
ufacturers can have their belts 
tested by a responsible independent 
laboratory and place a seal on each 
belt made to ‘SAE Recommended 
Practice for Motor Vehicle Seat 
Belt Assemblies.’” 

= = 


APPROVED 


AUTOMOBILE SAFETY, 
BELT INSTITUTE 
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RECOMMENDED 


Mark of Quality— 


This gold and black seal for safety belts 
will be issued to reputable manufacturers 
whose belts are made and tested to stand- 
ards of the Society of Automotive Engi- 
neers. They are available in cloth for 
sewing to the belt and in adhesive metal 
foil for sticking on buckles. 



















GMAC on new cars increased dur- 
ing 1956 from 28 to 29% months. 
Stradella said this trend ‘was to be 
expected with the broad acceptance 
of a 30-month term as standard.” 


The slightly longer average term, 
he said, had the effect of maintain- 
ing “a relatively stable” average 
installment in the area of $80 a 
month on new cars financed by 
GMAC. 


“Actually, with rising dispos- 
able income,” he said, “the aver- 
age burden on the purchaser’s 
monthly budget was lessened.” 
Commenting on the amount of 
auto credit outstanding during last 
year, Stradella said, “The excellent 
quality of the receivables outstand- 
ing at the close of 1955 has been 
demonstrated by the repayment rec- 
ord of 1956. 


“The sizable repayment commit- 
ment for 1956 has been absorbed by 
the economy without interference 
with either the general overall pros- 
perity or specific areas of commer- 
cial activity.” 

GMAC’s consolidated net income 
for 1956 rose to $45,705,188, an in- 
crease of 30 percent over $35,276,581 
in 1955. 

Stradella attributed the rise to an 
increase in average receivables on 
the books last year to a level 25 
percent higher than in 1955. 

At the end of the year, total re- 
tail and wholesale paper out- 
standing was $4,112,528,399, up 7 
percent from the previous year’s 
$3,854,046,303. 

Retail receivables purchased by 
GMAC during the year were about 

5 percent less than in 1955, Stra- 
della said the decrease would have 
been greater had it not been for 
higher retail prices and a higher 
ratio of credit sales to total sales. 





Winners in ‘Rebel’ Derby— 

Bill France, second from left, NASCAR president, presents trophies to winners in the 
Rambler “Rebel” Press Writer's Acceleration Derby held during the annual NASCAR 
speed trials at Daytona Beach, Fla. Running through o measured quarter mile from a 
standing start, Ken Fermoyle, second from right, Detroit-editor, Motor Life magazine, 
won the event, covering the distance in 17.87 seconds. George Kissling, left, of Associ- 
ated Press, won the consolation award. Looking on is J. T. Moore, American Motors 
product manager. The Rambler was powered by the AMC V-8 engine equipped with 
four-barrel carburetor, developing 255 horsepower. 


NSPA Asks Halt 
Of Parts Sales 

. 
To ‘Fleet’ Firms 

CHICAGO.—The National Stand- 
ard Parts Assn. has called on man- 
ufacturers to stop selling direct to 
so-called “fleet” accounts, thus 
competing with legitimate wh ol e- 
salers. 

Because of many complaints 
recently about this practice, the 
NSPA board of directors passed a 
resolution which said, in part: 

“Whereas in recent years there 
has developed the practice of some 
manufacturers of automotive parts, 
equipment, accessories, chemicals, 
supplies and refinishing materials 
selling either direct or through 
various distribution channels to 
consumers or fleets at wholesaler, 
or lower prices; and 

“Whereas such consumers and/or 
fleets perform no distribution func- 
tions to justify their receiving such 
discounts or prices; and 

“Whereas such practices have 
effectively lessened competition ard 
results in discrimination that is 
tending to the creation of monopo- 
lies which contravene the law; 

“Now, therefore, be it resolved 
by the Board of Directors of 
National Standard Parts Assn. that 
this complaint of wholesalers be 
called to the attention of all auto- 
motive service industry manufac- 
turers, with recommendations that 
any of these practices now in effect 
be discontinued immediately.” 












Full House— 

Owner of this super-special Thunder- 
bird seen at NASCAR's Speed Weeks at 
Daytona Beach, Fia., has gone aliout in 
the comph department. Hot Bird boasts 
both fuel injection and supercharger. 


Chevrolet Fetes 
P and A Leaders 


DETROIT. — The 94 top-ranking 

retail parts and accessories sales 
managers of the 7,500 dealerships in 
Chevrolet’s 47 zones were honored 
in a three-day program here. 
The men played a key role in 
serving more than 16 million Chev- 
rolet owners during the year, 
according to L W. Thompson, 
Chevrolet assistant general sales 
manager in charge of parts and 
accessories. 

As leaders of dealership parts 
and accessories sales, the men are 
designated as either presidents or 
vice-presidents of Chevrolet P & A 
Record Clubs in their zones. They 
will be honored further at subse- 


S.C. Convention 


Slated Apr. 26-27 


COLUMBIA, S. C.—W. E. Hancock 
jr., president, South Carolina Auto- 
mobile Dealers Assn., has announced 
the dates for the 18th annual con- 
vention of the SCADA will be Apr. 
26-27, 1957. 

The convention will be held in 
Charleston, S. C., with the Francis 
Marion Hotel as headquarters. The 
committee under the chairmanship 
of George Stout (Chevrolet), 
Charleston, is planning a program, 
centered around the 1957 theme 
“Progress with Profit.” Key speakers 
from the industry are being booked. 


Calif Group to Meet 
SAN FRANCISCO. — The annual 
meeting of the Northern California 
Motor Car Dealers Assn. will be 
held here March 15, Officers and 
directors will be elected. 
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What’s Happened to Leadership? . . . 
Lowdown on Selling 


In Salesman’s View 


(Continued from Page 3) 


their necks it’s rather hard to 
spot them. 

One large eastern Buick dealer 
states that he doesn’t want any 
salesmen who’ve worked for other 
dealers because “they are too hide- 
bound and filled with the tradition 
of old time selling so that they are 
difficult to train in the aggressive 
type of selling today.” I would like 
to congratulate this dealer. He 
must have a very small turnover 
in salesmen and probably is one 
of the few dealers who realize this 
business has changed. 

Nevertheless, 
dealership is no Garden of Eden 
and I'll tell you why. These “hide- 
bound salesmen” he talks about 
and. avoids, that don’t know how 
to sell, are the direct results of 
hiring and training by hidebound 
dealers and sales managers who, 
not having to answer to anyone 


and admit their shortcomings, | 


resort to firing and complaining. 
* * * 


Where the Blame Lies 
VERYONE knows that the auto- 
mobile business has the highest 
rate of turnover in salesmen of 
any other comparable business. 
What's the answer? It is that an 
automobile salesman with a family 
doesn’t want the best for his 
efforts? Doesn’t want a good week's 
pay? Or his own home? 

Probably all the automobile sales- 
men in the country are lazy or 
stupid or, as the article states, are 
just misfits to beware of. Is it that 
this business has too large a per- 


I'll still bet his| 


article states, “disgruntled, dissatis- 
fied and dead-beat car salesmen?” 

Gentlemen, I’ve got news for 
you. As I stated before, the direct 
blame for the above types of 
salesmen in this business can be 
laid at the dealer’s doorstep and 
his sales manager’s efficiency in 
training them to be what they 
are. 

There was a time when the above 
type of salesman was new to the 
business and had no bad habits. 
What happended? This and the 
problem of turnover in the present- 
day salesmen are the things the ex- 
perts should spend two years trying 
to figure out rather than to ignore 
the real fact that there is very 
jlittle intelligent training or leader- 


| Jacobson, Bell 
To Talk in La. 


NEW ORLEANS.—The principal 
| speakers at the 20th annual con- 
|vention of the Louisiana Automo- 
bile Dealers Assn., scheduled Apr. 1 
at the Roosevelt Hotel, will be 
Charles L. Jacobson, vice-president 
in charge of dealer relations of 
Chrysler Corp., and Frederick J. 
Bell, executive vice-president of 
NADA. 

Jacobson’s subject will be “A Dy- 
namic Partnership.” 

Other speakers, as announced by 
Glenn Huff, president of the associ- 
ation, will be Stanley Pressler, auto- 
mobile dealer from Indiana and 
professor of accounting at the Uni- 
versity of Indiana, and James S. 
Reily, Louisiana collector of reve- 





centage of sharpies and, as the/ nue. 
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ship for any salesmen, new or old, 
in this business today. 


+ + + 
— problem of salesmen and 
the type of salesmen every 
dealer wants plus the lazy sales- 
men, the giveaway salesman, the 
order taker etc., is nothing more 
than pure bull. 

It amounts to nothing more than 
the dealers and their inept man- 
agement hiding behind the mis- 
takes of their own mishandling of 
men who, by coming to work for 
them, place their futures in the 
hands of these bunglers and in turn 
are disillusioned and discouraged 
and then start drifting while the 
bunglers place more ads in the 
papers offering factory training, 
etc., to more hopefuls. 

What is factory training? Why 
was there no complaining about 
salesmen in 1946, ’47, 48, 497 Vl 
tell you why. Those were gravy 
days. Everyone was looking for 
cars. High school kids could 
have sold them. 

However, as I said, the business 
has changed. The factory and 
dealers are getting new agreements. 
Dealer and factory relations are 
being more closely scrutinized by 
Congress. Advertising methods 
have changed. Bookkeeping sys- 
tems have changed. But the berat- 
ing and mishandling of salesmen 
goes on. 

Every time you hear about it or 
read of it, it just gives everyone 
a clear insight into the methods 

of hiring and training in the auto- 
motive retail world by the dealers. 

In fact, in the not too distant 
future it will be difficut to convince 
a young man that our business 
should be his choice for a profitable 
future and that he will receive 

guidance and instruction due any 
individual starting a career in a 
dignified business. 


: * * 


\4 Slap at the ‘Experts’ 


IHESE experts should go into the 
field and talk to salesmen on 





e Looking for a better fastening method? 
Thousands of applications have found 
the answer in Palnut Lock Nuts and 
Fasteners. They are replacing two, three, 
even four fastening parts with a single 
Palnut—speeding assembly — cutting 


costs—and getting secure assemblies that 


needs. 


EM ? 


Qa © 


Regular Type PALNUTS 
Used alone on light assem- 
blies; used on top of ordi- 
nary nut on heavy cassem- 


blies 


Type “H” PUSHNUTS 


Speedily applied, hold 
tight even on hard chrome 
studs of emblems, name- 


plates, ornaments, etc. 


Washer Type PALNUTS 
One-piece lock nut and flat 
washer, replaces ordinary 
nut, lockwasher ond flat 
washer. 


Sealer Washer Type 
Has plastisol compound to 
seal ovt water and dirt. 
Replaces 4 parts. 


Spacer Washer Type 
Spans bosses and pro- 
truding elements. One part 
eliminates three. 


° Grounding Washer Type 
Cuts through coatings to 
achieve electrically 
grounded assembly. 
Electrical Washer Type 
For instruments, ammeters, 
gauges, electrical studs, air 
inlet and dash controls, 


eh iD mi teeta lime ail 
FREE SAMPLE KIT 


Give your name, title and department and 
specify whether you are working on body 


or electrical work, 


to receive the 


sample assortment. Address letter to Detroit 


office shown below. 


THE PALNUT COMPANY 


Regional sales office and warehouse 


730 West Eight Mile Road, 


Detroit 


stay tight under vibration. Tell us your 


Acorn Type 


Self-locking nut covers, 
rough bolt 
pleasing appearance. Also 
available with open top. 


ends, adds 


Wing Type 


Used on battery hold downs 
ond air 
loosen in service. Easily 
finger tightened or 
removed. 


cleaners; can't 


PALNUT 
LOCK NUTS 


| 


Bear Campaign— 


“Happier Driving for Greater Safety, 
Comfort and Economy” is the theme of 
this year's spring advertising program 
sponsored by Bear Mfg. Co., Rock Island, 
lll. The program is especially designed to 
help Bear shops get a bigger share of 
the get-ready-for-summer driving business. 
In connection with the campaign, the week 
of May 21 has been proclamed ‘Happier 
Driving Week” at all Bear stations. 
an informal basis. Not after they 
have introduced themselves, title 
and all, waving the factory banner, 
then hearing only what they want 
to hear and what they think Mr. 
Boss will want to hear. 

Two years to develop the ques- 
tionnaire! Can you imagine that? 
And then to have the guts to 
come up with “sound” advice for 
a dealer with things like—“look 
for men with drive and ambi- 
tion, men who want to make 
money, who like cars and are 
friendly, who like to meet people” 
and the fact that an application 
blank gets essential information 
on paper. (This advice is nothing 
short of miraculous.) 

This is the sure-fire scheme for 
attracting and holding good sales- 
men today. To this I say, “Oh, 
man, what bunk.” The 


for two years and at least be 
checker experts today. 


I'll bet a year’s pay that any | 
dealer that follows the above earth- | 


shattering findings will fail com- 


pletely to follow the only intelli- | 
gent part of this study on the cor- | 


rect hiring of salesmen. That rule 


sion — dealer and sales manager 
pick the man and make sure that 
he receives training, leadership and 
inspiration.” Noble words, Not new, 
but noble. 
7 « * 

7 following is the most im- 

portant part of my 4rticle and 
the answer to this sales and sales- 
man problem. Does management 
as a whole have the ability of intel- 
ligent hiring, supplying leadership, 


know how to instill inspiration in | 


| salesmen? 


Because here, Mr. Big Eastern 


| Dealer, Mr. Industrial Psychologist | 


and anyone else who wants to 
| know, is the point at which a sales- 
|man is given the above help or 
|starts on the road to become as 
described in the article a dis- 
|gruntled, dissatisfied and a dead- 


through no fault of his own. 
This process will not happen 
in a week’s time, but in six 
months to a year it will. I don’t 
care how long a man has been 
selling cars or how much experi- 
eenc he may have, he still needs 
daily supervision and encourage- 
ment and instruction. That is the 
least that he can expect if he in 
turn is expected to sell cars on a 
profitable basis for the house. 

Then there are the ills of split 
deals, house deals, costly demon- 
strator plans, miserly gas allow- 
ances on which he is supposed to 
make a daily quota of calls and 
the lack of a decent salary or com- 
mission setup. I want to hasten to 
add that the above conditions do 
not exist in all dealerships, but in 
enough of them to make them 
points to be reckoned with. 


* * * 


Training a Salesman 


Speroke anyone can start find- 
ing sciéntific methods of hiring 
salesmen, we could save a lot of 
time, money and effort if we found 
out what is wrong with the present 
automobile salesman and his cur- 
rent lack of sales ability which 
makes him a misfit, and examine 
how to stop losing the thousands 
.of salesmen that quit this business 
every year due to gross mishandl- 


jon 
| 
i 


shame of | hi 
it is that these eminent psycholo- | have and cupgty the leads 


gists could have played checkers | 





ing to go back to their ol: 
into new fields. =? 
The loss of these salesmen ig a 
large loss in time and money t 
someone, and that someone i 
where the blame and answer fo 
this whole problem lies. That 
someone is you, Mr. Dealer. 
the proper handling and guid. 
ance, most of these men could be 
retained and go on to 
intelligent, successful automobile 
salesmen. 

I want to give everyone the exact 
idea of what I contend and know 
to be true. I started selling caps 
for a volume dealer employing » 
to 25 salesmen. Now, we weren't 
just hired and sent out to sell cars 
No sir, we were told what was ex. 
pected of us and that when we 
finished our training period we 
would be the best damned salesmeg 
in the world. 

This gave us the confidence we 
needed to start, and this applied to 
the men who had sold before and 
to the new men. Next, we had 
daily sales meetings where we were 







__|taught how to meet just about 


every situation we ever would en- 
counter—how to appraise used cars, 
overcome customer objections. 

* * + 


WE WEREN'T sent out to sell 

cars, we were taken out by a 
real sales manager and shown 
where to look for prospects, cold- 
turkey calls, taught how to use a 
phone intelligently and profitably, 
These and many other things were 
repeated at sales meetings so often 
they became second nature and 


|part of our day. 


Our complete work week was 
laid out for us by our managers, 
This and the thorough schooling 
we received soon made us confi- 


| dent, well-paid, hard-working sales- 


men. 
You can’t let salesmen flounder 
around by themselves and assume 
they know. Management must 


and assume daily supervision of 
the sales effort—no more lone- 


| wolf selling or chasing one pros- 


pect at a time because by the 
time the lone wolf gets his pros- 
pects to the showroom the con- 
centrated volume prospecting 
method brings in 50. 

Something else — a dealer will 


|spend money to get le into 
is No. 7, and I quote, “Final deci- | - . . et 


his place of business, but he never 
gives a thought as to whether his 


| salesmen can close a deal properly. 
|Then they cry about order takers 
and I say bull. 


You never know 
what that salesman and customer 


|are talking about, Mr. Dealer, and 


by not being close enough to your 
men through daily meetings and 
supervision you’re probably paying 


|for it right on your own showroom 


floor. And if you don’t know what 
I mean, you are paying now. 
I’ve seen salesmen bring a deal 
to a sales manager and be told, “Go 
get me 100,” or, “You’re 150 short.” 
Back he goes, not knowing why or 


|how except to say to the customer, 


“The manager says this or he says 
that.” An there goes the deal out 


|the window and with it the cus- 


tomer’s respect for the salesman, 


jand a salesman is on his way to 
|beat car salesman ready to drift | 


becoming an order taker. 
* + * 


An Exam for Dealers 


OX THE other hand if you've 
given your salesman the right 
training, he’ll go back to the cus- 
tomer, get the right money differ- 
ence and take the used car in 
“right.” If that manager knew his 
job he’d sit that salesman down, 
point out the cost of the new car, 
figure new-car get-ready, sales- 
men’s commission, daily expense 
and get together on what the used 
car is worth. 

Closing is an important art, yet 
I know many salesmen who can 
go only so far on a deal then have 
to have help. This isn’t right, and 
these men are order takers but not 
from choice. 

It’s just that the experts don’t 
realize how important closing is, 
or maybe it’s because they don’t 
know how to close themselves. 
Their closing tool is the “Big 
Boss” bit. It sells cars but not 
on a profitable basis. 

The next time some of you 
dealers want to start crying about 
profits and want to start chewing 
your salesmen out, sit down and 
think a few things over. Things 
like this: ; 

1. Are you holding daily sales 
meetings with your salesmen? 

(Continued on Page 59, Col. 1) 
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orts? Making concrete sugges- 
tions that help? Telling them what 
you expect of them? 

9. Have you sold yourself—so that 
what you say is absorbed and 
believed so that they in turn can 
gell you, your cars and services to 

ta? 
the public? aie 
ARE you giving them a full set 
eof selling tools? And I don’t 
mean an order pad and credit ap- 
plication. 

4. Do they understand fully your 
car finance service plan, rate of 
interest and benefits? Do you 

odicaly have a bank or finance- 
company representative sit in at 
r meetings and go over the 
fmance plan with your salesmen? 


5. Do you set a goal for your men 
to shoot at every month, not only 
in units delivered, but profitwise? Do 

make them feel like your sales 
team, like part of your business? 


Ragsdale Predicts 
57 Buick Sales 
Will Hit 600,000 


PHILADELPHIA. — Buick 
dealers will sell about 600,000 new 
cars in 1957, General Manager Ed- 
ward T. Ragsdale 
predictedata 
news conference 
here. Ragsdale 
was in Philadel- 
phia to address 
dealers and sales 
managers. 

The 600,000 fig- 
ure would be 
about 13 per- 
cent higher than 
Buick’s 1956 sales 
E. T. Ragsdale of 529,371. The 
division’s best year as 1955 when 
registrations hit 737,879. 

Ragsdale also said that auto in- 
dustry profits will be lower this 
year despite the higher prices of 
17 models because “our profit 
margins are lower this year.” 

The price increases have not 
compensated for Buick’s higher 
material and labor costs, he said. 

For the industry as a hole, he 
@timated that 1957 sales will be 
about the same as last year’s, to- 
talling about six million. Citing 
tales increases in the last 10 days 
of January, he repeated his belief 
that this indicates a healthy spring 
upsurge. 


3 Fires Cause 
$500,000 Loss 


DETROIT. — Dealership fires in 
Girard, Kans., Atlanta and Brad- 
ford, Vt. caused damage estimated 
at more than $500,000. In Kansas, 
nine new vehicles and the building 
occupied by Girard Motor Co. 
(Chevrolet) was destroyed. Owners 
Ray Turner and Eugene Sauer put 
the loss at $350,000. 

Frank Graham Co. (Lincoln- 
Mercury), Atlanta, said flames 
destroyed three cars and damaged 
3% others. The loss was reported at 
More than $150,000. Dan Graham, 
©mpany president, also heads the 
Atlanta Automobile Dealers Assn. 

In Bradford, Lee Beamis and 
George Potter, owners of Benja- 
min’s Garage, said the dealership 
Was destroyed by fire. Loss was 
estimated at $50,000. 


Chevrolet Plans 
Plant Expansion 


KANSAS CITY. — Long range 
€xpansion plans for the Chevrolet 
and Fisher Body plants here have 

unveiled by E. N. Cole, Chev- 
general manager. 

Expansion, to start early next 
year, will make it possible to pro- 
duce station wagon and convertible 

es here, said Cole. 

He said actual construction can- 
Rot start until the St. Louis expan- 
sion is completed in 1958. Present 
Capacity is 52 passenger cars and 
% trucks an hour, Cole said. 





Happened to Leadership? .. . 





Do that and they'll respond with 


Threshing out the previous days|more and better deals—more profit 


for you. 

6. Do you have a monthly con- 
test or other incentives to spur 
your men to their maximum 
effort with substantial amounts 
of money as prizes, a contest 
board in the showroom, so they 
can watch their progress day by 
day? It means a lot to a man 
to be at the top of that board in 
publie view. 

7. Do you play fair with your 
salesmen? Do you put house deals 
in a pot and split with them at the 
end of the month? Do you ever 
slip a deal to a new man to start 





Fire Sweeps Coffer 


HARRIMAN, Tenn.—Coffer Motor 
Sales Co. was swept by fire. Only 
the brick walls were left standing. 


Dealers 
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Salesman’s Lowdown on Selling 


him off or to a salesman who is 
working hard and is in a little 
slump? Do you ever kick off a 
month, or wind up a good one with 
a dinner at a nice hotel or restau- 
rant for the sales force? What does 
it cost you? — peanuts, compared 
with the stature you'll gain to say 
nothing of loyalty and the desire 
to make money for a boss who’s 
respected and knows his business. 
+ ~ * 


How About the Pay Plan? 


8 IS your pay plan fair, or have 
* you had some expert help you 
pare it down so that it’s impossible 
to make a good week’s pay? Sure, 
you save pennies, but you lose dol- 
lars. Do you have a fair demonstra- 
tor plan, or are you and the finance 
company treating your salesmen 
like retail customers? 

Do you keep your salesmen’s 


Tell Me 





(Continued from Page 3) 


have left to start the 1957 program: 

1, Factory pressure on the 10-day 
report. 

2. The ego of many dealers to be 
big-volume dealers. 

3. Lack of knowledge of the 
cost of doing business. 

4. Fear of competition. 

5. Improper appraisal of used 
cars. 

Exploring these factors we find: 
1. Factory Pressure: There is 
little evidence at this time that the 
Factories Will Put Pressure on 
Dealers to sell at a loss to gain 
prestige and position at the expense | 
of the dealer, providing that the 
dealer gives the factory satisfactory 
Sales performance in his area in 
comparison with competition. 

2. Ego disappears when profit and 
capital are gone. Those “ego” 
dealers, too, now are interested in 
getting back on a profit basis. 

3. Lack of knowledge of costs 
of doing business can be cor- 
rected only by the individual 
dealer who has suffered losses 
because of it, 

4. Fear of competition should be 
less because we are all in the same 
haunted house. We all have the 
same objectives. We must learn to 





Mergers Increase 
To Total 905 in 
1956, FTC Says 


WASHINGTON. — The trend of 
corporate mergers continued up- 
ward in 1956 to total 905, compared 
with 846 in 1955, the Federal Trade 
Commission has announced. 

The 1956 figures showed fewer 
mergers among manufacturing and 
mining business (638, compared 
with 689 in 1955), and more merg- 


ers in the retail and wholesale 
fields (148, compared with 83 a 
year earlier). 


There were 617 mergers in 1954, 
with 793 in 1953 and 822 in 1952. 
The 1951 total was 703. 

Mergers in 1956, according to 
FTC classifications were: Mining, 
43; food and kindred products, 59; 
textiles, 29; rubber products, 6; 
primary metals, 29; fabricated 
metals, 55; nonelectrical machinery, 
100; transportation equipment, 30; 
professional and scientific equip- 
ment, 11, and miscellaneous manu- 
facturing, 21. 

Tobacco manufacturers, 3; ap- 
parel, 10; lumber and furniture, 24; 
paper and allied products, 30; print- 
ing and publishing, 16; chemicals, 
55; petroleum and coal products, 
11; leather products, 10; stone, clay 
and glass products, 26, and electri- 
cal machinery, 70. 


Lowell Dealers Elect 


Lowery Again in 1957 


LOWELL, Mass.—James A. Low- 
ery has been reelected president of 
the Lowell Automobile Dealers 
Assn. 

Other officers are Alfred Rodgers 
vice-president; Fred B. Emerson m 
treasurer, and Henry Bissonnette 
jr., secretary. 


live with and confide in our fellow 
dealers. 

5. Improper appraisal of used 
cars. We must take a new look at 
our methods of appraising used 
ears. Personally, I like the method 
of using an accepted guide book 
and the idea of having two qualified 
men appraise the used car, for two 
heads are better than one. 

So, we say to you it is now or 
never if 1957 is to be a profit 
year for you. 





demonstrators in top shape? How 
about wash jobs, tuneups? Or does 
your service or sales manager talk 
you out of it? This is no place to 
cut down expenses. That demonstra- 
tor is a selling tool and it sells cars 
for you. 

9, Are all your mechanics and 
office force your personal “bird 
dogs” running to you with pros- 
pects or do they, as they should, 
give all leads to the salesmen? 
After all the work they do (if 
you’re leading them) they deserve 
a little gravy. Does each man get 
his share of floor time — and all 
the traffic that comes in? 

10. Is your place of business clean 
enough to make your salesmen 
proud of it? Next to their homes, 
your salesmen should feel most 
proud of the dealership they work 
in and will inform every one, pros- 
pect or otherwise, of the same. All 
these little things make up the 
giant, that is profit. 

+” + * 
As A final note, may I say that 
if a dealer or sales manager 
considers himself smart enough to 
realize his need to hire a man, he 
should be smart enough to train 
him, 

If a little more common sense 
and discretion is exercised in hir- 
ing and encouraging men to be 
salesmen, there will be fewer (as 
a large eastern Buick dealer sug- 
gested) “dissatisfied, disgruntled 
and dead-beat salesmen.” I 
wonder how many he started off 
down that road. 

Don’t hire a man unless you or 
your manager know how to train 
him. Know what you're looking for, 
know what kind of a job you want 
done, set a goal, know how far 
you’re willing to go to make him 
the kind of salesman you want. Be 
sure your service department can 
handle the increased sales. Most of 
all, know your limitations before- 
hand and hire accordingly.—James 
L. Morcan, Westfield, Mass. 
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Today Stewart Mobile homes are seen 
and bought everywhere...and they can 
be sold from your showroom or used 
car lot. You, who have the proven 
ability to sell. ..and with practically 
no increase in personnel or facilities 
--.Can now get plus profits from selling 


STEWART mobile homes. 


ACCEPTED LINE 


Stewart Mobile Homes ...seen and 
bought everywhere... are accepted as 
one of the very best manufactured to- 


dey. A complete line of coaches, with 
merchandising aids that back you up, will 
assure you, os an exclusive Stewart dealer 
in your area, of real sales potential. 





EASY FINANCING 


Stewart Coaches ore recognized by all 
well-known trailer financing firms. Re- 
quirements as to sturdiness, long life, high 
resale value, and backing by a well 
established financially responsible manvu- 
facturer, have been fully met. For qual- 
ified dealers, we can arrange financing. 


Vf 
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SELL. SZeete 
MOBILE HOMES’ 


59 
Record Incomes 


Noted in Report by 
Federal Reserve 


WASHINGTON.—In summarizing 
the nation’s general business and 
financial conditions last week, the 
Board of Governors of the Federal 
Reserve System noted that indus- 
trial production in January was 
slightly below the record level of 
December. 

Construction activity was un- 
changed, the board said, while non- 
farm employment, incomes and 
total retail sales remained at record 
levels. 

Prices of some basic commodities 
declined, the board reported, but 
the general level of wholesale prices 
rose further. 

Bank credit was reduced, due 
mainly to seasonal influences, the 
board said, and interest rates de- 
clined. 


McGee Elected 
In Indianapolis 


INDIANAPOLIS.—Harry O. Me- 
Gee (Packard) has been elected 
president of the Indianapolis Auto- 
mobile Trade Assn. He succeeds 
Thomas O’Brien (DeSoto-Plym- 
outh). 

Other new officers are David 
N. Johnson (Chevrolet), vice- 
president; Walter G. McCormick 
(Buick), treasurer, and John Fee- 
ser (Ford), secretary. , 

New directors are Homer Archer, 
B. T. Gates sr. and James Strick- 
land. Thomas E. Hanika is execu- 
tive vice-president of the associa- 
tion. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 


a 
a 


< 





VAST MARKET 


Nearly two million Americans ore residents 
of mobile homes. in 1956, approximately 
115,000 coaches were sold of a retail 
sales figure of nearly $500,000,000. 
Why don't you share in this great market? 
Be a franchised Stewart dealer and cash 
in on plus profits month after month. 





For details, write, wire or call today. 


STEWART COACH INDUSTRIES, INC. 


Department AN 








Bristol, Indiana 
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In $1,419,462 Cancellation Suit .. . 


Ford, Miller to Sum Up Case 


WINSTON-SALEM, N. C. — At- 
torneys will begin their arguments 
Thursday (Feb. 28) in the $1,419,462 
franchise-cancellation suit filed by 
J, H, Miller against Ford Motor Co. 


After nearly two weeks of tes- 
timony, U. S. District Judge Rozel 
C. Thomsen called a recess to give 
court reporters time to transcribe 
the testimony. Judge Thomsen, of 
Baltimore, is hearing the case 
without a jury by agreement of 
both sides. 

Miller headed Miller Motors, Inc., 
which lost its Lincoln-Mercury 
franchise in 1954. He charges Ford 
with monopolistic practices, coer- 
cion in its dealer relationships and 
cancellation of his franchise 
because he refused to submit to 
company “domination.” 


Company witnesses have testified 
that the cancellation was due to 
failure to cooperate in company 
sales programs and for poor per- 
formance as a dealer. 

Those reasons were mentioned by 
Ford's final witness, W. A. Toms, 
now Southern regional sales man- 
ager for Mercury. Toms also men- 
tioned what he called the “belliger- 
ent attitude of J. H. Miller, the 
firm’s president.” 

Toms said he concurred in the 
recommendation of G. H. 
Schricker, now Atlanta district 
sales manager for Lincoln, that 
Miller’s franchise be cancelled. 

Schricker told the court that a 
Lincoln-Mercury dealer does not 
have to belong to any advertising 
group in order to keep his fran- 
chise. 

This was in reply to earlier testi- 
mony by Miller that Ford had 
forced him to donate to a Lincoln- 
Mercury dealers advertising fun d, 
and that the company was collect- 





License Issuance 


Slashed by Mo. 


Ducking of Tag Fees 
Brings Crackdown 


ST. LOUIS.—City and state offi- 
cials said they were making sharp 
cuts in licenses issued to auto deal- 
ers because of misuse of 


Joseph T. Hayden, city license 
collector, said he had cut to one- 
third the number of tags issued to 
dealers and had refused to issue 
tags to some applicants because of 
unsatisfactory proof that they were 
auto dealers. 

Milton Carpenter, state director 


Registratio 

dealer’s licenses to 40 percent fewer 

persons as compared with last year. 
Hayden said that by improper 

use of such tags, some dealers could 

avoid payment of other taxes and 

save as much as $150 per year. 
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issuance of dealer’s tags until this 








ing from $45 to $60 for the adver- 
tising fund on invoices for new 
cars. 


A. D. Weeks, a Lincoln-Mercury 
dealer in Durham, N. C., at present 
a member of the Lincoln-Mercury 
Dealers Advertising Fund Commit- 
tee and a member of the group in 
1953 and 1954, told the court he was 
very pleased with the advertising 
and that “it was better than I could 
have done myself.” 


Miller had testified that the 
fund was little more than “a 
rubber stamp outfit” and did little 
with his company’s advertising. 
He also had testified that Ford 

representatives had threatened to 
“cut off my cars” if he refused to 
buy more spare parts and acces- 
sories, but Weeks told Judge Thom- 
sen that he never was “forced” to 
take any parts or accessories he did 
not want and he never was threat- 
ened with cancellation of his fran- 
chise. 

Asked by a Miller attorney if his 
testimony for Ford did not mean 
that he wanted to keep his dealer- 
ship in Durham, Weeks replied that 
he was going to continue as Lincoln- 
Mercury dealer there. He has had 
the dealership since 1947. 

He said Ford once sent a special- 
ist to Durham at his request to help 
increase efficiency and sales in his 
dealership and that the results were 


Witnesses for Ford testified that 
Miller Motors lost its franchise be- 
cause it was not doing an effective 
job, and one of them, Robert E. 
Whitaker, now sales and market 
analyst for Mercury’s Southern 
region, said that Miller in a long- 
distance telephone call “in late 
December of 1952” threatened to 
come to Atlanta “to shoot” Ford 
officials because of a mixup in new- 
car orders. 

He said Miller was “concerned” 
over the disposition of his order 
for Lincoln cars for January, 1953, 
and that his threat was directed 
against two Ford officials, one of 
whom was Schricker. 

Whitaker testified he had had a 
series of telephone conversations 
with Miller regarding changes in 
new-car orders for 1953 Lincolns, 
and that at Miller's insistence an 
order for one particular car had to 
be changed three times. 

Another witness, H. L. Westbrook, 
manager of Mercury’s technical 





Jaguar Resumes 
Production After 
$8 Million Fire 


COVENTRY, England. — The 
week following a $8,430,000 fire at 
the Jaguar plant here, the firm 
scheduled production of 100 cars, 
according to the Society of Motor 
Manufacturers and Traders. 

Offers of aid came from British 
Motor Corp., Ford Motor Co., Daim- 
ler, Standard and other firms in 
Britain, Jaguar said. 

The firm said that priority will 
be given to a U. S. order for 2,000 
cars. 

Although office and production 
workers pitched in to fight the 
blaze, they were able to save fewer 
than 400 cars from 





service department in Atlanta, testi- 
fied that Miller called him “an un- 
complimentary name” over the tele- 
phone during a discussion over 
warranty expense claims, He said 
Miller had contended that Ford had 
lost $3,000 worth of his warranty 
expense claims. 

T. W. Hauser, now employed by 
Jack Davis Motor Co. (Lincoln- 
Mercury) here and a former parts 
manager for Miller Motors, was 
subpenaed as a witness by both 
sides. 

He testified that he could re- 
member no threats by Ford while 
he was with Miller Motors to cut 
off cars consigned to the dealer- 
ship if it did not purchase parts 
and accessories from the com- 
Pany. 

He testified further that he could 
recall no threat by Ford representa- 
tives to cancel Miller’s franchise if 
orders for such parts and acces- 
sories were not placed. 

Asked by an attorney for the 
plaintiff if he had not been threat- 
ened with losing his job if he did 
not testify for Ford, he said he 
had not received any such threat. 

A. W. Luster, former assistant in 
the Atlanta district sales office and 
now Mercury district sales man- 
ager in Jacksonville, Fla., denied 
that Miller ever had been threat- 
ened by Ford representatives, or 
had been ordered to conduct blitz 
sales (as Miller had charged), or 
had been discriminated against in 
advertising assessments. 


White Sets Record 
In Year’s Sales 
And Net Income 


CLEVELAND. — Records in both 
net income and sales were estab- 
lished by White Motor Co. in 1956 
for the second consecutive year, the 
truck firm said last week. 

In a preliminary report, Robert 
F. Black, chairman, and John N. 
Bauman, president, said income 
amounted to $7,187,875, a gain of 
18.6 percent over the $6,061,180 in 
1955. 

For the first time, White sales 
topped $200 million, reaching a to- 
tal of $207,411,732, Black and Bau- 
man said. This represented an in- 
crease of 15.3 percent over the 
previous year’s total of $179,944,264. 

At the close of 1956, net working 
capital reached a new high of $68 
million, an increase of more than 
$6 million during the year. 


Regional Office Opened 
By Volvo in New Jersey 

NEW YORK. — Volvo Distribut- 
ing, Inc. distributors of the 
Swedish-made Volvo car, has 
opened a northeast regional office 
in Ford Lee, N. J. David Beesley, 
manager of the office, is establish- 
ing outlets in the New York-New 
Jersey area. 

The new offices feature Swedish 
decor, including furniture, glass- 
ware and fabrics. The manufac- 
turer, AB Volvo and subsidiaries, is 
located in Gothenburg, Sweden. 


VW Outlet in Fargo 


damage. 
It was said that this was the| Import Motors has opened at 514 


first time that production ever was | Roberts St., 


halted at Jaguar. 





Chase Opens New Home— 


Jesse M. Chase, owner of Jesse M. Chase Casper Motors, Inc. (Hudson-Nash), cele- 
brated his 40th anniversary in the automobile business by dedicating his new build- 
ing in Casper, Wyo. Approximately 1,480 persons visited the new facilities on the 
first day of Chase's open house. 


Fargo, N. D., as a dis- 
tributor for Volkswagen. 





Entry in Oakland (Calif.) Show— 


This dragster, the Glass Slipper, is being featured at the National Roadster Show in 





Oakland, Calif. The car was built by Ed and Roy Cortopassi, Sacramento, Calif. 


GM °56 Wage $2.48 Hourly; 
Total Payroll $2,895,768,446 


DETROIT. — Men and women 
working for General Motors Corp. 
throughout the world in 1956 had 
their second best employment and 
payroll year in company history, 
according to Harlow H. Curtice, 
president, and Albert Bradley, 
chairman of the board. 

An average of 599,243 employes 
earned total payrolls of $2,895,- 
168,446, Curtice and Bradley said 

in a statement preliminary to 
their annual report to sharehold- 
ers, This compares with 624,011 
and $3,127,145,514 respectively for 
1955, the record year. 

Average hourly earnings of $2.48 
by GM wage earners in the U. S. 
established a yearly record for GM 
and was well above the average for 
all manufacturing. 

Despite a reduction in car pro- 
duction and employment in the 
U. S. during the second and third 
quarters of 1956, employment and 
payrolls remained at high levels. 

An average of 371,296 wage earn- 
ers in GM’s plants in the U. S. had 
payrolls of $1,865,720,044 during 
1956, They worked an average 39- 
hour week and their average 
weekly earnings were $96.63. In the 
record year of 1955, U. S. hourly- 
rate employes of GM averaged 
410,022 and payrolls were $2,183,- 
398,483. 

With customer response to the 
new models, 1956 fourth quarter 
GM production schedules were in- 
creased and virtually all seniority 
employes were recalled. In addition, 
new employes were hired at many 
plants. The result was a number of 
new quarterly employment and 
payroll records for GM in the 
fourth quarter. 

During the fourth quarter, av- 
erage weekly earnings of GM 
wage earners were at a new all- 
time high of $105.51. Hourly earn- 


Sales Reports 
From Makers 


Fargo 

Orders covering fleet sales of 
passenger cars by the Fargo divi- 
sion of Chrysler Corp. are coming 
in at a rate more than double that 
of a year ago, according to Robert 
L. Biggers, Fargo president. 

“Demand for our 1957 cars,” Big- 
gers said, “has been heavy ever 
since the new models were intro- 
duced last fall, and we currently 
have on the books orders with a 
retail value totaling nearly $31,- 


B | 500,000.” 


Metropoli 

Nash and Hudson dealers sold 222 
imported Metropolitans during the 
first 10 days of February, compared 
to 137 in the same period last year, 
according to J. W, Watson, Metro- 
politan sales manager. This was an 
increase of 62 percent. 

Watson said, “Reports from our 
dealers throughout the country in- 
dicate that the demand for Metro- 
politan models, both convertible 
and hardtop, are steadily increas- 
ing. 





ings for the same period averaged 
$2.59, also a record for any quar- 
ter in GM history. An average of 
385,404 employes worked an aver- 
age of 40.7 hours during the quar- 
ter. 

In the car, truck, body and as- 
sembly divisions the record was 
even better than the national aver- 
age for GM during the fourth quar- 
ter. Wage earners in these divisions 
had average weekly earnings of 
$109.33 for the quarter, or an aver- 
age of $2.65 per hour, They worked 
an average of 41.3 hours per week 
during the period. 


GM contributes to two separate ¥ 


types of plans for supplementing 
the incomes of hourly-rate em- 
ployes during periods of unemploy- 
ment for reasons not attributable 
to them: Supplemental Unemploy- 
ment Benefit Plans which are in- 
corporated in the collective bar- 
gaining agreements GM has with 
various unions and a GM Income 
Security Plan for hourly-rate em- 
ployes not represented by a labor 
union and other hourly-rate em- 
ployes covered by agreements in 
which the plan has been incorpo 
rated, Under the plans, GM pays 
into a trust fund 5 cents per hour 
for each hour for which employes 
receive pay. 

During 1956, GM made payments 
of $40,655,453 into S.U.B. plans in 
the U. S. bringing the total paid 
into such funds to $62,790,658 since 
inception. 

Approximately 98 percent of 
eligible GM employes were par- 
ticipating in the GM group insur- 
ance plan at the end of 1956. 
Established in 1926, it has been 

Benefits 


million for 1956, Since the begin- 
ning of the plan in 1926, $362 mil- 
lion has been paid under its pro- 
visions. 

GM employes also receive assist- 
ance in paying hospital, medical 
and surgical bills through various 
plans. The company pays approx!- 
mately half the cost of this cover- 
age, GM payments totalling $28 
million last year. 

A total of 15,652 former GM em- 
ployes were receiving retirement 
benefits under the hourly-rate em- 
ployes pension plan at Dec. 31, 1956, 
and 4,073 were receiving benefits 
under the retirement program for 
salaried employes. 

GM employes in the U. S. pur- 
chased U. S. Series E Savings 
Bonds with a maturity value of 
$93 million during 1956 through the 
company’s payroll deduction plan. 
Purchases totalled about $1,412 mil- 
lion maturity value since the plan 
was started in August, 1941. 

More than 38,000 persons par- 
ticipated in various training pro- 
grams at the GM Institute, Flint, 
during 1956. 

The statement said the company 
had 130 completely equipped plant 
medical departments at the end of 
the year. They were staffed by 162 
physicians and more than 770 full- 
time nurses and technicians. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 





Week Week Output, 

Ended Same Ended Febru- ‘o 
Feb. 23, Week, Feb. 16, ary, Feb. 25, Feb. 23, 

1957 1956* 1957* To Date 1956* 1957 
CAN MOTORS = 2,235 1,917 2,295 6,715 27,301 12,932 
estetniotbesiscasenteunbene 45 240 36 128 2,223 413 
., scannslibiicaceeeebenionesvass 140 288 156 427 5,560 1,018 
i Rambler ..........-.0-..00 2,050 1,389 2,103 6,160 19,518 11,501 
OHRYSLER CORP, .... 31,600 16,694 31,384 100,728 165,316 224,986 
Chrysler... ccc. 3,300 2,615 3,287 ~. 11,015 20,322 24,893 
' Imperial .................... 1,000 398 913 3,160 2,792 6,627 
SEEIDD cccesscsnsesivsesscssvseveee 3,600 2,241 3,565 11,776 19,491 28,050 
PIO ones cecsesesscvcncsssesnes 6,700 3,401 6,715 21,283 34,640 49,335 
Plymouth. ...................... 17,000 8,039 16,904 53,494 88,071 116,081 
FORD MOTOR. ............... 42,536 31,535 42,526 136,111 272,334 332,688 
‘Continental .................. 36 47 31 77 580 129 
SEMI svvssocszcssovesososorccovcssecs 33,700 24,854 33,663 107,195 220,780 260,648 
BIR sossesesscssecvcecsocseoue 800 1,073 952 3,391 9,775 9,343 
BEET) cccevecstesenseccoses 8,000 5,561 7,880 25,448 41,199 62,568 
GENERAL MOTORS .. 61,182 72,947 67,939 211,345 592,638 519,532 
BEE, cncvecceecoraccseescosececeees 11,700 15,396 11,064 - 36,624 121,558 91,387 
BTR o.0000..00020..000c0seceeee 3,350 3,395 3,330 10,711 26,346 25,805 
Chevrolet. ..................... 26,500 32,680 33,747 100,147 280,674 251,926 
Oldsmobile .................... 11,032 12,159 10,349 33,936 93,226 79,261 
EID. “disiessesecescecceneetecns 8,600 9,317 9,449 29,927 70,834 71,153 
IS 1,696 2,444 1,702 5,191 27,037 12,042 
| ee Gee.  «hiaton 520 1,532 4,013 3,631 
Studebaker .................. 1,276 2,444 1,182 3,659 23,024 8,411 
Total Cars, U. S........... 139,249 125,537 145,846 460,090 1,084,626 1,102,130 





Revised. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 














Week Week Output, Jan. 1 Jan. 1 
Ended Same Ended Febru- To To 
Feb. 23, Week, Feb.16, ary, Feb. 25, Feb. 23, 
1957 1956* 1967* To Date 1956* 1957 
CHEVROLET ................ 7,400 7,303 7,797 +=24,092 66,069 57,453 
DIAMOND T .................. 80 96 77 250 156 621 
IIT cibasiaiecuieiasénutnisocatneeenset 80 86 80 257 745 606 
INIT iccksesiisscenveavbeteaveness 1,900 1,849 1,399 5,948 13,240 13,744 
en 8,650 5,360 8,312 26,429 50,361 49,762 
Si tihitecnsisotiemapscccmnscentasese 1,425 2,062 1,430 4,443 16,292 11,805 
INTERNATIONAL. ...... 1,275 3,052 1,375 4,859 24,106 15,140 
I 355 453 404 1,258 3,054 3,036 
SIN iasdiscinsinisneeneseensonsons 76 72 72 234 610 504 
STUDEBAKER. .............. 233 199 251 810 1,990 1,906 
ET 355 398 345 1,043 3,160 2,547 
ee 1,380 1,504 1,907 5,201 10,447 11,494 
MISCELLANEOUS*** 45 48 40 133 330 312 
Total Trucks, U. S%....... 23,254 22,482 23,989 74,957 191,710 168,930 
Total Cars, Trucks, 
EE ee 162,503 148,019 169,835 535,047 1,276,336 1,271,110 
Total Cars, Trucks, 
Canada ............ 6,872 8,091 9,375 27,721 52,563 72,696 
Grand Total, 
Cars and Trucks, 


U. S. and Canada....169,375 156,110 179,710 562,768 1,328,899 1,343,806 





‘Revised. Misceliancous includes Corbitt, Marmon-Herrington, Federal, F o u r-Wheel 
Drive, ete. 





GM Halfway Back to Sloan Program? rr 


Gain Seen in Dealer Quality 


(Continued from Page 2) 


their areas. All delegates were ex- 
Pected to canvas GM dealers in 
their areas. 

The 45 dealers on the council | 
Were divided into three groups—17 
Tepresenting large-city dealerships, 
16 representing smaller-city dealer- 
ships and 12 representing Canadian 

rships. 

Each group met for one full day 
at the GM building. In the morn- 





Customers Given 


Suggestion Box 
ROLLA, Mo.—A suggestion box 


in the showroom for customers’ 
use has been established by M. L. 
Klinefelter, Ford dealer here. 
ms are carefully fol- 
lowed up by Klinefelter, and sev- 
eral complaints yielded by the 
box have resulted in tightened-up 
operations. 
“It has helped our public rela- 
@ great deal,” Klinefelter 





rr 


ing sessions the entire group met 
with Curtice and the other top 
executives. In the afternoon ses- 
sions, each group was split up 
according to makes, and these 
make groups then met individually 
with the same corporation execu- 
tives. 

Then each of the three groups 
spent one day visiting the GM 
proving grounds. Thus, each 
group actually spent two days at 
the meeting. 

Members of the GM Dealer Coun- 
cil were selected by the corpora- 
tion from candidates submitted by 
the divisions. Although, these dele- 
gates originally were going to 
change annually, the present dele- 
gates have been on the Council for 
the past three years. It is expected 
that in the near future this Council 
will be elected by the dealers. 

Concluded one dealer, “They 
made it clear to us that a quality 
dealer body is a ‘must’ in GM’s 
plans.” 





Ford, PI 


outh Gain... 





Car Output Slowed 


a. mi |By Chevrolet Cut 


(Continued from Page 1) 


last week, was the only other 

company to show an improve- 
ment over the previous week’s 
activities, 

Although last week’s decline 
dropped overall car output to 112.8 
percent of Automotive News’ three- 
year index, compared with the 118.2 
percent compiled on the previous 
week’s operations, output for Feb- 
ruary is expected to total in the 
neighborhood of 560,000 units. The 
same month a year ago had pro- 
duction of 555,596. 

Alltime high for February was 
set in 1955, when the makers rolled 
675,495 cars from the lines. 

+ * * 

Fr THE February projection is 

attained, it will give the manu- 
facturers a two-month total of 1,- 
202,100 cars, compared with 1,167,674 
during January and February last 
year. It, however, would be 9.9 per- 
cent off the record-breaking 1,335,- 
003 cars turned out during the first 
two months of 1955. 

Chrysler Corp.’s high for the 
year was attained by hikes from 
3,287 to 3,300 units by Chrysler 
(excluding Imperial); from 3,565 
to 3,600 by DeSoto, and from 913 
to 1,000 units by Imperial. The 
latter made 368 more cars in the 
first three weeks of February than 
it made during the first 12 weeks 
of 1956. 

The corporation also scored a 
daily high for the ’57 model run last 
week when it built 6,050 cars on 
Wednesday (Feb. 20). 

Dodge’s output dropper from 6,715 
units a week arlier to 6,700 last 
week. 

+ * * 

BREAKDOWN of Ford Motor 

output—not including Ford di- 


Dallas Dealer 
OKs Mechanics 
From Hungary 


DALLAS. — After 30 days of 
working with three Hungarian 
refugee mechanics, Earl F. Hayes, 
a Dallas Chevrolet dealer, is 
enthusiastic about the plan. 

Hayes took on the three young 
men — two sheet metal men and 
a line mechanic as trainees for a 
90-day period, starting them at a 
salary in excess of the minimum 
wage. They will receive pay raises 
at the end of their training period. 

H. K. Burdine, Hayes’ service 
manager, said, “I can describe them 
as being real craftsmen. My men are 
profiting by new techniques picked 
up from the newcomers and they 
readily adapt to our methods and 
special equipment of modern auto- 
mobile repair shops. They are pre- 
cise, accurate, painstaking and dil- 
ligent.” 

The three Hungarians were qual- 
ified as truck drivers in Hungary, 
positions of considerable skill since 
drivers must first be rated as 
master mechanics. Because of the 
almost complete lack of replace- 
ment parts, truck breakdowns are 
frequent and they require roadside 
repairs continually. 





Kentucky Dealers 
To Name Officers 


LOUISVILLE.—The new officers 
of the Kentucky Automobile Deal- 
ers Assn. will be named Apr. 16 at 
the meeting of the association’s 
directors in Louisville. 


Cc. E. Brents, president of the 
KADA, has named an eight-man 
nominating committee to nominate 
16 candidates for the new board 
of directors. 

On the committee are Charles 
B. Wilson, Paducah; Harry Holder 
sr., Owensboro; Ben F. Long, Louis- 
ville; Sam C. Hicks, Elizabethtown; 
I. R. Hicks sr., Covington; Roy R. 
Royalty, Irvine; George Wells, Pike- 
ville, and D. H. Disney, Cumberland. 










vision—showed Mercury with 8,000 
assemblies last week, compared 
with 7,880 the previous week; Lin- 
coln down from 952 to 800, and Con- 
tinental up from 31 to 36, 

Chevrolet’s decline was the big 
factor in dropping General Mo- 
tor’s corporate output from 67,939 
units a week earlier to 61,182 last 
week. 

Buick was up from 11,064 to 11,- 
700; Cadillac, up from 3,330 to 3,350; 
Oldsmobile, up from 10,349 to 11,032, 
and Pontiac, down from 9,449 to 
8,600. ‘ 
om * 


DECLINE in activities at both 
Rambler and Nash dropped 
American Motors assemblies from 
2,295 the previous week to 2,235 
units last week. Rambler was off 
from 2,103 to 2,050 and Nash, down 
from 156 to 140. Hudson rose from 
36 to 45 units. 
Studebaker-Packard’s output of 
1,696 cars last week was six units 
off th 1,702 cars turned out a week 
earlier. Studebaker climbed from 
1,182 units the previous week to 
1,276 last week, but Packard 
slipped from 520 to 420 units. 
Truck output last week was esti- 
mated at 23,254 units, or a 3.1 per- 


cent drop from the previous week’s 
outturn of 23,989 units, It was, how- 
ever, up 3.4 percent from the 22,482 
trucks turned out during the week 
ended Feb. 25 a year ago. 

* + + 


ANADIAN car-truck operations 
were off from 9,875 units a week 
earlier to 6,872 last week. 


Chief reason for the decline was 
the closing of assembly lines at 
GM of Canada on Monday for 
a readjustment of schedules and 
week-long cessation of car-pro- 
ducing activities at Ford for the 
purpose of preparing lines for 
output of the new Edsel line. Both 
firms are expected to return to 
five-day operations this week. 

AMC at Toronto returned to as- 
sembly operations last week for the 
first time in more than a month. 

* * * 


3-Month Imperial Output 


Tops Total ’56 Model Run 


DETROIT.—As of Monday, Feb. 
18, more Imperial automobiles had 
been shipped to dealers in the first 
3% months of the 1957 model year 
than were produced the entire 1956- 
model year, reports E. C. Quinn, 
president of Chrysler division, 

During November, December, Jan- 
uary and the first half of February, 
10,390 Imperials were produced, 
compared with the 10,308 Imperials 
delivered to customers in the entire 
1956-model year. 

The 10,309th car, which topped 
1956-model production, rolled off the 
production line here Feb. 14 and 
was shipped Monday, Feb. 18, Quinn ' 
said. 





Teamsters Turn Again 
To Detroit Salesmen 


(Continued from Page 2) 
One dealer said, “All I’ve got in | held soon among the new and used 
absorbers. 


my place is heat 

“Well, we think that better in- 
come and more security will attract 
a better type of salesmen. These 
salesmen are being treated like 
glorified ‘bird dogs.’ One salesman 
recently told me that he had sold 
18% cars in a month and made less 
than $500.” 

. = > 


UAW Wins Election 


| gw eee in Detroit, the 
United Auto Workers has won 
collective bargaining rights for 19 
service salesmen and master me- 
chanics in the two Cadillac retail 
outlets. The vote was 14-5 in favor 
of the UAW. Previously, the union 
represented all the other shop em- 
ployes in the two outlets. 

In Oak Ridge, Tenn., the NLRB 
will shortly conduct an election 
among the shop employes of Oak 
Ridge Motors (Ford). The peti- 
tioning union is a new one in the 
dealership field, Local 900 of the 
International O per ating Engi- 
neers. 


An NLRB election will also be 


DeSoto Honors Brady— 


L. J. Brady, vice-president, Brady Mo- 
tors, Inc. (DeSoto-Plymouth), Des Moines, 
displays plaque given him in recognition 
of his 25 years service as a DeSoto dealer. 
The presentation was made by J. P. De- 
Gourge, Chrysler regional manager. A 
DeSoto dealer since 1931, Brady recently 
sold the firm to Eldon Gould. However, 
he continues to head the firm's wholesale 
operations. 


car and truck salesmen at Hull- 
Dobbs Motor Co. of Puerto Rico 
and its subsidiaries, Santurce Mo- 
tor Co. and Tropical Motors, Inc., 
Bayamon, P. R. The Association 
de Vendedores de Automobiles de 
Puerto Rico has requested the elec- 
tion. 
> * > 


Labor Probe Opens 
ean, Senator John L. 
McClellan, chairman of the 
Select Committee on Labor and 
Management Practices, will proba- 
bly open his probe into labor-man- 


agement rackets tomorrow (Feb. 
26). 


Declaring that the investigation 
will probably produce some criminal 
indictments, McClellan said the 
probe will concentrate at first on 
Teamster operations in Portland, 
Ore., and in New York, 


However, he said that commit- 
tee investigators are also at work 
in Philadelphia, Chicago, Scran- 
ton, Pa., Minneapolis, San Fran- 
cisco, Los Angeles and Seattle. 
The Teamsters have attempted 
to organize dealership workers in 
most of these cities. 

McClellan said he would investi- 
gate charges of collusion between 
labor and management, control of 
unions by racketeers, misuse of 
union and welfare funds and possi- 
ble conflicts of interests of union 
officials. 


Bell, Monroney 
To Address 


Iowa Dealers 


DES MOINES. — Frederick J. 
Bell, NADA executive vice-presi- 
dent, and U. S. Senator A. S. Mike 
Monroney will be the featured 
speakers at the convention of the 
Iowa Automobile Dealers Assn. here 
March 24-26. 

Theme of the convention at the 
Hotel Fort Des Moines will be 
“Prestige with Profits.” An effort 
will be made to help dealers im- 
prove their public esteem and still 
carry on profitable operations. 

The first sessions at the conven- 
tion will be individual line meet- 
ings. On the second day the associa- 
tion’s county directors will meet 
with NADA area chairmen, 

Speaking at the parley will be 
Forest Evashevski, University of 
Iowa football coach. 

Also on the agenda is the annual 
meeting of the Automobile Old 
Timers, 
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°56 Truck Total Is 91,398 


Canadian Auto Sales 
Reach Record 406,663 


OTTAWA.—Canadian dealers sold 
a@ record 406,663 new cars in 1956, 
an increase of 5.1 percent over the 
386,962 registered in 1955, according 
to a Government survey. 

Sales of commercial vehicles 
rose 16.1 percent to 91,398 units, 
but this was not a record. Total 
sales of new vehicles reached 
498,061 units, up 7 percent from 
the 465,678 sold in 1955. 

Every province reported a gain 
in commercial-vehicle sales, and all 
except Ontario, Manitoba and Brit- 
ish Columbia said car sales topped 
1955. 

Newfoundland dealers chalked up 
the biggest gain in car sales on a 
percentage basis with an increase of 
20.4 percent. Quebec dealers moved 
28.5 percent more commercial vehi- 
cles to lead in that category. 

Sales of new European-made ve- 
hicles jumped 49.3 percent to total 
36,765, compared with 24,631 a year 
earlier. The 1956 total included 33,- 
163 cars (up 49.6 percent) and 3,604 
commercial units (up 46.1 percent). 

The survey also found that 46 
percent of new-car sales were 





Obituaries 


Edward Ringwood Hewitt 

NEW YORK.—Edward Ringwood Hewitt, 
an early automotive genius, died here Feb. 
19 at the age of 90. At the turn of the 
century, Mr. Hewitt designed a one-cylinder 
automobile which was marketed in England 
by Adams Hewitt Co., and later in the 
U. 8S. by Hewitt Motor Co., which Mr. 
Hewitt organized here in 1905. When the 
one-cylinder engine became obsolete, he 
turned to designing truck engines, one 
of which was adopted by Mack. His com- 
pany was absorbed by International Motor 
Corp., which at that time manufactured 
Mack trucks. Mr. Hewitt, whose grand- 
father was a close friend of Alexander 
Graham Bell and Thomas A. Edison, built 
a workable steam engine before he learned 


to read. 
* * * 


Harvey S. W 
ELKHART, Ind.—Harvey 8. Wambaugh, 
78, Buick dealer here for many years, died 
of a heart attack Feb. 17. 
. * : 


John Horace Pearce 
DARLINGTON, 8. C.—John Horace 
Pearce, 57, retired automobile dealer, died 
Feb. 15 at his home near here. 
. * 


brother opened 
ership here in 1918, was found dead Feb. 9 
its Rome Reve. » . 


Al J. Campbell 
Id.—Al J. Campbell, one of Ida- 
oldest auto dealers, died here. He was 
in Campbell-Simpson Motor Co. 
. Mr. Campbell had been a member 
of the Boise Automobile Dealers Assn. and 
the Idaho Automobile Dealers Assn. since 
their founding. 
: * * . 
Earl R. Lepard 
TORONTO. — Earl Ross Lepard, 59, 
founder and operator for 22 years of Bay- 
view Motors in Leaside, died Feb. 12. After 
his retirement, the business was taken over 
by his sons. a * 
* 


George H. Townsend 

NEW HAVEN, Conn. — George 

Townsend, 73, former president of Moto- 

meter Co. of America and one of the coun- 

try’s outstanding drivers of racing motor 

boats, died Feb. 18, at Fort Lauderdale, 
Fia., following a heart attack. 

* * * 


John L. Mulvihill 
GRAND RAPIDS, Mich.—John L. Mulvi- 
hill, 69, who founded Mulvihill Motors in 
with his brother, James P. Mulvihill 


Henry 


1922 
sr., died after a long iliness. He left the 
firm in 1926 to enter business for himself. 
* es 
John A, 
MEMPHIS. — John A. 
retired used-car dealer, died 
St. Joseph Hospital here after 
ness. He was 73. 


Shell Is Upheld 
On TCP Patent 


NEW YORK. — Shell Oil is en- 
titled to a patent for Shell gasoline 
with TCP additive, Federal Judge 
Alexander Holtzoff ruled last week. 

He said tests have shown that a 
TCP additive “substantially reduced 
the fouling of spark plugs and 
helped cure some of the difficulties, 
especially in connection with air- 
plane engines. 

Holtzoff expressed the opinion 
that “the forward step taken by 
these inventors was far from obvi- 
ous ... and that it took a couple of 
years of experimental work on the 
part of a group of trained men to 
arrive at a solution.” 


Sr. 

sr., 
Feb. 10 
a long i 


a 
at 
ll- 


financed by acceptance and 
finance companies in 1956, com- 
pared with 404 percent in 1955. 

Some 37.4 percent of new com- 
mercial-vehicle sales were financed 
last year, compared with 368 in 
1955. 


The number of used cars financed 
rose 5 percent to total 373,440 units, 
and used -commercial-vehicle fi- 
nancing dropped 5.5 percent to a 
total of 55,344 units. 

A Government source revealed 
that December sales of new Euro- 
pean-made vehicles were 46.1 per- 
cent ahead of December, 1955, The 
overall sales gain for the month in 
the Canadian market was 8 percent. 


Hilliard Reelected 
By National Car; 
Safety Stressed 


HOUSTON.—At its annual meet- 
ing here, the National Car Rental 
System urged that safe-driving laws 
be enforced “to the fullest possible 
extent” to stem the ever-increasing 
accident toll. 


The group also recommended that 
each state enact “comprehensive 
laws requiring adequate insurance 
coverage as a prerequisite to the 
issuance or renewal of all driver's 
licenses.” 


Charlie Hilliard, Fort Worth, was 
reelected president of National Car. 
Other officers are Robert W. Miller, 
San Antonio, reelected vice-presi- 
dent; E. J. Barrett, San Francisco, 
secretary, and L. L. Steward, 
Phoenix, Ariz. treasurer. 


Executive committee members are 
Frederick A. Ley, New York; Harris 
Saunders, Cincinnati; William M. 
Young, Philadelphia, and John W. 
Black jr.. Birmingham, Ala., all re- 
elected; E. S. Brown, Sarasota, Fia., 
and Tad Hankey, Los Angeles. 

Appointed regional vice-presidents 
were Dudley Hoyt, Pittsburgh; John 
C. Acker, Daytona Beach, Fia.; 
Richard R. Washburn, Charlotte, 
N. C.; Dewey Lindsey, Minneapolis; 
Everett Caughey, San Antonio, and 
Hankey, Los Angeles. 


Schaller Draws 
$21,424 Tax Fine 


NEW HAVEN, Conn.—A U. S. 
District Judge has imposed heavy 
fines on a former dealer and his 
accountant accused of income tax 
violations. Henry A. Schaller, 55, of 
Waterford, Conn., was fined $20,000 
for allegedly evading $21,424 in taxes 
during 1950-1951. 

Charles J. McGowen, 53, the ac- 
countant, of New Bedford, Mass., 
was fined $8,000. Both men received 
suspended prison terms and were 
ordered to pay their fines in 30 days. 

The Government charged that 
Schaller, while president of Schaller 
Motors Co., in New London, Conn., 
gave big Christmas bonuses to his 
employes but accepted kickbacks 
from those employes. The Govern- 
ment said Schaller never reported 
the kickbacks on his income tax 
returns. The accountant was ac- 
= of preparing fraudulent tax 


Refugees Aided 


Dealer’s Ad Finds Home 


For Hungarians 

WARSAW, Ind.— Webster Pon- 
tiac, Inc., departed from its formula 
of humorous ads to run a serious 
ad-editorial in the classified section 
of the Warsaw Times-Union. Theme 
of the four-by-eight-inch offering 
was “Contribute to Hungarian relief 
through your local Red Cross.” 

The ad brought a letter of com- 
mendation from the chairman of 
the county Red Cross chapter, but 
the most heartening result came 
from the Warsaw Kiwanis Club. 

The club voted to sponsor a Hun- 
garian family. The family, Mr. and 
Mrs. Arnold Godo and their two- 
year-old son, now is living here, and 
the father is a draftsman for an 
engineering firm. 


Chevrolet Dealers Elect 


Hutchens in Virginia 
RICHMOND, Va. — W. M. 
Hutchens, Cofer Motor Co., Smith- 


field, has been elected president of 
the Virginia Chevrolet Dealers 
Assn. Hutchens succeeds A, W. 
Loving, Tappahannock, 

Other officers are: N. R. Bur- 


a 
roughs, Burroughs-White 
Corp., Martinsville, vice-president; 
Henry C. Wood, Wood Chevrolet 
Co,, Clifton Forge, secretary, ang 
W. D. Dunnington, Dunnington Mo, 
tor Co., Hopewell, treasurer, 


CLASSIFIED WANT ADS 


150,000 
TWENTY-TWO CENTS 


Reaching an estimated 


mT eas 


readers engaged 
(22¢) 


PER WORD FOR EACH 


in all branches of the nation's automotive industry 
INSERTION 


POSITION WANTED Aobs 


| lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full nam 


and address at regular rates 


Add One Dollar 


Box Number ads are forwarded to advertiser, unopened. Display ads 
TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


HELP WANTED 


SERVICE MANAGER WANTED. Northern 
California Chevrolet dealership needs top 
flight, experienced service manager. If 
you can organize and operate a profitable 
department by assuming complete respon- 
sibility; can lead and train a growing 
organization; plan and promote service 
sales and efficiency; achieve results by 
your own efforts, you will want this job. 
Present service sales are far behind an- 
nual car sales of 700. Room for real suc- 
cess. The compensation for this job is 
open. We want and will pay for the right 
man, Reply Box 6850, c/o Automotive 
News, Detroit 26, giving full particulars 
including recent picture. 


SALES MANAGER, Excellent opportunity 
for sales manager with Nash dealer—in 
business over 25 years at same location. 
Also, recently appointed dealer for the 
complete line of English Fords. Desires 
man age 25-40, good personal habits and 
sober. Starting salary $10,400 per year 
plus bonus. Write Southern Motors of 
Savannah, Inc., 301 Broughton St., East, 
Savannah, Ga., Att.: Mr, Julius Kamin- 
sky, Pres. 


AUTOMOTIVE 
DISTRICT MANAGER 


OPENINGS IN 48 STATES 


Select territories open for National Dis- 
trict Managers of expanding automotive 
inspection and warranty service worked 
through new and used car dealers. Repeat 
sales give you incremental earnings. Auto- 
motive sales experience and ability to 
handle men a must. Prime districts avail- 
able (possibly in your neighborhood). 
Commissions and over-ride. rn $20 M 
year or better. Send full resume. Box 


per 
6867, </o Automotive News, Detroit 26. 


CHIEF 


ENGINEER 
$18,000 

Prominent manufacturer of precision 

automotive and industrial components 

offers an exceptional opportunity to 

@ top-flight technical executive quali- 

fied for the position of chief engineer. 


We desire a man who has di- 
rected development 
and design in a company manv- 
facturing industrial metal prod- 
ucts. Familiarity with hydraulics 
is desirable. Preferred age is 
35 to 45. 


successful 


Your reply will be treated in complete 
confidence. It should include age, home 
telephone number and present busi- 


ness connection. 


BOX No. 6866, 
c/o AUTOMOTIVE NEWS, 
DETROIT 26. 


Crossroads 


. . . Where they meet... 
buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 

You will reach both groups 
through an ad in Automotive 
News. 





HELP WANTED 


ODO Me aml tell ee te ee 


$12.30 per column inch 


oo -) tt tae 
CLOSING 


POSITION WANTED 





BUSINESS MANAGER—under 45, wanted 
by successful southern California Chev- 
rolet dealership as successor to present 
office manager retiring after 24 years 
with firm, Remuneration—$8-$9,000, Ex- 
cellent opportunity for right man. Write 
full particulars and qualifications, Box 
6851, c/o Automotive News, Detroit 26. 





TWO SHEET METAL mechanics. Paid va- 
cations, Blake Buick, Inc., 520 8, Krome 
Ave., Homestead, Fla. 





LIKE CALIFORNIA? San Joaquin Valley 
Chevrolet and Buick dealer has opening 
for young, aggressive, experienced parts 
manager. Give history, experience and 
availability. Write Box 6852, c/o Auto- 
motive News, Detroit 26. 


TECHNICAL REGIONAL REPRESENTA- 
TIVES. Excellent opportunity for tech- 
nical regional representatives (service 
and parts) with fast growing foreign car 
importer, Must have technical experience 
and general knowledge factory service 
procedures; foreign car experience an 
advantage. Send complete resume quali- 
fications and references. Box 6857, c/o 
Automotive News, Detroit 26. 


EXPERIENCED CHEVROLET service 
manager. Prefer young aggressive man— 
35 to 45 years old. Opportunity is lim- 
ited only by the individual's ability. In- 
centive compensation and other benefits. 
Southern multiple city dealer, 250,000 
population—65% service absorption. Don’t 
apply if you are not ready for a challenge 
to do better. Box 6858, c/o Automotive 
News, Detroit 26. 





CONTROLLER - MANAGER, Finance, ac- 
counting, cost control. Mature, shirt- 
sleeve executive with outstanding profit 
building record, Familiar all phases deal- 
ership volume operation. ‘“‘Big 3’’ back- 
ground. Seeking position as manager or 
right hand man. Would welcome chal- 
lenging assignment, Prefer east coast but 
will consider relocating. Box 6853, c/o 
Automotive News, Detroit 26. 


SERVICE MANAGER. Expert all details. 
Available immediately. 100% owners, fac- 
tory, employees. Pontiac specialist, GM 
experience. Master mechanic supervision. 
Relocate proper connection, location. De- 
tails phone or interview. Box 6854, c/o 
Automotive News, Detroit 26. 








GENERAL MANAGER—Capable 
complete responsibility dealership opera. 
tion. 18 years’ experience as dealer within 
“Big Three.’’ Over two years’ experienc 
general sales manager volume chain oper. 
ation. Now employed second job sing 
leaving college. Wish to make change, 42 
years old, college graduate, 
family grown, free to move any place 
United States, Full knowledge pro: 
expense control Doc sheet operation, fag 
used-car turnover, Can furnish best ree. 
ommendations including several factory 
district managers. Willing discuss com. 
pensation, buy-out deal right potential 
Box 6831, c/o Automotive News, Detroit 
26 





SERVICE MANAGER: Florida or any Guif 
coast city thru Texas. Over 20 years ex- 
perience, Lincoln-Mercury and Ford deal- 
ers in the South. Proven ability in all 
phases dealer, customer and factory rela. 
tions. Excellent references from former 
employers and top factory personnel, 
Presently employed in large mid-west 
Lincoln-Mercury dealership, Box 6859, ¢/o 
Automotive News, Detroit 26. 


AMBITIOUS YOUNG MAN with $5,000 and 
seven years of new and used car sales 
and management, Want to make buy in 
deal with GM or Ford dealer in south- 
west. Best of references. College man. 
Box 6860, c/o Automotive News, Detroit 
26. 





TRUCK SALES representative. Experienced 
wholesale, retail and dealer management, 
Want position with manufacturer or ex- 
clusive heavy truck dealer. Diese! experi- 
ence. Box 6861, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP FOR SALE handling 
DeSoto-Plymouth and GMC truck fran- 
chise—in the magic Rio Grande Valley of 
Texas, semi tropical climate, Dealership 
occupies a city block. 25,800 square fest 
of building. Will sell parts and lease or 
sell shop and office equipment and build- 
ing. Unlimited truck potential due to 
citrus, cotton and vegetable farming, also 
gas and oil fields. Dealer must sell be 
cause of several heart attacks and doc- 
tors orders. Motor Corral, C. E, Becker, 
Owner, Edinburg, Texas. 


SERVICE MANAGER OR SALES manager 














OPPORTUNITY—GOOD USED car business 
and a six room home on two acres of 
valuable property at Ledgewood Circle, 
New Jersey. 50 miles west of New York 
City where Rt. 10 joins Rt, 46. Ideal for 
buying, selling and living. Price $38,000 
less inventory. Contact Frank McKeon, 
Owner, Kleen-Cars, Rt. 46, Ledgewood, 
N. J. 


HELP WANTED 


AN UNUSUAL OPPORTUNITY 
USED CAR MANAGER 


One of New Jersey's outstanding automobile dealers in the New 
York Metropolitan area is interested in a man who has the ability 
and aggressiveness to direct and manage successfully their used 
car operation. An opportunity such as this does not present 
itself very often. Top compensation. Box 6865, c/o Automotive 


News, Detroit 26. 


DISTRICT MANAGERS 
BRANCH MANAGERS 
OFFICE MANAGERS 


Large rapidly expanding sales finance company with over quarter century in 
field, requires men fully qualified for above positions. 


Personnel needed for immediate assignments in Midwest offices. Progress 


assured to qualified personnel. 


Multiple employee benefits including Retirement Program, Profit-Sharing, Hos- 
pitalization, liberal Group Life Insurance and 1957 Incentive Bonus. 


Write, in strict confidence, for personal interview, giving complete personal 


information and employment history. 
convenience. 


Interviews will be arranged .at your 


Box 6844, c/o Automotive News, Detroit 26. 
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DEALERSHIPS WANTED 


TOP DOLLAR FOR FORD OR GM agency. 
Buy complete or you retain interest. Pre- 
fer principal city, southern California. 
Age 36, $300,000 and factory approval 
for immediate action. Box 6840, c/o Au- 
tomotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


SSD 
PRALERS'IP HANDLING DUAL of big 3, 
potenti: 600 to 1,000 cars in New York 
grea, Vey modern building and show- 
yoom, fully equipped, about 30,000 square 
fect. Wil! sell business with equipment, 
or else !case equipment and also lease 
puilding ©” long term lease. Excellent 

in most growing populated area. 
opportunity to make money. Buyer 
have about $200,000 to handle this 
se and used-car inventory prop- 
Selling account of sickness. Apply 
» 810, c/o Automotive News, De- 









WANTED — DEALERSHIP, Cadillac or 
Dual Cadillac. Franchise in the east, Will 
pay high price, Call PE 6-1749, New 
York. 


WANTED—Cadillac dealership in Califor- 
nia, Prefer principal city and southern 
portion of state. Age 42 and factory ap- 
proval—all replies absolutely confidential. 
Box 6862, c/o Automotive News, Detroit 
26. 








HIP HANDLING one of big 
in the semi-tropical lower Rio 
Valley of Texas in the citrus 
Buy only parts and equipment. 
favorable lease. Need not have all 
Box 6818, c/o Automotive News, 
26. 





DEALER SERVICES 





You can't control salesmen with 


HYPNOSIS 
But you can with the “Dally Check’ Plan 
Book. It’s guaranteed to increase sales. It's 
no ordinary idea. It's proven, 
Clip ad out RIGHT NOW—mail with letter- 
head and signature, for | copy of Daily Check 
Plan Book and illustrated brochure, to 


MALCO SALES SERVICE 


RETIRE, Handling one of ‘Big 
s’’ best dealership. Central Texas 
the sunshine spends the winter. 
or without used cars, with or with- 
perty. 10,000 square feet space. 
have factory approval. Box 6838, 
Automotive News, Detroit 26. 





GENCY HANDLING BUICK—Small town 
in western Pennsylvania handling 250 new 















yuming . New equipment and up to date/| 205 7th Ave. Asbury Park, N. J. 
Opera. inventory. Lease available. $40,000 
within will handie. Box 6839, c/o Automotive 
Prience News, Detroit 26. 
Ce So 
LERSHIP HANDLING Lincoln-Mer- ee 
an - in Indiana — oan = E x P Fr N 7 
arried, population. Only dealer in county 
Place Sowr 30,000, Attractive lease. Nothing R E 0 a c E 
ection, to buy but parts, accessories and service ‘ ‘ 
», fast equipment. Box 6855, c/o Automotive Is your competitor with low over- 
it rec. | News, Detroit 26. head making your life miserable? 
on HIP FOR SALE. Dual car fran- There's only one way to lick him— 
chise, ‘‘big three’’ dealership, South Fior- 
seins faa population 75,000 — ail facitities—| jm 9° yours down too. Order our 
$25,000 required. Box 6814, c/o Automo- “EXPENSE REDUCER" today and get 
a overhead down where it belongs. 
a DEALERSHIP HANDLING FORD. Mid- Send just $2.00, you will receive 
deal- west—350 to 500 new cars yearly. Long it by return mail 
in all ~ ag ae — — Y , 
Pela. setup. y or pa and equipment. 
a. Factory approval necessary. Has always Automotive Enterprises 
onnel. shown good —. a 6856, c/o Auto- 10600 Puritan Ave. Detroit 38, Mich. 
1-west motive News, troit b 
9, c/o | sovE TO FLORIDA—Several high poten- 
tial dealerships available for motor truck 
dealers—some in combination with farm 
0 and equipment—in fast-growing Florida. En- Inventory Service 
Sales joy this economic climate as well as the Buying or Selling a Dealership 
juy in weather, Low cost of living for you and 
a your employees, Write 2 Business Oppor-| @ Buy Right @ Sell Right 
~a& 869, > lb ; i; E ; 
etrelt tunity, P. O. Box acksonville 1, Fla Pa Ac s qui 
© © A disinterested certified physical 
inventory will save you money © © 
— Dealership Handling DON'T GUESS—SE SURE 
r ex- OLDSMOBILE Cali or write for service details. 
kperl- ¢ : 5 _ | Automotive Inventory Service Co. 
News, IP new car potential—iocated in the beauti- | 10040 Detroit 27, Mich., WE 3-6445 
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fi Shenandoah Valley of Virginia, a very Western Dealers Attention t 

prosperous and highly diversified industrial | 429 S. Western Ave. Los Angeles 5, Calif. 
diy with population of 16,000. Spacious build- DU 9% 

ing with showroom to display 10 cars located 
 @ main street corner. Well lighted used 
ar display in front of building to handle 25 
an. Efficient organization, mechanics ali fac- 
tory trained, and service manager schooled 
at General Motors Institute. Rent very reason- 
ible and good terms. All replies held in 
trictest confidence. 


HERSH OLDSMOBILE, INC. 
Waynesboro, Va. 





BUSINESS OPPORTUNITIES 


HANDLING GENERAL MOTORS and farm 
machinery lines. Located thriving area, 
Miss. Receipts $300,000. Lucrative bus. 
Reasonable rental. Present owner since 
1947. Fully equipped — enviable reputa- 
tion, Will sacrifice to quick buyer. (Brok- 
ers protected.) Rendlog Sales Co., 1780 
Broadway, N. Y. C. PL 7-5345. 


MANUFACTURER’S REPRESENTATIVE 


SPECIALTY SALESMAN covering Md., 
Wash., D. C., and So. Penna, selling to 
new and used car dealers, wants specialty 
and adv. items to sell, Comm. or jobber 
basis. Details to Specialties, Box 6232, 
Baltimore 6, Md. 


CARS FOR SALE 











Dealership Spells 
Renault $$$$$$$ for You 


Sell the world's lowest priced $1,345 
4door sedan. Up to 50 miles P.O.E. 
per gallon. 
Also the beautiful DAUPHINE $1,645 
4door sedan. Up to 43 miles P.O.E. 
per gallon. 








ROBINSON CAR LEASING 
FLEET LEASED CARS 
1955—1956 
AT WHOLESALE 


For these superb economy cars, now 

available in North and South Dakota, 

Nebraska, Colorado and Kansas. 
Contact 


Ted Shidier 
SHIDLER MOTOR CO. 
Distributors 





Available in: Philadelphia, Baltimore, Wash- 
ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit, Flint, Chicago, Milwaw 

nati, Louisville, St, Louis, Kansas © 
coin, Neb., klahoma City, Fort 
Dallas, New Orleans, Atlanta, Boston. 


ROBINSON CAR LEASING 
DIVISION 
THE HERTZ CORP. 





%th and Broadwa Phone Forest 3-01 16 
WICHITA, KANSAS 






Lin- 
orth, 










DEALERSHIPS WANTED 


CHEVROLET, Buick, Olds or Cadillac dual. 
Minimum 150 cars, Prefer Florida, Texas, 













Midwest or Rocky Mountain region loca-| For specific information in any city, address: 
tion. Experienced dealer has cash and/ |. E. Spatig, Used Car Mgr. Ebster 9-2144 
approval. All replies confidential. | 218 S. Wabash Ave. Chicago, Ill. 





6841, c/o Automotive News, Detroit 








BUSINESS OPPORTUNITIES 


MR. AUTO DEALER 


Let us increase your new and used car sales, boost 
service, paint and metal department to Maximum. 
Have Thousands more new customers in your plant 
monthly, by installing an Automatic Magic-Tunnel Car 
Wash System. Will wash up to 1300 cars per day. 
Plans for building drainage, sump etc. furnished. 

















Financing — Installation — Supervision 


LAWRENCE C. HOUCK 


Magic-Tunnel Car Wash Equipment Co. 
831 N. 22nd St., Birmingham, Ala. Phone: 54-3861 
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CARS FOR SALE 


OPPORTUNITY 
USED CARS 


EX-TAXIS 
FORD *° PLYM @ CHEV 
1955's & 1956's 


ALL IN TOP OPERATING CONDI- 
TION, GOOD OR NEW RUBBER; ALL 
HAVE HEATERS, DEFROSTERS. 
CLEAN BODIES AND INTERIORS. 


PRICED FOR IMMEDIATE 
SALE! 
ANY QUANTITY . . 5 to 500 
WRITE - WIRE - CALL 
JAMES F. WATERS, INC. 


New York's Taxicab Supplier for 20 Years 
38-15 Northern Blvd., Long Island City, N. Y. 


ST 6-3300 


H, CHARTERS A, H, AUSTIN 














Lloyd - Wagen 
GERMAN WONDER CAR 
$1,295 P. 0. E. 


Dealers Inquire 


Gallagher Motors, Inc. 
Importers 
West of Mississippi 
907 E. Pike St. Seattle 22, Wash. 





CARS WANTED 





IMPORTED CARS 


BOUGHT AND SOLD 
AT WHOLESALE 
IRA KANER 


c/o Holiday Motors 
11647 Ventura Bivd. Studio City, Calif. 








WANTED 


Big Three Dealers interested in Repeat New 
Car Sales and Service Year ‘Round and Year 
After Year. 

Requirements are courtesy, integrity, relia- | 
bility, and a desire to work and grow in a 
booming business with an expanding leasing 
company. We are national in operation and 
we need dealers for steady supply of cars 

and trucks. 


Dealers in Other Makes Are Also invited 
feo Participate. 


Write Box 6864, c/o Automotive News, 
Detroit 26. 





PARTS FOR SALE 


CHEVROLETS, FORDS, PLYMOUTHS| KaIsER PARTS. All models including 


hard-to-get body parts. Distributor net. 
Fast COD service. Willys Jeep Place, 61 
NW 1ith St., Miami, Fila. 













BUICK PARTS 
UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
Phone EDmondson 6-4400 








BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gorden Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ili. 
Phone WAbash 2-1030 





PARTS FOR SALE 


PONTIAC PARTS 


Up to 50% Discount 
Fast C.O.D, Shipments 


FRONTIER PONTIAC: INC. 
313 Commerce St. 
Fort Worth, Texas 
Phone ED. 2-518! 
Largest Pontiac Parts Dealer in Southwest 





TRUCKS FOR SALE 





Brand New 


Ford "V-8" Diesels 
"F.900"—175" W.B. 


Five Available For Immediate Delivery 
Tremendous Reduction 
Excise Tax-Exempt 
Cummins JBS 150 H.P. Diesel; Clarke 5 Speed 
heavy duty transmission; 14 inch Lipe clutch; 
extra-heavy duty front springs; heavy duty 
ii 0 x 20 12 ply 


brakes; six— 
tires and tubes. Chassis modified if 


Ask for—Mal Martin or Earle Baugh 
RALPH HORGAN, INC. 


Broadway's Ford Dealer for 
Over A Quarter Of A Century 
1842 Broadway (60th) PL 7-1700 
New York 23, New York 





ACCESSORIES FOR SALE 





New Motorola Auto Radios 


1950 - 1954 


Ford, Chevrolet, Plymouth, Dodge 
Manual $27.50—Pushbutton $34.95 
Complete radio 
Custom control heads to fit in dash of above 
cars, 


1957 Dodge—1956-7 Ford—i955-6 Plymouth— 
1955-6 Chevrolet 
Manual $29.95 
Custom radio complete to fit in dash of 
above cars, 
Fast, C.0.D. Shipment 


LIBERTY AUTO RADIO 


191 E. 168 St. New York 51, N. Y. 
LUdiow 8-941! 








PACKARD 


Parts, Accessories, Tools, Bins and 
Equipment 


FOR SALE 
50% DISCOUNT 


Going out of business. 
Phone Riverside 0313 
or Wire Mr. Brown 


3384 Delaware Ave. Kenmore 17, N. Y. 
Se 


OFFICE EQUIPMENT FOR SALE 


SLIGHTLY USED BURROUGHS Sensi- 
matic bookkeeping machine, model F for 
auto agency. Sold new—$3,400. Will sac- 
rifice $1,250. Ray Caldwell, Inc., 100 
Main St., Toledo 5, Ohio. 


ANTIQUE CARS FOR SALE 


ANTIQUE — 1913 Chevrolet Baby Grand 
Touring car. Very good condition except 
top. $975.00. W. F. Kron, Braham, Minn. 
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Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY... $5445 ai 
comune SAlee 
BRAKE HOOK-UP........ - 
QUICK-TOW Bumper- 


to-Bumper Tow Bar 
TRI-KING 3-Point Hook- 


Up Intre-State Tow Ber... 93900 


TowKing,nu 45” 
Tow Bar Sales Co. 


Exclusive Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect 3,550 <3... 
40 So. Clinton St., Chicage 6, Ill. 





TRUCK AND CAR SIGNS made 


easy 


with plastic letters. Metal, wood and 


masonite 


letters also. Brass _ stencils. 


Signs for every purpose. Jim Ramsey, 


Inc., 175 Jefferson, Lexington, Ky. 


AUXILIARY LEFT FOOT gas pedal, $6.95. 
Guaranteed, Fits all cars, pickups, trucks. 
Dealers and jobbers order from R,. V. 


Lehner Mfg., Ness City, Kans. 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.0.8. Factory Net) 
$52.35 Fed. Tax lacluded 
WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 
Less Guide Cables 
GUIDE CABLES 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$9.90 Fed. Tax included 


THE FAMOUS 
MOTO-MATIC 


TOW - GUIDE 


Four Clamp Hook-U 


DEALERS’ SPECIAL (F.O.8. ates GO 
$44.85 Fed. Tax included 
Meets 1.C.C. Strength Requirements 

* * 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
‘Leaders in the Industry 


Since 1939" 





New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 
All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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THE MOST AMAZING OIL RING 
IN AUTOMOTIVE HISTORY! 


Sealed Power 


SS-50U 


Stainless Steel 


OIL RING 
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ALL THESE MATERIAL ADVANTAGES: 


Full tension at operating temperatures. This stain- 
less steel holds room-temperature tension while 
operating at engine temperature. Carbon steels lose 
tension at such heat. 


Highly resistant to corrosive elements found in 
internal combustion engines. 


Exceptionally long wear. With use, stainless steel 
hardens and develops more resistance to wear. 
This means longer life than carbon steels deliver. 


PLUS THESE DESIGN ADVANTAGES: 


Maximum oil control. Uniform high radial pres- 
sure against the cylinder wall assures efficient oil 
distribution. 


Side-sealing. Axial pressure of the stainless steel 
expander forces side rails snugly against sides of 
groove, preventing oil waste due to high vacuum. 


Independent of groove depth. Circumferential pres- 
sure of the expander makes the ring conform to the 
bore without touching bottom of groove. 


Quick-seating chrome rails. Sealed Power’s method 
of chrome plating steel side rails assures fast break- 
in and more than double ring life. 


SEALED POWER CORPORATION * MUSKEGON, MICHIGAN «¢ ST. JOHNS, MICHIGAN ¢ ROCHESTER, INDIANA ¢ STRATFORD, ONTARIO 
DETROIT OFFICE © 7-236 GENERAL MOTORS BUILDING © PHONE TRINITY 1-3440 


Sealed Power Piston Rings 


PISTONS CYLINDER SLEEVES 


Leading Manufacturer of Automotive and Industrial Piston Rings Since 1911 
bape! Producers of ee Rous for aeegss: Transmissions and Power psa Units 
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